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TECHNOLOGY 
The Stage Is Set 
For Large-Scale 


Tractor Conversion: 
J TACK 


... this car is a SYMBOL of DEPENDABILITY 


many plants, vast underground storage installations, 
and an experinced staff eager to serve you —the 
year round. So, make that Anchor tank car your 
symbol of dependability, too. Call Tulsa 2-7261. 


FOR LP-GAS DEALERS AND USERS 


That Anchor tank car spells absolute dependability 
of supplies for dealers all over the United States. 
There are many good reasons for it, too, proved by 
years of faithful Anchor service. You know, Anchor 
sells wholesale only . . . will never be your com- 
petitor. Supplying you with adequate quantities of 
the highest-quality butane and propane is our only 
interest. In order to do that we have provided 
one of the largest fleets of tank cars in the nation, 


ANCHOR 


PETROLEUM COMPANY e- TULSA 


SALES OFFICES: Des Moines, Shreveport, Toledo, Houston, Long Beach, 
Okla. City, Midland, Texas, San Francisco, Fresno, Seattle, Salt Lake City, 
E. Patterson, N. J., Hattiesburg, Miss., Macon, Ga., St. Paul, Minn. 





MODEL PC-20APL 


MODEL CC-20 — Plumber’s pot 
e" cylinder for 


plumbing and 
type. . refrigeration 
7 service trades. 


“Cash-and-Carry” 


MODEL PC-20 x “a MODEL RC-20 


with with 
permanent collar. removable cap. 








Full value for you in the full line 
of Hackney 20-pound cylinders 





When you need 20-pound LP-gas cylinders, remember that Hackney 
20-pounders give you the same extra values that have made the famous 
Hackney RC-100A the most popular 100-pound cylinder in the industry. 

® Single circumferential weld, sound and neat. 

© Light tare weight for easy handling. 

e Service-tested coatings for protection against rust and corrosion. 

e Thoroughly cleaned and dried for trouble-free service. 
And remember—Hackney carries a full line of 20-pound cylinders to MODEL PC-5 
meet all your special needs. All equipped with highest quality fittings 


—convenient carrying handles. Available from stock for prompt ship- 
ment. Write for details. 


with permanent collar. 








Pressed Steel Tank Company 


Manufacturer of Hackney Products 
1487 S. 66th St., Milwaukee 14 e 52 Vanderbilt Avenue, Room 2099, New York 17 
227 Hanna Bldg., Cleveland 15 e 936 W. Peachtree St.N.W., Room 112, Atlanta 3 
208 S. LaSalle St., Room 790, Chicago 4 © 552 Roosevelt Bldg., Los Angeles 17 
18 W. 43rd St., Room 13, Kansas City 11, Mo. ¢ 138 Wallace Ave., Downingtown, Pa. 
Downingtown Iron Works, Inc., Division ¢ Downingtown, Pennsylvania 


LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 
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Nov. 29, 1954 





Mr. E.M. Cloran, District Manager 
Rockwell Manufacturing Company 
3136 E. Lith Street 

Los Angeles, California 


Dear Mr. Cloran: 


Five years ago our company realized the 
value of meter gas service, and began a program 
which has resulted in Petrolane now serving 
approximately 3000 customers through vapor meters. 
Since the concept of this program we have used 
the Rockwell "150 L.P.G." meter and have found them 
to give accurate measurement at a minimum of 
maintenance expense. 


We have received many favorable comments from 
our customers and our service men about the small 
-compact size, light weight and the attractive 
appearance of your #150 L.P.G. meter, and because 
of the excellent customer acceptance of meter gas, 
we believe that this service will become increasingly 
popular and will result in the more widespread use 
of LP gas. 


Yours very truly, 


tJ. Munzer, 
Vice President 


Lev PETROLANE PETE 
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Large Western LP-Gas 
Marketer Endorses 
Rockwell Metered Service 


Petrolane, Ltd. is now believed to be the largest 
LP-Gas retail marketer in the west. Starting in 
1950, the company has extended the convenience 
and economy of metered service to more and more 
customers. Rockwell LP-Gas meters have been 
basic to their program. Satisfaction with both 
meter performance and meter results is expressed 
in the accompanying letter. 

You don’t need to be a large operator to gain 
the benefits of metered “‘city-type”’ service. In 
fact, many small distributors have turned to 
Rockwell meters and used them to grow bigger. 
We have compiled a file of facts that tells why it’s 
to your advantage to meter now. Write for it today. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas Houston Los Angeles Midland, Texas 


N. Kansas City, Mo. New York 


Philadelphia Pittsburgh San Francisco Seattle Shreveport Tulsa 


ockwell LP-Gas Vapor Meters 
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The ata a “summer slump” make you sweat? 





FARM TRACTORS 
IRRIGATION ENGINES 
CROP DRYING 
TOBACCO CURING 





CALL, WIRE OR WRITE 


SALES OFFICES 


LOUISVILLE, KENTUCKY MOBILE, ALABAMA 
WA R g E nN & A Ss ST. LOUIS, MISSOURI HOUSTON, TEXAS 
FT. ‘ “ 
A LIQUEFIED PETROLEUM T. WORTH, TEXAS MIDLAND, TEXAS 
GAS OF HIGHEST QUALITY NEW YORK, N. Y. OMAHA, NEBRASKA 
MADISON, WISCONSIN COLUMBIA, SOUTH CAROLINA 


TAMPA, FLORIDA 





WARREN PETROLEUM CORPORATION °¢ Tulsa, Oklahoma 











Now this 


new Pilotstat 





Plus this new 
add-on 


thermostat 


Equals the 


new Honeywell 


Adatrol 


Announcing Honeywell's 


The new gas cock Pilotstat’ 





C592 Pilotstat. This new Honeywell Pilotstat fits any gas room 
heater, and features a 100% safety shut-off in case of ilot or 
flame failure. It is available with or without pilot gas doa (no 
external filters necessary) —and will operate on all gases. Specifying 
it on all your heaters insures your customer simple, economical 
addition of a thermostat when desired. 





T5000 Adatrol Thermostat. The new Honeywell Adatrol thermo- 
stat is a high-quality, self-contained, snap-action thermostat avail- 
able with or without a high-low bypass. Using a screwdriver 
—simply remove 6 screws and a plate from the Pilotstat—then 
fit the Adatrol thermostat in and replace the 6 screws. It’s as 
simple as that! 





V5153 Adatrol—combination pilotstat-thermostat. A compact, 
high-precision, thermostat -pilotstat unit, that fits all gas room 
heaters. Can be serviced in the field, without removing piping. 
Cut your installation, stocking, and handling costs by standard- 
izing on this efficient unit. Specify the V5153 for ali your shermo- 
stat-equipped heaters. 
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New Adatrol’! 


with add-on thermostat 


T5000 Thermostat 








Here’s how the new add-on 
thermostat fits into the new Pilotstat 


® Fits all gas room heaters 
© No more adapter kit problems 


© No more costly stocking problems 


* trademark 


APRIL, 1955 


Now—a universal Pilotstat that allows 
on-the-job addition of a thermostat 


when your customer wants it! 





N ow you need stock only two control items for all 
your gas room heater jobs. For not only does the 
Honeywell Pilotstat fit all gas room heaters—but now 
when your customer wants it, you can simply add the new 
Honeywell Adatrol thermostat. Then you have a com- 
pact thermostat-pilotstat combination that fits any gas 
room heater! 

This means big savings for you in stocking and service. 
No longer do you need to stock complicated adapter 
kits and parts that get lost, depreciate, and become 
broken lots—no longer do your service men need to 
spend costly hours tinkering with make-shift connections. 

All you stock is the C592 Pilotstat and T5000 Adatrol 
Thermostat, which you can buy separately and put to- 
gether in the field—or the V5153 ADATROL combina- 
tion Pilotstat Thermostat, which comes already assembled 
from the factory. 

Think of the big savings this means in time, effort, 
and inventory! And think of how pleased your service 
men will be. And how easy it will be to give your 
customers a thermostat. 

So, start making your room heater business pay bigger 
profits! Call your local Honeywell Office and order the 
ADATROL today! 

For complete information on the new Honeywell 
ADATROL, or on any of the complete line of Honeywell 
Controls, just write to Honeywell, Dept. BN-4-64, 
Minneapolis 8, Minnesota. 


Honeywell 
Tout wr Coutrols 
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112 OFFICES ACROSS THE NATION 





WRITE TODAY for your 
copy of TRINITY’S Fa- 
mous catalog “The Trin- 
ity Story.” This beautiful 
12-page booklet covers all 
TRINITY trucks and 
tanks. 


Be sure to visit the TRINITY 
BOOTH at the next convention 
and watch the famous TRINITY 
No. 106 in operation. 


223 Bc Gime F 
BUTANE-PROPANE News 





5 CO. INC. 


QUALITY 
CONTRO 








TRINITY is also famous for its complete line of 
Eveready Gas Systems. Write today for information. 
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They’re here—the most modern trucks on the 
road—ready to tackle your toughest hauling 
and delivery jobs! Ready to perform faster, 
better and with new cost-cutting economy! 
Look at the many new light- and medium-duty 
advances reaty to work for you right now! 





New Work Styling—a new approach to truck design! 
Here are the first light- and medium-duty trucks with 
their own individual styling to fit the job. New panel 
truck design is especially fresh and functional! 


New “high-voltage” engines — with a new 12-volt 
electrical system and many more advances. Count on 
quicker, surer cold-weather starting—and finer going. 


New Flite-Ride Cabs—with a new Sweep-Sight wind- 
shield (a wider, safer view!) . . . new concealed Safety’ 
Step running board . . . and broader, softer seats in a 
more durably constructed cab. 


MOST MODERN TRUCKS 
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New frames—many times more durable, and of 34-inch 
standard width to accommodate special body installa- 
tions. These new frames have completely parallel side 
members and greater strength and rigidity. 


New suspension—both front and rear, provides a 
smoother, more stable ride—a ride that’s more com- 
fortable for the driver and far easier on the load. 


New Power Steering, Power Brakes—optional at extra 
cost for all light- and medium-duty models. Make driv- 
ing easier—reduce driver fatigue—in city traffic and for 
long hauls as well. 


NEW 
CHEVROLET 


Task-Force 


- TROCKS 








New Overdrive, Truck Hydra-Matic—Overdrive now 
available as an extra-cost option on 14-ton models! 
Truck Hydra-Matic on -, 34- and 1-ton jobs! 


Tubeless tires—at no extra cost on 14-ton models—for 
greater blowout protection! 


And announcing the new Cameo Carrier—the first 
really beautiful truck ever built. You’ve never seen any- 
thing like it before! Your Chevrolet dealer will be proud 
to show it to you along with the complete new Task- 
Force line. . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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RHEEM ats 
like this 

in national 
magazines 

can mean more 
water heater 
sales for you 
in 1955... 





Watch for RHEEM ads 
in these magazines 
The Saturday Evening Post 
Better Homes & Gardens 
American Home 
Better Farming 
Progressive Farmer 


Successful Farming 


Cwitch-in-time, 
Cwitch te RHEEM 


RHEEM MANUFACTURING COMPANY, 
7600 SOUTH KEDZIE, CHICAGO 29, ILL. 








ISM GH TT TIA FOR 


RHEEMGL 


What’s a frit? It’s a 


ture of silicates and other 
chemicals which, when ap- 
plied to the inside of water 
heater tanks—and furnace 
fired—forms a porcelain- 
like glass coating. Rheem 


calls this Rheemglas. 
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Never before have you seen a glass-lined 
water heater like this! It’s new .. . it’s 
superior . . . and it’s from Rheem— 
world’s largest manufacturer of automatic 


|, storage water heaters. 
3 The secret? A new frit—the vital inner 


lining ingredient that determines how 
long any glass-lined water heater will 
last. Rheem engineers have developed a 
frit that will stand up and slug it out with 
tough water chemicals. Not until they 
had perfected this frit would they permit 
the Rheem name to be placed on a glass- 
lined water heater. . 


That’s why Rheem is proud to bring you 
this new kind of water heater—a glass- 
| lined heater that withstands the chemical 
action of hot water! In exhaustive tests, 
subjecting Rheem tanks to severe water 
action, the Rheemglas lining clearly 
proved its superiority. Yet, this Rheem- 
glas water heater costs you no more! — 
|See your Rheem plumber-dealer and get 
all the facts about this newest develop- 
ment in glass-lined water heaters. Look 
for him in the yellow pages of your phone 
book under “Water Heaters.” 





Cwitch-in-time, Gwitch to- 


THE NEW RHEEMGLAS WATER HEATER OPERATES ON NATURAL, 
MANUFACTURED, MIXED OR L-P (BUTANE-PROPANE) GASES. 


A NEW KIND OF 


GLASS-LINED 


| GAS WATER HEATER 


EVERYONE KNOWS THAT GLASS CAN'T RUST... 
BUT IT TOOK RHEEM TO DEVELOP RHEEMGLAS THE 
GLASS LINING THAT RESISTS TOUGH WATER CHEMICALS 








OUTGROWN YOUR WATER HEATER? 


With more and more automatic appli- 
ances in the home, an old-fashioned, 
under-sized water heater simply can’t 
supply enough hot water. If you’re con- 
stantly running short, replace your heater 
with a big new Rheemglas. Available in 
20- to 75-gallon sizes, this new kind of 
glass-lined water heater is economical to 
operate and gives you plenty of hot 
water whenever you want it. 





gutlaon of; Automatic Storage Water Hosters 


n Prod 


WS 


RM-AIR FURNACES e YEAR-ROUND AIR CONDITIONERS e WATER SOFTENERS ¢ 
IDGEWOOD GAS RANGES AND CLOTHES DRYERS e STEEL AND FIBRE CONTAINERS 
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TO MAKE A BETTER WATER HEATER, 
Rheem starts with a better tank. Every 
detail of the tank construction has been 
carefully designed to receive the proper 
application of the new Rheemglas lining. 






FOR A BETTER BOND of glass to metal, 


~ Rheem blasts tanks with a hailstorm 


of high carbon steel chips. The enlarged 
cross section above shows how the 
lining (blue area) grips roughened steel. 


THIS OCTOPUS-ARMED electronically con- 
~ trolled spraying machine moves right 

inside the tank to apply Rheemglas. 
Application is fully controlled—every 
square inch receives an even coating. 





IN HUGE FURNACES maintained at 
1600° F., the frit forms the Rheemglas 
coating that is bonded to the metal. 
This operation is strictly controlled— 
even furnace atmosphere is regulated! 








‘Tinished with one primer coat 


d two coats of high gloss “—~ 
ite auto enamel. aii 
Ly 


Masterpiece 
IN TANK CONSTRUCTION 


It’s no wonder the 1955 model Master tank is called The 
Time Saver. It was designed by Master engineers with the 
idea of saving time and making more money for the operator. 
Available in capacities from 1,400 to 1,800 water gallons and 
will fit all standard truck frames. Investigate now and you will 
be convinced The Time Saver is the truck tank for profitable 
operation, Shipped complete with truck of your choice. We're 
making ’em. We're shipping ’em. They are everything we claim! 





WELDING 





























Master 
Tank Truck 


ALL WORKING PARTS and FITTINGS 
MOUNTED ON REAR OF TANK 
























SUMP 
Suction line picks 
up from within 4” 
sump on bottom of 
the front of each 
tank. Tank can be 
pum dry. Sump 
traps sediment 
which is drained 
off periodically. 





METER BOX 
IS STANDARD 


EQUIPMENT 
Each box is 16’ 
high, 26” deep 
and 18” wide 
and comes as part 

The Time Saver 
at no extra cost. 
: Large enough for 
meters or can be 
used as tool boxes. 





PUMP IS 
BETWEEN 
TANKS 
Pump operates 
from a tubular 
driveshaft con- 
nected to the 
power takeoff of 
the truck. This 
driveshaft is as 





will not whip or For the first time, all working parts of a truck tank are 
x. 


FITTINGS 


mounted as a single unit on the platform at the rear 
WITHIN of the tank. In addition to the time saving features in 
EASY REACH 


quicker delivery and changing trucks, there is less main- 
tenance due to lack of vibration. Around the pump con- 
nections, rigid pipe is used for the first time because there’ 
there is no flex or strain. All T’s and L’s are welded. It is 
not necessary to change the exhaust system with the pump 
in back, for there are no connections near the muffler. 


No running from 
a one side of the 
truck to the other 
to turn on valves 
and start the 
pump. Operator - 
stands at the 
back of the truck 


within easy reach, 
including clutch 
| power take-off 
a and accelerator. 











All Master tanks 
will outlast many 
trucks. When it 
comes time to 
change trucks, 
merely disconnect 
power takeoff and 
unscrew the mount- 
ing bolts. Entire unit 
is ready to be 
moved. 








Note large spacious compartment. 
One latch opens all three doors. 








“IT TAKES A ‘ONE 





ow you can put 


in your selling 


Start 

with 

fully trained 
sales 
people 


























Demonstrate SPEED and ECONOMY | 
of gas ranges 
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-TWO TO PUT 
RANGE SELLING” 


says DON GABBERT, Vice President, NARDA; 
President, Gabberts, Minneapolis 












Ul] 1 KEEP your sales staff in training with the tested 
e film ‘New Ways To Sell Modern Gas Ranges.’ 





"9 DEMONSTRATE right on your sales floor the many 
¢ outstanding improvements in modern gas ranges. 
Cis FREE BOOK shows 15 tested ‘Quickie Demos’ 

that build sales. 





“If your gas range prospects knew today’s modern, 
automatic ranges as well as you do, selling would be 
no problem. But they don’t. With hard, two-fisted selling 
methods you can take fullest advantage of the multi- 
million dollar sales opportunity today’s automatic gas 
ranges offer you. 
“You need fully trained sales people that know ranges 
as well as you do yourself. Best way to get them is to 
use the tested sales training film ‘New Ways To Sell 
Modern Gas Ranges.’ 
“You need to show the difference between today’s ranges 
and the OUT-DATED UNITS STILL IN USE BY 
ONE IN THREE HOMES. How? By taking three 
simple steps: 

connect up a live range on your sales floor 

use the 15 tested ‘Quickie Demos’ that 

make sales for you 

use the helps the AGA and your range man- 

ufacturers have ready to work for you.” 

kkk 

You can get full information about these selling aids 
that put the knockout punch into gas range sales by 
talking to your local Gas Company or your Range Manu- 
facturer or mailing the coupon below to: 


GAS APPLIANCE 
MANUFACTURERS ASSOCIATION, INC. 


Range Division, 60 E. 42nd St., New York 


"SHOW the difference 
SELL the difference 


in modern aytomatic gas ranges” 






















































Ht 

| GAS APPLIANCE MANUFACTURERS ASSOCIATION, INC. : 

I Domestic Gas Range Division H 

] 60 East 42nd Street \ 

| New York City ; 

w do a two-fisted selling job. Please send me 1 

: Brand SOOKIET “Quickie Demos that SELL" and ; 

{ information about the training film. ' 

' 
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buyers! We ship 
re! Recessed fuel 
t and thread your 
t-Tex **Pipe-It-Your- 





uy. Phone, wire or write for’ ae sand details. 


$1,078°*... 


Not Inclided 
For Immediate Shipment Pat scion 
Or Mounted On Your Chassis 


5 
sepsis 
want 

















WE ARE AUTHORIZED TRUCK DISTRIBUTORS 
Every Unit Priced Completely Equippéd and 
Ready To Go... Excise Tax Paid. 


WRITE, WIRE 
OR PHONE 
FOR PRICES 4 


Balance 
Your 
Load 
the 
Nor-Tex Way 


PRODUCTS 4 


_ COMPANY 


National Sales Agents for 


€ 
Finance the 
Balance 


self"! Se. This packaig@hps ever thing you will need, 
sa aes of Sohn-Crane’ s\ lead eal. Nothing more 


A Complete 
. “Package Unit’’ 


It's complete! Ready to go to work for you! This trim skirted Nor-Tex 
Twin Delivery Unit is mounted on a brand new 1955 Chevrolet 
chassis with 50-gallon recessed fuel tank, P. T. O., spline jock 
shaft, Viking mechanical seal pump, 50’ filler hose and ICC ligh':. 
Gleaming aluminum finish over red oxide 


J T9A® esac: 


ORTH TEXAS 
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lor-Tex 
evrolet 
je jack 
lights. 





TANK CoO. 


NOR-TEX STAR 


Domestic Tanks 
“Built To Last A Lifetime” 


The popular custom designed Nor- 
Tex Star is fabricated to rigid pro- 
duction specifications by men with 
years of domestic tank manufac- 
turing and installation experience. 
It is double tested! The Nor-Tex 
Star meets all national, state and 
local requirements ... the safest, 
finest quality tank you can buy! It 
is smoothly finished and aluminum 
painted over red oxide. Your sat- 
isfaction guaranteed or your money 
back! 









IMMEDIATE DELIVERY 


In One or Truckload Quantities 


PREPARE NOW to serve this Rich LP-G Market! 


There are Nor-Tex Conversion Fuel Tanks now in use on trucks, 
busses, cabs, pleasure and business vehicles, tractors and farm 
machinery, pumps, construction and earth moving equipment, 
materials handling equipment, pipelines and drilling equipment 
...in fact on all types of Internal Combustion Engines. You can 
buy custom-built Nor-Tex fuel tanks at ‘‘production line prices,” 
complete with mounting brackets and fittings. Just bolt it on and 


connect it up. 
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QUALITY LP-G EQUIPMENT 
Reg 





FOR DELIVERY 


Make it EASY and CONVENIENT 
for Your Customers 
to BUY and USE LP-GAS! 


‘Nor-Tex “PONIES” (strategically placed for best distribution) can substantially 


boost year ‘round sales and quotas. Operate them yourself or arrange with high- 
way service stations to dispense LP-Gas for you. Nor-Tex portable “PONIES” 
can be easily placed on farms, ranches, in truck and bus terminals and ‘‘on-the- 
job"’ for contractors and utility companies. Nor-Tex ‘‘PONIES” are the result of 
many years experience and painstaking efforts by men in the bulk plant phase 
of the industry, thoroughly familiar with the actual filling of fuel tanks, bottles, 
etc. Each PONY" is carefully tested for the efficient, safe, trouble-free dispensing 
of LP-Gas. Note the large cabinet with its convenient arrangement of fittings and 
ample meter room. Nor-Tex ‘PONIES’ meet all requirements — U-69 — W250 
Codes. Sizes: 500, 700, 1000, 2000, 3000 and 4000 WG. Can be equipped 
with your choice of popular pumps, meters and accessories. 


Selling Profitable Tractor Conversions 


is A Real Customer Service 


Conversion business is booming! Users report up to 60% savings on 
fuel... Oil consumption reduced to 80% ... Engine wear reduced 
75% ...2 to 1 engine life ratio . . . Oil dilution and carbon deposits 
eliminated .. . Repairs slight... Replacement of parts practically nil! 
TELL these advantages of LP-Gas in Internal Combustion Engines and 
you'll SELL conversions of all types of mobile and stationary equipment. 


P.O. BOX 1219 
DENTON, TEXAS 
CENTRAL 5416 



























x Coolest Cooking— 
trol Center Simme 
up to 9° cooler. 
cook! 

* Cleanest Cooking—Cleo" blue flame can't 

placken pans : ° and the qust-right” heat 

il-overs- 


eliminates messy 2° 
eat—Tiny P 


arm 
d and beverages perfec 
oking! 


re-set 
t for 


foo 
+ further co 


serving withou 

* low Frying Heat-Convenient 
same” setting. Perfect for cooking fish, e995 
and bacon. Eliminates guessing, peeking 
under the frying Pon 

. * Greater convenience—No 

pans with purners—¥S¢ any ytensil © 

set the right heat by 


burner! And you can 
: sight oF by sound. 

a * Thriftier Cooking—S°ve up to 39%. on fuel 

costs clone! it's an im rtant saving—toF 

n the top 


80% of home cooking is done © 
purners- 


flames keeP 





6 SUPER- 


...the key to greater 


Tin 








WE CaN a real 
selling stor 

‘ate ytotell... fea- 
ce woe ... to demonstrate. If 
ae make the sale-tine~stiow 
ne modern range is! The 6 
a ” of Alltrol Center Simme 
as a eS the 6 super-selling es 
dh ibs pedal more gas range sales 
Bee on sooner—with less ort 
Ries ranges equipped with these 
Ree ners outperform all othe 

egardless of price or type 4d 


fuel used. 


WRITE TOD 

AY FOR F 

D “PLAN: 
EMONSTRATION ‘44 


for the asking. 
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SELLING POINTS 


r | gas range sales 














Instant full flame... brings 
foods to cooking temperature in 
shortest time. 





A- * 
“Click’’. . . convenient Low 
If Frying heat . . . provides per- 
4 fect widespread low heat for 
WwW “most used'’ frying operations. 
6 ‘ 
It pays to have a modern 
er range connected to gas... 
a and demonstrate the won- 





derful Center Simmer Burner. 


“Click. . . efficient Center 
as Simmer maintains boiling in 
any covered utensil. 





rt. 

se 

er i 

of 
“Click”. . . gentle ‘‘Keep 
Warm’’ heat . . . keeps foods 
perfect for serving without 
further cooking. 

a 


tc 


Irs 





~ HARPER-WYMAN COMPANY 


DEPT. 45-B © 8562 VINCENNES AVENUE ¢ CHICAGO 20, ILLINOIS 
ORIGINATORS OF CENTER SIMMER BURNERS 
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4 GAS 


CONSOLE 
AX) HEATERS 


7 _ WITH THE LOW BOY LOOK 


These mew Heaters are new inside and out 
. with stimulating styling that sells 

. .. plus more engineering achieve- 

ments that surpass all others. 


Truly a triumph in beauty... 
styling . . . finish . . . per- 
formance . . . economy and 


engineered perfection .. . NY 
A trifle more in cost but Ss 
twice the value... yet Que 
priced for the mass market. 


= ncriaiecccaiies . || 


There’s no better proof of Peerless 
superiority than the countless thousands of 
satisfied users and the thousands of dealers 
enjoying satisfying profits — year in and year 
out — and protecting their reputation as well. 


More and more dealers everywhere are 

switching to Peerless because of com- 

plete customer satisfaction. Sell 

what they’re asking for . . . sell 
Peerless. 


Sizes and styles for every need— 
plus automatic controls . . . auto- 
matic power blowers. Write today 
for colorful, descriptive literature. 





Remember the name that sells — 
it’s Peerless . . . for over 70 years. 


Crerleas ° 


MANUFACTURING CORP. 
LOUISVILLE 10, KY. 


BUTANE-PROPANE News 





WS 




















Sinclair 


SERVICE 








~ 


Sinclair 


PERFORMANCE 





> 


Sinclair Sinclair 


INTEGRITY REPUTATION 








Sinclair 


QUALITY 








When you hear the full story on the five big Sinclair Bonuses you'll see why it pays to “swing to Sinclair”. 


With every load of Sinclair LP Gas you can count on getting these important extras: Sinclair INTEGRITY — 
REPUTATION — QUALITY — PERFORMANCE — and GOOD SERVICE. They’re the kind of 


advantages that add up to more, satisfied, repeat customers and a faster growing, more profitable business for you. 


Get the facts on Sinclair LP Gas — the gas with high heating value, with moisture and impurities removed. 
Then swing to Sinclair, soon. 





ae 
SINCLAIR a great name in oil Wel a 
SINCLAIR OIL & GAS COMPANY 


Liquified Petroleum Gas Sales Department « Sinclair Oil Building, Tulsa, Okla. 
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Pure Oil’s.newly ac- 
quired refinery at 
Lemont, Illinois. 








lent] Pure Oil adds new 


source of supply — 
for LP-Gas 


Now you can be surer than ever of prompt, dependable service 
when you buy Puregas, because Pure Oil has added a new source 
of supply at Lemont, Illinois. 

And you can count on each delivery being of the same high, 
uniform quality, for Pure’s butane and propane exceed NGAA 
specifications... always free from moisture, sulfur and 
contaminants. 

So decide now to be sure next time you want LP-Gas. Call or 
write your nearest Pure Oil office. + 














The Pure.Oil Company, 35 East Wacker Drive, 
Chicago 1, Illinois © Tampa, Florida, Box 1630 . A 

® Lubbock, Texas @ Houston, Texas, Box 239 © Be sure wit Pu re 
Worland, Wyoming, Box 38 © Minneapolis, 
Minnesota, 1306 South First Street. 
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STAR-MASTER 


GAS 
COUNTER FRYER 


Model 201 


No need to search the solar sy- 
stem for a gas Fryer that is really 
*‘out-of-this-world’’! Right here 
on earth is the most modern-look- 
ing, gas fryer ever produced. It’s 
fast! It's efficient! It's a Star. 
Master, of course! It’s just one of 
the ultra-new units from Star's 
matched line of gas equipment, 
If you cook with gas, it’s profit- 
able, it's easy, it’s fast, it's won- 
derful to cook with a Star-Master 
gas counter or floor fryer, gas 
griddle or gas hotplate. See them 
at your restaurant equipment 
dealer. 


ay 4 
KES FOOD senviNG °e 


STAR MANUFACTURING COMPANY + ST. LOUIS 20, MO. 


vision of Hercules Steel Corporation 


Canadian Distributor; CROWN ELECTRICAL MANUFACTURING, LTD 
BRANTFORD, ONTARIO, CANADA 
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AMERICAN A 


LARGER PAY LOADS...LESS OPERATING 
COSTS... Mean Greater Profits for You! 


American engineered, perfectly balanced delivery truck units 
bring you — Lighter Weights — Easier Handling — More Gas 
Delivery — Safer Equipment. 


w 





B31—A. very popular model with meter and storage 
boxes mounted on each side of truck and streamlined 
into the skirting. Motor fuel tank mounted in rear. 
Fittings are enclosed under a streamlined rear dome. 
Meter, if desired, is mounted in box on driver's side 
or may be mounted at the front of catwalk. Main 
valves are controlled from box on driver's side. Hose 
may be carried either in box or on ‘catwalk. Hose 
reels may be ted on all models if desired. 





B21—America’s most popular 1954 safety designed 
delivery truck. Motor fuel tank in rear. Meter may be 
installed in rear protected by small canopy or may 
be enclosed without destreying usefulness of design. 
Clutch and power take off controls are in rear. Two 
storage boxes are located in the rear and there is 
‘plenty of room-for the hose. This unit was designed 
especially for safety of the driver and has been 
proven in service. 

N17—A completely enclosed extra light weight com- 
pact unit designed with all controls, motor fuel tank, 
meter, hose reel, power take off and clutch controls 
all incorporated in rear streamlined cabinet maintain- 
ing perfect balance ‘and symmetry of line. Rotary 
gauges are 1” in size, well protected. 

$B3 Model — The American single-barrel delivery unit 
in sizes from 1200 to 1600 water gallons incorporates 
all the many desirable features of the twin barrel 
trucks, including two storage compartments mounted 
on the rear, motor fuel tank on the off driver's side, 
plenty of room for hose and meter, and controls may 
be mounted in the rear if desired. 


ing the desirable fea- 
tures of this popular 





WU DELIVERY TRUCKS 





Rear view of N17 show- 


model. 


























Jackson, Mississippi, P 
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FINANCING 


AVAILABLE 
Write for 


Information 








2136 WEST COMMERCE, DALLAS, TEXAS 


Also available at: 
. O. Box 2563, Hi-way 80 East, Phone 3-8726 Littlefield, Texas, 306 N. Ripley, P.O. Box 341, Phone 228 M 
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Portable Gos-Air Plant 


New York 


The last paragraph of the item 
“Central Plant Service” on page 25 of 
your October, 1954, issue reads as 
follows: 

“Many utility companies now use 
L. P. gas to serve new developments 
until it is economical to install nat- 
ural gas feeder lines to the new com- 
munity.—Ed.” 

Can you supply us with the names 
of some utility companies in the 
North and Northeast which are en- 
gaged in such operations? 


_ T.C.M. 


We believe the Boston Consolidated Gas 
Co. has used L. P. gas to serve new devel- 
opments until they can be connected with 
their central systems. We also believe they 
have a portable or semi-portable L. P. gas- 
air plant with which they can serve sec- 
tions of their central systems that may be 
isolated while they make repairs and 
changes on a feeder line serving that area. 
—Ed. 


How Many Gallons? 


Kansas 


How many gallons of gas per year 
should a truck move to make the 
business a paying proposition? Our 
longest trips are 25 miles or less. How 
much margin per gallon should we 
get on gas to make it pay? 

We have a bobtail truck with a ca- 
pacity of 1300 gal. 


AE. 


It is not possible for us to tell you how 
many gallons of gas a truck should move 
per year. The ability of the truck to move 
fuel depends upon many factors, some of 
which are: 

1. Distance truck must travel to deliver 
the load. 

2. Number of stops to. deliver a load, or 
size of deliveries per stop. 
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3. Design of truck and auxiliary equip- 
ment, including: a. Size of pump and pip- 
ing. b. Size and length of dispensing hose. 
c. Meter capacity. d. Size opening into 
container filled. e. Arrangement and effi- 
ciency of valves, pump and piping. f. 
Vapor return hose use. 

4. Efficiency and ability of driver. 

5. Efficiency and speed of transfer equip- 
ment when loading at bulk plant, includ- 
ing: a. Size of transfer equipment. b. Size 
and arrangement of valves of piping. c. 
Size of openings in bulk tank and truck 
through which the fuel must be moved. 

6. Road and climatic conditions. 

The above are some of the factors which 
can and do affect the amount of fuel han- 
dled per year by a delivery truck. Time 
consumed loading the truck is as valuable 
as the time required to unload it, so it is 
important to have good loading facilities. 

The items listed above affect the number 
of gallons of fuel the truck can handle, 
but the total cost of delivering must in- 
clude other costs, some of which are: 

1. Amortization and depreciation costs of 
truck and equipment. 


_ 2. Maintenance and operating costs of 


truck and truck equipment. 

3. Driver’s wages. 

4. Interest and miscellaneous expenses 
incidental to truck and equipment and de- 
livery expense. 

5. Share of bulk plant costs, including 
depreciation maintenance, rent, interest, 
office supplies, labor, etc. 

6. Insurance. 

7. Taxes, 

8. Product losses. 

It will be necessary for you to determine 
the approximate number of gallons the 
truck can deliver in an average day and 
then determine the cost per gallon of fuel 
for delivery.—Ed. 


Pipe Corrosion 
Virginia 
We have a number of low pressure, 
underground, black and galvanized 
steel, propane gas pipelines running 
distances of 10 to 100 ft from propane 
bulk tanks to customers’ buildings. 


‘We have painted these with asphalt 


paint but still have some lines that 


have corroded and caused the.gas to 
leak out into the ground. To pre- 
vent further trouble, we must decide 
whether to use an anodic rod or rib- 
bon, or wrap the pipe with insulating 
tape. 


J.G.C. 


Wo do not have any authoritative in- 
formation about protecting underground 
black and galvanized pipe with anodic rod 
or ribbon. We would suggest caution in its 
use as we understand certain procedures 
must be followed closely for satisfactory 
results. Consult a reliable source of in- 
formation before trying to use it. 

The soil condition must be very bad if 
trouble is experienced with the galvanized 
piping, or there is a bad electrolysis action 
from some high voltage electric lines. 

We do not believe a coat of asphalt paint 
alone is adequate on black pipe in most 
cases. It can be easily damaged and also 
pipe scale or oil may prevent it from mak- 
ing a good bond. One or two coatings of 
bituminous enamel and wrapping of Kraft 
paper are often used. There are several 
plastic coatings which come in rolls and 
can be spirally wrapped on the pipe. Many 
of these have proved to give good protec- 
tion. They are the polyethylene or vinyl 
plastic coatings. Check with your local 
pipe supply houses for them. 

Unless proper care is used when install- 
ing the pipe no coating can be successful 
because a broken or bruised coating will 
lose its protecting qualities. Good practice 
requires careful handling and it is recom- 
mended that a layer of clean washed sand 
be placed around the pipe before backfill- 
ing to protect it from damage by rocks 
or other sharp objects.—Ed. 


Paint Discoloration 


California 

We have a customer with a range 
in the kitchen and a Panelray wall 
heater in the living room, both using 
propane and both properly vented 
and installed. All burners are prop- 
erly adjusted, yet in both of these 
rooms, particularly the kitchen, there 
collects a yellow film on the upper 
walls, ceiling, curtains, etc. 

This yellowish film is easily dis- 
solved with a damp rag. What could 
be the cause of this? We assume it is 
caused in some way by the gas ap- 
pliance as the other rooms are not 
bothered by this trouble. 


T.K.M. 


Your problem has come to our attention 
on previous occasions. We have checked 
it in every way we can and also with the 
local utility companies. Numerous anal- 
yses of the products of combustion have 
been made but no evidence of any harm- 
ful products have ever been found. Also, 
there is nothing present, by analysis or 
other tests, that can be directly identified 
as the cause of the discoloration, if actual- 
ly the gaseous fuels are really the cause. 
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For information or quick 
service, contact The 
Weatherhead Co., LP-Gas 
Equipment Div., Dept. G-1, 
300 E. 131st St., Cleveland 8, 
Ohio; or sales and warehouse 
locations in Atlanta and 
Memphis. In Canada: 

The Weatherhead Co. of 
Canada, Ltd., St. Thomas, Ont. 
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Some cylinders 

















4 . 
Here S why: New design, representing latest 


engineering improvements; completely - welded foot ring; 
undercoating to prevent corrosion; thorough venting; am- 
ple room for company,name and serial number on boss; 
assurance of no costly freeze-ups—Weatherhead cylinders 
are bone dry. They have strength that makes them last, 
and light weight that makes handling easy. And Weather- 
head offers all this in cylinders that are available on five- 
year credit terms . . . the cylinders earn for you while you 
pay for them. 


uP WEATHERHEAD 


is showing the way 
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It is a well known fact that many of the 
present day fats and oils used in cooking 
have low vaporization temperatures and 
the oily fumes are discharged into the air 
when cooking. When they contact a cool 
surface again they condense, leaving a 
film. A good vent fan and hood over the 
range will alleviate much of this trouble. 
Even then, though, some fumes may 
escape it. 

Some of the kitchen fumes enter other 
rooms in the house and are circulated by 
the heating system. We believe the fumes 
in the dining room actually come from the 
kitchen. 

A second reason that may have a bear- 
ing on this trouble, and which is more 
pronounced in the modern homes, is the 
tight construction around doors and win- 
dows, thereby cutting down on ventilation. 
If air cannot get into the house, then 
vented heaters’ or exhaust fans cannot 
pump the fumes out of the house. AGA 
recommends at least 1 sq in. of air inlet 
for every 1000 Btu of connected heating 
equipment. 

We regret that we cannot advise you of 
a simple cure or answer to your custom- 
er’s problem. It is not associated with L. 
P. gas alone, byt with other fuels as well. 
Don’t let anyone kid your customer into 
believing it can. be eliminated with elec- 
tric cooking. The writer once lived in an 
area where the homes were completely 
equipped with electric appliances, even 
heating. We had our troubles with dis- 
colored paint near the range and the heat- 
ers. 

It is more noticeable in some homes. We 
cannot say if this is becausé the houses 
are better constructed and less infiltration 
of air occurs, the lady of the house takes 
greater pride in her home and tries to keep 
it cleaner than others, the cooking oils and 
methods of cooking which she uses are dif- 
ferent, vent fans and hoods are more ef- 
fective, some paints are more subject to 
discoloration than others ( this may not be 
a function of price or quality) or what 
other factors may be contributing to the 
trouble. We do have sufficient evidence to 
know that it is not peculiar to L. P. gas 
alone.—Ed. 


Vaporization Problem 


Texas 

We would appreciate very much 
your advising us of a formula to use 
on underground tanks under these 
‘onditions: 

The particular tank that we have in 
mind is an underground 200-lb wp 
tank 60 in. in diameter x 4 ft, 10 in. 
long, with approximately 780 sq ft of 
shell and head surface. It was the in- 
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tent of the engineering firm when 
they wrote the specification that the 
owners would use propane as a fuel, 
but instead they have fueled it with 
a 60-40 blend of butane-propane. 

We have an earth heat of 60° F 
from November through February. 
The cubic footage demanded per hour 
with all appliances on in this instance 
is 800 cu ft per hour. 

We have tried to point out that the 
rapid withdrawal of vapors lowers 
the temperature so much that there 
is little or no pressure in the tank 
after an hour’s operation, even 
though the tank was 75% full. 

One week we personally checked 
the pressure gauge after the plant 
had been in operation about two 
hours, with an outside temperature 
of 60°, 12% lb gauge pressure was 
all that could be recorded. 

It is our contention that either the 
plant use straight propane such as the 
architect intended, or install three va- 
porizers having a capacity each of 20 
gal. per hour. 

We will appreciate your formula 
for determining the actual vaporizing 
capacity of this underground tank 
under the conditions given, also your 
comments on whether or not we are 
correct in our advice that the plant 
must use propane or vaporizers. The 
tank is equipped with a liquid with- 
drawal line. 

GE. 


We cannot reconcile the dimensions of 
the tank with the surface area you give. 

A tank 60 in. in diameter by 4 ft, 10 in. 
long would have an area of approximately 
115 sq ft instead of 780 sq ft. Perhaps the 
tank is between 40 and 50 ft long, which 
would make 780 sq ft of surface. Such a 


tank would have in the neighborhood of 


6500-gal. we. Is this correct? 

Since a 60-40 butane-propane mixture 
will produce 33.15 cu ft of gas per gallon, 
the 800 cu ft of gas represents approxi- 
mately 24 gal. per hour which must be 
vaporized. The heat of vaporization of this 
mixture is 162 Btu per lb @ 40° F and it 
weighs 4.67 lb per gallon, so it requires 756 
Btu per gallon to vaporize the mixture. 
Twenty-four gal./hr X 756 = 18,200 Btu 
(approximately) required per hour to va- 
porize the fuel at the maximum rate of 
consumption. It would lower the temper- 
ature of nearly 5000 lb of dry earth 15° F 
to supply this quantity of heat, or it would 
lower the temperature of 5000 gal. of 60- 
40 butane-propane mixture about 13.7° F. 

The foregoing is not as bad as it looks at 
first glance, since 5000 lb of earth represent 
only about a 1%%-in. layer in contact with 
the portion of the tank filled with fuel 
(75%). If the demand continues for several 
hours each day, however, it can soon drain 
the heat from the earth surrounding the 
tank faster than it can move in from far- 
ther away. The earth is not a good con- 
veyor of heat and it requires considerable 
time for heat to transfer through the soil 
even with several degrees’ temperature 
differential. 


You state the pressure in the tank was 
only 12% lb. If your gauge is correct and 
the liquid was still a 60-40 mixture, it in- 
dicates the temperature of the liquid in the 
tank was only about 15°: Any moisture in 
the earth surrounding the tank would be 
frozen at this temperature and heat trans- 
fer from the soil retarded more. 

It is doubtful if the liquid was this cold 
(although it may have been below 32° F), 
since in any mixture of liquids such as 
butane and propane, the one with the 
lower boiling point will tend to boil off 
first, thereby increasing the concentration 
of the higher boiling point liquid which in 
this case is the butane. Reference is made 
to Figs. 6 and 7, pages 133 and 134, of the 
“Handbook Butane-Propane Gases” as an 
illustration. 

From the foregoing, it can be seen that 
the transfer of heat through the shell of 
the tank is not the criterion for calculating 
the vaporizing capacity of the tank. Only 
about .5 Btu per °F temperature differ- 
ence per square foot of total tank surface 
per hour is considered safe for calculating 
underground storage tank vaporizing ca- 
pacities. 

Referring to the tank you describe and a 
soil temperature of 60° F: the liquid in the 
storage must not drop below about 35° F 
or the moisture in the soil will freeze, so a 
temperature differential of 25° F is, avail- 
able. Then 780 sq ft X 25° F x 5 Btu/sq 
ft/? F = 9750 Btu per hour, about one-half 
of that required. 

For additional information on your prob- 
lem, see page 135 of. the handbook re- 
ferred to above.—Ed. 


Curing Cement Blocks 


Oregon 
We are drying cement blocks with 
propane but have been unable to find 
a way to cure them. Our problem is 
how to inject enough water to raise 
the humidity to prevent the blocks 
from drying too fast and cracking 
during the curing period. 
Do you have any suggestions or do 
you know to whom we can write fo 
help with this problem? : 


B.B. 


Bud Cary of Portland Gas Heat has had 
experience in servicing an account that ap- 
parently had the same problem that you 
are facing. I suggest you contact him. 

Cement blocks are often dried and cured 
by releasing live steam direct from a boiler 
into the curing building. This provides 
both the heat and moisture required for 
proper curing. During the process addi- 
tional warm air is sometimes supplied as 
the moisture content is reduced. It is pos- 
sible to heat both the boiler and the air 
with L. P. gas for this process. 

The National Concrete Masonry Associa- 
tion, 38 S. Dearborn St., Chicago 3, Ill., may 
be able to advise you of the best methods 
for curing the cement blocks, In any such 
process, L. P. gas can be the desirable fuel 
for low cost application, easy and close 
control. R. E. Copeland is the director of 
engineering for the above association.—Ed. 
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WEIGHT COMPARISON 











it 
Brand ‘Biu/he rast Weigh 

input) 
Modine (aluminized steel) 105,000 105 
Modine (stainless steel) 105,000 95 
Brand "A" 100,000 170 
Brand ‘'B” 102,000 196 
Brand “'C"* 90,000 175 
Brand ‘D” 100,000 165 
Brand “E" 100,000 210 
Brand ‘'F" 100,000 210 
Brand "'G" 105,000 170 
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Lower. shipping, installation costs 
Light weight, without sacrifice of strength 
or efficiency, makes Modine Unit Heaters 
easier to handle, faster to install. Also cuts 
need for expensive support structures. 








Faster, more uniform heating 
Continuous flame from front to rear of 
individually fired exchangers, increases 
rodiant heat absorption, uniformly dis- 
tributes heat through tube. 


UNIT HEATERS 





ONLY 





Gas-Fired Unit Heaters 
give you all these advantages 


e@ No other manufacturer offers you rust- and corrosion- 
resistant stainless steel burners as standard equipment . 
plus a choice of aluminized or stainless steel heat exchang- 
ers. And there ‘are many other features for reduction of 
overall costs. In many instances, for example, the savings 
a Modine Unit Heater allows in installation costs alone 
offset any difference in price. 


ds) 





—_ 











No port clogging, cleaner burning 


Self-cleaning Modine burner ports have: 


four times fhe free area of conventional 


drilled ports. Knife-sharp edges Prevent — 


lodging of scale. 


More usable heat per fuel dollar 
Single-row burner ports promote ade- 
quate secondary air supply. As ao result, 
you get maximum combustion efficiency, 
more heat for your fuel dollars. 









































40 
35 
Average Relative Rates 
30 ————— of Corrosion of Metals 
by the Products 
25 of Comb 
of Gaseous Fuels 
20 
15 
10 
5 
Stainless Aluminized Cast Ordinary 
Steel . Steel lron Mild Steel 
Easy access for inspection or service Stainless steel slashes corrosion loss 


Hinged casing swings down, reveals 


‘burners, manifold and pilot light..Com- 


plete burner assembly may be removed 


. as a unit, 
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Modine burners, to all practical purposes, 
are unaffected by acid corrosion, rusting 
and scaling (see chart)... give you many 
years of trouble-free, top efficiency. 





gives you more complete information, 
selection and application data. Call 
the Modine representative listed in 
your classified phone book. Or write 
— Modine Mfg. Co., 1577 DeKoven 
Ave., Racine, Wisconsin, for your copy. 
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REN Beyond the Mains 





THE RURAL ELECTRIFICATION ADMINISTRATION has come in for 
some highly critical scrutiny by the Commission on Organization 
of the Executive Branch of the Government (the Hoover Commis- 
sion). We take pleasure in quoting from the latest press release 
by the Commission. 





"In the interest of administrative efficiency and economy, 
the Commission has recommended that the Rural Electrification 
Administration . .. be brought under the Government Corporation 
Control Act. . . . The main requirements of the Government 

_ Corporation Control Act call for management methods similar to 
a those of private business, instead of the more cumbersome 
departmental forms. 


"In recommending that the Rural Electrification Adminis- 
tration be reorganized on a self-supporting basis, the Commis- 
sion notes that on June 30, 1954, the agency owed the Treasury 
$2,091,991,000 for advances and had further authorizations of 
$600,237,000. Under the method of financing presently used, the 
government has subsidized the sale of electric power to members 
of the cooperative associations at considerably less than its 
economic cost. The subsidies were provided by charging interest 
at 2% which is one percentage point less than the Treasury pays 
for long-term issues; granting exemption from all Federal taxes; 
allowing a five-year moratorium period with a delayed payment of 
interest which results in an effective rate of return of even 
less than 2%, and paying administrative costs of about 
$7,750,000 annually from Federal funds. 








Continued... oo 
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Beyond the Mains 


"With 92.3% of all farms electrified as of June 30, 1954, 
it is the Commission's belief that the time has arrived for the 
reorganization of the Rural Electrification Administration into 
a self-supporting institution securing its own finance from 
private sources in a manner similar to that of other agencies." 


That lays it on the line. But it takes an act of Congress 
to put that recommendation into practice. Do your senators and 
congressmen know how you want them to vote on that matter? 


- 


CONTRARY TO ANYTHING YOU MAY HAVE HEARD, domestic 
appliances are not manufactured just to be placed on display at 
conventions or in show windows. There is a far more important 
reason for their existence. They contribute mightily to this 
"better living" that we hear so much about, and in so doing they 
create a demand for the various forms of energy on which 
appliances operate. 





SELLING GAS APPLIANCES IS YOUR ONLY ASSURANCE that you 
will continue to sell gas. This year's appliances have unusually 
good saleability. This is the year of opportunity -- and our 
May issue will be devoted largely to giving you a new and 
vigorous approach to the sale of appliances. 





Here competition rears its ugly head. Cooking, water 
heating, clothes drying, house heating, refrigeration and 
incineration may be done with gas, or the same operations may 
be done by electricity. If the gas salesman or the electric 
salesman places any one of those appliances with a customer we 
can expect two things -- it will not be possible to win that 
customer away from that energy for that appliance for a long 
time, and the presence of that appliance makes it more likely 
that other appliances using that same energy -- gas or elec-| 


tricity -- may be added. 











POWELL VALVES...THE COMPLETE QUALITY LINE... POWELL VALVES 


FIG. 8151*—Bronze “'L.P.G.” 
Angle Valve For 400 Pounds W.0.G. 


FIG. 8150* (Sectional) — 
sy ak one Valve 
0 .0.G. 
iat FIG. 8375 (Sectional) — 
Bronze “L.P.G.” Gate Valve 
For 400 Pounds W.0.G. 
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FIG. 8158*—Bronze 
Horizontal Lift Check Valve 
For 400 Pounds W.0.G. 


*Underwriter Approved 
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POWELL VALVES... THE COMPLETE QUALITY LINE... POWELL VALVES | 





Why Butane-Propane Engineers 
specify Powell Valves..... 





THE COMPLETE QUALITY LINE .. 
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. . . because they know Powell Valves are 
dependable and economical. Butane-Pro- 
pane engineers also know that Powell has 
the COMPLETE quality line of valves. 

Investigate the many outstanding fea- 
tures of the Powell Valves shown here... 
as well as the complete line of quality 


th 
The Wm. Powell Company, Cincinnati 22, Ohio... .. 109 year 


POWELLWALVES 


valves that have a proven record of long 
life and dependable service. 

Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to 
tell you about our complete line, and 
help solve any flow control problem you 
may have. 
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PROSPECTS GOING UP 
PRODUCTION GOING UP 
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SALES GOING UP 
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The American Gas Association predicts that 1,200,000 addi- 
tional families will heat with gas during the next 12 months. 


The industry forecasts a 10% increase of total production for 
1955. Temco is geared for an even greater increase based on 
last year’s sales performance. 


Temco’s schedule of national advertising is bigger, stronger than 
ever before — pre-selling your customers on Temco’s exclusive 
features and competitive pricing. 


Your sales, too, are going up when you use the extensive mer- 
chandising aids that tie-in with Temco’s national advertising. 


All Temco heaters are engineered to operate with equal effi- 
ciency on natural, manufactured, or L.P. Gas; are approved by 
A.G.A., guaranteed by Good Housekeeping, and accepted by 
consumers as the nation’s top quality line in gas heating. 
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TEMCO, inc., Department B-721 
Nashville, Tennessee 


Please send me catalog and complete story on Temco 
heaters. 


Name 





Firm name 


Address 








City Zone State 





TEMC)O. inc. 


\\ e gl VAP os WY ff / vr JJ 
Gi Healing SrecialislA for He /VAUOrt 











cod 
BR 


BUTANE-PROPANE News 














SINGLE-FARM IRRIGATION SYSTEMS ARE THE NEXT BIG LOAD BUILDER 





Loan funds are available for installation of facilities like this deep well in 
the Great Plains area, where water is pumped from depths as great as 200 ft. 


By Carl Abell © Editor 


‘How to Finance an Irrigation System 


ies of the problems which every 
farmer contemplating the installation 
of an irrigation system must face is 
that of financing the purchase of 
equipment and development of water 


‘Financing an irrigation system is not difficult, and is 
becoming progressively easier as lending authorities be- 
come more familiar with requirements. There are many 
ciate: Inbideuias add oeae-teaeladle roads open to anyone desiring to finance an irrigation sys- 
established credit sources in areas tem, among them direct and insured loans under Public Law 
where irrigation is still comparatively | No. 597, farm ownership, disaster, and livestock loans, all 
new are generally ultra-conservative § qdministered through the Farmers Home Administration. 


on the matter until it has been amply nie ‘ : one : : 
demonstrated that the crop insurance This is ‘the third and final part of the irrigation series. 





provided by an irrigation system adds 
greatly to the earning power and 
therefore to the value of the land. 
Public Law No. 597, enacted by the 
83rd Congress, has greatly facilitated 
the obtaining of funds for these im- 
provements. This law was passed spe- 
cifically to stimulate development of 
irrigation systems in the normally 
humid areas of the United States. It 
makes funds available for direct loans 
to the extent of $11.5 million each 
year to finance irrigation improve- 
ments, water supplies, drainage and 
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soil conservation projects for farm- 
ers who have no other source of cred- 
it. Interest rates are low, repayment 
period of up to 20 years may be ar- 
ranged, and the security require- 
ments are most liberal. The act also 
provides federal insurance up to $25 
million on loans obtained for these 
same purposes from banks and other 
regularly established credit facilities. 

The ordinary limit on the direct 
loans is $10,000, with interest at 3%. 
On the insured loans, the limit is 


$25,000, with interest of 4 or 444%, 
as arranged with the lender. The pro- 
gram is administered through the lo- 
cal offices of the Farmers Home Ad- 
ministration which are to be found in 
all of the 1500 principal agricultural 
counties of the United States. 
Eligibility of farmers for direct or 
insured loans is determined by these 
local Farmers Home Administration 
offices working in cooperation with 
county committees of specialists in- 
cluding farm equipment dealers. 


33 








Farmers! wishing to obtain loans 
should visit the local Farmers Home 
office and fill out the necessary forms. 
Before the loan can be approved the 
applicant must submit detailed plans 
for the irrigation system and the ne- 
cessary information on the source, 
quantity, and availability of water to 
be used. Help in the design of the 
system may be obtained from the irri- 
gation equipment supplier, and on 
water sources the data will be sup- 
plied by the local Soil Conservation 
Service office. In cases where the lo- 
cal sprinkler men cannot provide the 
design of the system, the state engi- 
neer for the Farmers Home Adminis- 
tration will travel to the farm and 
make the layout. 

In obtaining direct loans from the 
Farmers Home Administration, the 
state field representative who re- 





The river level is down 20 ft, but the L. P. gas-powered engine 
can be throttled to provide the right amount of water at the 
correct pressure. 


erations, where the loan limits under 
the previously discussed plans are 
exceeded, and where the credit his- 
tory of the borrower is good. These 
include both public and private funds. 


Federal Land Bank 


The Federal Land Bank makes 
loans to farmers through the local 
National Farm Loan Associations. 
Loans may be made for amounts up 
to $100,000, with first-mortgage secur- 
ity on the land. No loan will be made 
under this plan for more than 65% 
of the appraised value of the land, and 
the Federal Land Bank appraiser uses 
normal farm values as of about 1941 
as the basis of his appraisal. Interest 
rates vary from 4 to 444%, and the 
repayment term may be made as-long 
as 40 years. There are a few formali- 
ties to go through, and the borrower 


may be included under the allowance 
for rehabilitation. 


Disaster Loans 


Emergency credit is available 
through the Farmers Home offices in 
regions declared by the government 
to be disaster areas. To date $75 mil. 
lion has been set aside for relief of 


disaster areas through loans to re- 


store productivity of the land. Under 
this plan terms are liberal, but loans 
are restricted in size. Farmers in 
disaster areas would do well to in- 
vestigate this plan. 


Livestock Loans 


The Farmers Home offices through- 
out the country also have funds 
available for livestock raisers who 
are not able to obtain credit through 





Deep-well irrigation on high prairie above Platte river valley, 
Nebraska. Engine (left) operates well pump; trailer-mounted 
engine supplies sprinkler pressure. 





views the papers for accuracy can ap- 
prove the loan if it is for less than 
$5000. If between $5000 and $10,000, 
the papers must be sent to the state 
director. If he approves, the neces- 
sary arrangements are made for com- 
pletion of the transaction at the local 
Farmers Home office. The security 
on these direct loans is generally a 
chattel mortgage on the equipment, 
and the best available mortgage on 
the land. 

The Farmers Home Administra- 
tion is very desirous of making these 
irrigation loans up to the limit of the 
available funds, and this provides the 
lowest cost money available today 
for irrigation improvements. 

Besides the direct and insured loans 
provided under Public Law No. 597, 
there are a number of other sources 
of loans for irrigation systems and 
other major improvements, particu- 
larly in the case of large farming op- 
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must buy shares in the local associa- 
tion to the extent of one $5 share for 
each $100 borrowed. Processing of 
the loan applications is rapid, and the 
money can generally be obtained 
within 30 days if no difficulty with 
title develops. 


Farm Ownership Loans 
In addition to the water facility 


loans previously discussed, the Farm: 


ers Home Administration also makes 
loans under a “Farm Ownership” 
classification. These apply to the en- 
tire farm, but may include money 
for land development and irrigation. 
These loans carry 4% interest and 
may extend over a 40-year period. 
They are available in all ‘states. 
Farmers Home has made more than 
13,000 loans of this type, totalling 
more than $100 million. First mort- 
gage is required. The loan ratio may 
be quite high, and irrigation systems 


a 


regular channels. Loans may be 
made at 5% and for a three-year per- 
iod, and the money may be used for 
any purpose needed for the produc- 
tion of livestock, including installa- 
tion of an irrigation system. 


Production Credit 


The Production Credit Associa- 
tion’s basic function is short-term 
credit. It functions much like a bank, 
advancing money on chattel mort- 
gages for the purchase of production 
equipment, which may be interpreted 
to include irrigation equipment. Re- 
payment is generally called for in one 
crop year, but interest rates are fa- 
vorable—4 to 5%. It generally takes 
from one to two weeks to process the 
original application. After the bor- 
rower’s credit is established, subse- 
quent loans may be made in a matter 
of minutes. The borrower must pur- 
chase stock in the association to the 
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extent of 5% of the loan. This pays 
dividends, and the farmer may re- 
tain it after paying the original loan 
as a means of facilitating later bor- 
rowings. 


REA Loans 


The REA electrical coops are using 
their low-interest funds to promote 
their irrigation pumping loads in 
many parts of the South. Such loans 
are generally made at from 3 to 4% 
interest, and must be repaid within 
a period of three to five years. Secur- 
ity is a chattel mortgage on the irri- 
gation equipment. The deal is directly 
parallel to the financing of electrical 
appliances. We mention this so LPG 
dealers will know that there is no 
area of their operating sphere in 
which the REA has not put itself in 
a favorable position to develop new 
power markets. 


Time-Payment 


Most irrigation equipment dealers 
are in a position to handle time-pay- 
ment sales of sprinkler systems and 
related equipment, just as they have 
always financed the farmers’ pur- 
chases of tractors and farm imple- 
ments. & 

The normal arrangement on sprin- 
kler systems requires from a quarter 
to a third down payment, and the bal- 
ance spread over from two to three 
crop years. Security is a chattel mort- 
gage. A.few farm equipment dealers 
hold these accounts as an investment, 
but the majority make arrangements 
to sell their contracts to the local 
banker, who requires from 6 to 8% 
interest, with full recourse on the 
dealer in case the farmer defaults on 
payment. These are short-term loans 
at a high interest rate. The compen- 
sating feature is that they are gen- 
erally easily and quickly obtainable. 


Local Banker 


Loans similar to the above, and 
with the same desirable and undesir- 
able characteristics, may frequently 
be obtained directly from the local 
banker. Banks are required by law to 
protect all loans with sufficient col- 
lateral to insure quick recovery on 
ihe funds in case of default of the 
borrower. The banker will generally 
vequire a chattel mortgage backed 
by a note that has been co-signed 
either by the equipment dealer or 
some other person of adequate finan- 
cial standing. The interest rate is gen- 
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A drainage ditch on a Mississippi plantation also serves as a canal to carry water to 
the portable sprinkler irrigation system. 





erally a little lower than under the 
dealer-financing plan, otherwise there 
is great similarity. 


Insurance Company Loans 


Major insurance companies make 
farm loans which may be used for the 
purchase and installation of irriga- 
tion systems. They are not interested 
in small units, the general minimum 
being $5000. Some of the major com- 


’ panies have loaned sums running 


above $1 million to individual farm- 
ers. They lend only on first mortgages 
on the property, and the borrower 
may do whatever he wishes with the 
money. 

Insurance loans are relatively sim- 
ple to obtain, but there can be no ele- 
ment of speculation in the deal. The 
security must be adequate, and if an 
irrigation system is to be purchased, 
there must be complete assurance 


‘that there is an adequate supply of 


water. 


Applications for loans should be 
made with the local mortgage loan 
office of the insurance company. 
These may generally be found in the 
classified section of the telephone 
book, or-the local real estate brokers 
or escrow Offices will be able to pro- 
vide the address. Unless the title 
search develops problems, insurance 
loans may generally be arranged in 
four weeks or less. Insurance loans 
are generally made for from 10 to 20 
years, with interest rates currently 
from 5 to 6%. This is one of the best 
available sources for large loans. 


“Rain For Rent” 


In California there are a substan- 
tial number of companies in the busi- 
ness of renting sprinkler irrigation 
systems. The rental agreements gen- 
erally include an agreement whereby 
a portion of the rental will apply to- 


ward the purchase of the system in 
case the user cares to buy. 


The rental plan is really more ex- 
pensive for the user, if he is able to 
purchase under any of the financing 
plans mentioned above, but it does 
enable the farmer to install an irri- 
gation system without preliminary 
investment. 

Usually the rental-purchase setup 
is available only in regions having a 
long growing season, but we have re- 
ports that such a program was re- 
cently inaugurated in Colorado, 
where the crop season seldom ex- 
ceeds five months. The rental pro- 
gram offers equipment dealers the 
opportunity to secure a better return 
on repossessed or traded-in systems 
than would be possible through di- 
rect sale. 

With all these sources of credit 
available, most farmers will have lit- 
tle difficulty in securing loans for fin- 
ancing the purchase of sprinkler ir- 
rigation systems and developing the 
water for their land. A great deal of 
time and lost motion may be saved 
by going directly to the source which 
is the most logical lender for the par- 
ticular farmer in question. 

If his credit is established and he 
needs to make a large loan he should 
try the insurance companies, Federal 
Land Bank, or local banker. With av- 
erage credit and needing a loan of 
moderate size, the local equipment 
dealer or banker is the probable 
choice. 

With property already encumbered 
and regular credit extended to the 
limit, there is still the Farmers Home 
Administration to fall back on, and 
the purpose of these funds is to en- 
able the farmer now operating mar- 
ginally to pull himself up to a more 
profitable level. 
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A CUSTOMER can now buy an 
irrigation system just as he buys a 
tractor or a set of farming imple- 
ments. In either case the system is 
engineered to fit his particular farm- 
ing operation. 

An irrigation system can come com- 
plete with the necessary pumps and 
power plants of the proper sizes, or 
the farmer can supply the latter if 
he has units on hand that develop 
sufficient power. Many farmers uti- 
lize their farm tractors to drive one 
or both of the pumps needed in the 
sprinkler irrigation system. Where 
the lift is moderate, as in pumping 
from a river or pond or in drawing 
water from the sprinkler line out of 
the distributing ditch, a centrifugal- 
type pump mounted on a bracket on 
the front of the tractor frame and 
driven from the tractor engine pulley 
does a very good job. 

If the farmer does not have suitable 
engines available or wishes to pro- 
vide special power plants for the ir- 
rigation system so that his tractors 
may be used on other work, the irri- 
gation supply firm can provide mo- 
tive power units to operate on any 
available form of energy — propane, 
gasoline, diesel, or electricity. The 
customer must make up his mind 
which type of energy he will use be- 
fore he places the order for the irri- 
gation system, and if the LPG dealer 
does not place his bid soon enough, 
it is quite likely that the electrical 
people will make up the customer’s 
mind for him. 

As noted in the opening article of 
this series, the electrical people are 
working hard at their job of promot- 
ing the irrigation pumping load. In 
this activity they are getting a great 
deal of help—some of it open and 
some under cover—from various gov- 
ernment departments. It is up to the 
LPG dealer to see that the local con- 
tact people of the agricultural serv- 
ices are familiar with the advantages 
and are favorable toward the use of 
propane as a source of irrigation 
power. It is almost as important for 
the dealer to sell them on the merits 
of the product as it is to make the 
actual sales direct to customers. 

In arriving at his choice of motive 
power for the pumps, the customer 
must consider many angles. The elec- 
tric salesmen talk a great deal about 
the low investment cost, long life, and 
low power cost in connection with 
electric pumping. They will probably 


An LPG Engine Is the Mainstay 
Of a Dependable Irrigation System 


An internal combustion engine solves many of the farmer's 
irrigation problems. He does not have the extra expense in- 
volved in bringing an electric power line to the pump, his 
motor is portable, he has the essential speed control needed 
for efficient irrigation, his system is completely independent 
from his neighbors’, and he is not plagued with low voltage, 
when his neighbors are irrigating, or interruptions in service. 


show the customer something similar 
to Table 1. 


Let us consider some related facts. 
Electric motors operate from power 
lines and the power line must be 
brought to the pump. Generally this 
is extra investment for the farmer, 
but if the power company carries the 
investment it always finds a way to 
get its money back. The electric mo- 
tors cannot be moved around a field 
as the sprinkler lines are moved, as 
can be done with an internal com- 
bustion engine. With an electric pump 
in a fixed location to operate the 
sprinkler lines it is necessary to in- 
stall a main water line the length of 
the field with valves or outlets where 
needed to connect with the movable 
sprinkler lines. The cost of this high- 
pressure main line is necessary when 
electricity is used. With a portable en- 
gine the water can be run in an open 
ditch and the engine moved along 
the ditch as the sprinkler lines are 
carried from place to place across the 
field. 


Unless very expensive switch gear 
equipment is purchased, there is no 
speed control on an electric-powered 
pump. The irrigation system should 
have speed control at every source of 
power. If the water level goes down 
at the source, the drive speed of the 
pump will need to be changed to sup- 
ply exactly the right amount of water 
in the distributing system. The sprin- 
kler heads must receive water at the 
proper pressure in order to get the 
correct spray drop size and to reach 
the prescribed territory. If the pres- 
sure is too great, the drop size is too 
small and the water in the air drifts 
with the wind, resulting in irregular 
coverage in the field. If the pressure 
is too low, the drop size is too large 
and the ordinary result is needless 
packing of the soil which requires 


subsequent heavy cultivation to bring 
the soil back to proper tilth. 

In irrigating irregular-shaped fields 
where the sprinkler laterals are dif- 
ferent lengths at different settings 
and operate different numbers of 
sprinklers, it is absolutely imperative 
that the engine speed be regulated to 
provide only the right amount of wa- 
ter at the correct pressure. This is 
very simple with the internal com- 
bustion engine, but is complicated 
and expensive with the electric mo- 
tor. : 

Low voltage becomes a serious 
problem on long transmission lines. 
In certain areas where the pump is 
located in a position remote from the 
power plant along a line to which a 
number of other irrigation pumps are 
also connected, this can be a very se- 
rious problem. When one person 
wants to irrigate, usually everyone 
else in the area wants to irrigate. If 
everyone tries to operate pumps at 
the same time the voltage may drop 
so low that all will have trouble with 
circuit breakers throwing out, over- 
load relays cutting out, motors over- 
heating and all the other problems 
that result from low-line voltage. 

Interruptions of electric service can 
be serious. When electric power is 
used there is no emergency source of 
energy to fall back on in case of line 
failures. When the line is dead the 
motors are dead. When an internal 
combustion engine of any sort is used 
there is an adequate supply of fuel 
at the location to operate as long as 
the pump will be needed. If there is 
an unexpected breakdown of the en- 
gine it is almost always possible to 
bring a tractor in and supply a sub- 
stitute power plant by operating the 
pump from the belt of the tractor. 

The farmer will also want to con- 
sider the cost of fuel or energy for 
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Table 1— Irrigation Pumping Cost 

































































































































































Cost 10 hp hours. 20 hp hours 40 hp hours 60 hp hours 100 hp hours 
per operation operation operation operation operation 
kw/hr per month per month per month per month per month 
[ 200 | 400 [700 | 200] %00 [700 | 200] 00 | 700 | 200 | boo |.700 |} 200 | hoo | 700 
0 866.10 $6132.80 [$232 .110]}$2 32 . 80 [$256 . 80 [$151 80 ]$265 .60 [¥531.20/$929.60 $398.10 [$796.80 |$1 39h. L0]1$66h..00 |$1328.00]$2 32h .00 
305 | 58.10} 116.20} 203.35]| 116.20] 232.40} 406.70} 232.40] 46.80) 813.40} 348.60) 697.20 1220.10] 581.00] 1162.00] 2033.50 
320 | 9.80] 99.60] 174.30]/ 99.60] 199.20} 348.60] 199.20} 398.0] 697.20]| 298.80] 597.60 105 «80 498.00} 996.00] 1743.00 
2.75} 45.65] 91.30] 159.78] 91.30] 182.60] 319.56] 162.00) 365.20] 639.10] 273.90) 547.80 958.65] 456.50] 913.00] 1597.80 
2.5 | 11.50] 83.00] 115.25] 83.00] 166.00] 290.50] 166.00] 332.00] 561.00] 249.00] 498.00] 871.50} 125.00] 830.00] 152.50 
204 | 39286] 79.72] 139.51] 79.72] 159.4} 279.02] 159.4} 318.88} 558.0] 239.16] 78.32 837.06] 398.60] 797.20] 1395.10 
203 | 38.18} 76.36] 133.63] 76.36} 152.72] 267.26] 152.72} 305.uh) 534.32] 229.08) 458.16} 801.78|) 381.80} 763.60) 1336.30 
202 | 36.52] 73.04] 127.82] 73.0] 16.08] 255.6h] 16.08] 296.16] 511.28} 219.12] 38.2] 766.92] 365.20] 730.40) 1278.20 
2.1 | 34.86] 69.72] 122.01], 69.72] 139.lh| 2h.02] 139.bh | 278.88) 488.04} 209.16] 418.32] 732.06]} 348.60] 697.20] 1220.10 
2.0 | 33-20] 66.40] 116.20] 66.0} 132.80] 232.10] 132.80] 265.60] 6h.80]] 199.20] 398.40} 697.20}] 332.00} 664.00] 1162.00 
1.9 | 31.5h] 63.08] 110.39] 63.08] 126.16] 220.78] 126.16] 252.32] 4h2.56]} 189.2] 378.48] 662.3h)) 315.40] 630.80] 1103.90 
1.8 | 29.88] 59.76] 10.58] 59.76] 119.52] 209.16] 119.52] 239.04} 18.32]} 179.28] 358.56) 627.48}} 298.80] 597.60] 1045.8 
1.7 | 28.22] 56.44] 93-77]) 56.uh), 112.88] 197.5] 112.88] 225.76] 395.08]] 169.32] 338.64] 572.62]) 282.20) 564.0] 987.70 
1.6 | 26.56] 53.12] 92.96) 53.12] 106.2] 185.92] 106.2] 212.8] 371.8h}} 159.36) 318.72] 557.76l] 265.60] 531.20] 929.60 
1.5 | 24.90] 9.80} 87.25]) 19.80} 99.60] 174.30] 99.60] 199.60] 3h8.60]] 149.40] 298.80] 522.90] 29.00} 98.00] 871.15 
1h | 23-2h| 16.48] 82.34] 16.48] 92.96] 162.68] 92.96] 185.92] 325.36]] 139.bh] 278.88] LoSeobl] 232.0] 6ke80] 8136L0 
1.3 ] 21.58] 43.16] 75-53] 3.16} 86.32] 151.06] 86.32] 172.64] 302.12]] 129.48] 258.96] 53.16] 215.80} 431.60] 755.30 
1.2 [19.92] 39-84] 69-72] 39.8] 79.68] 139bhj} 79-58) 159.36] 278.88} 119.52] 239.0] 118.32]] 199.20] 398.40} 697.20 
1.1 | 18.26] 36.52] 63.91) 36.52] 73.0h] 127.82] 73-0] 116.08] 255.6h|] 109.56] 219.12] 383.h6]| 182.80] 365.20] 639.10 
1.0 ] 16.60] 33.20] 58.10] 33.20] 66.40] 116.20] 66.0) 132,80] 232.h0]] 99.60] 199.20] 3)8.60]] 166.00] 332.00] 581.00 
Cost 10 hp hours 20 hp hours 40 hp hours 60 hp hours 100 hp hours 
per operation operation operation operation operation 
gal. per month per month per month per month per month 
200 | hoo} 700]/ 200] boo] 700 |} 200 | shoo | 700 200 | 100 | 700 | 200] hoo | 700 
12.0 }$2h.00 [£48.00]$8h.00]f18.00 | $96.00 |$268. 00]1$96 ..00 |$192 .CO] 2336. 00}hr1i!;.00] $288.00] $50; .00 $20.00 [$60.00] $80.00 
11.5 |] 23.00 | 46.00} 80.50]] 16.00 92.00] 162.00] 92.00] 184.00] 322.00]] 138.00] 276.00] 83.00] 230.00] h60.00] 805.00 
11.0 |] 22.00] h).00] 77.00} 4.00} 88.00} 154.00] 88.00] 176.00] 308.00] 132.00] 264.00] 462.00} 220.00] 40.00] 770.00 
10.5 |] 21.00] 12.00} 73.50]] 42.00] 8.00] 117.00}] 84.00} 168.00] 29h,00]] 126.00] 252.00] l1.00} 210.00] 420.00] 735.00 
10.0..|| 20.00 |:0.00] 70.00] 40.00] 80.00] 110.00]] 80.00] 160.00] 280.00]] 120.00] 20.00} 120.00] 270.00] 400.00] 700.00 
965 1] 19.00] 38.CO} 66.50}) 38.00] 76.00} 13300}} 76.00] 152.00] 266.00}} 11).00] 228.00] 399.00} 190.00] 380.00] 665.00 
920 1] 18.00 | 36.00] 63.00}] 36.00] 72.00] 126.00} 72.00] 1h).00}] 252.00]] 108.00] 216.00] 378.00] 180.00] 360.00] 630.00 
8.5 |] 17.00 | 3.00] 59.50]] 34.00] 52.00] 119.00} 58.00} 136.00] 238.00]] 102.00] 204.00] 357.00 170.00] 30.00] 595.00 
8.0 |] 16.00} 32.00} 56.00]f 32.00} 6.00] 112.00]] 61:00] 128.00] 22.00] 96.00] 192.00] 336.00] 160.00] 320.00] 560.00]. 
725 |} 15200} 30.00] 52.50}] 30.00} 60.00] 105.00}] 60.00] 120.00] 210.00] 90.00] 180.00] 315.00]4150.00] 300.00] 525.00 
720 }] 11.00 | 28.00} 19.00}] 28.00} 55.00] 98.00] 56.00] 112.00] 196.00] 8.00} 168.00] 294.00} 110.00] 280.00] 90.00 
6.5 |] 13.00 | 26.00] 45.50]] 26.00] 52.00] 91.00} 52.00] 10).00] 182.00}] 78.00] 156.00] 273.00] 130.00] 260.00] 455.00 
6.9 1 12.00 | 2.00] L2.00}} 24600} 48.00] 8.00] 48.96} 96.00] 168,00]] 72.00} 14.00] 252.00] 120.00] 240.00] 420.00 





















































Courtesy Arrow Gas Corp. 


Table 1 compares the monthly fuel bill for the same irrigation pumping load using electricity and L. P. gas, respectively. These figures would show 
an even greater saving from the use of L. P. gas if consideration were given to the fact that an engine drive can have the speed adjusted for the actual 
water level in the well. This gives a much better pump efficiency than when the speed is not adjustable, as is the case with an electric drive. These cal- 
culations are based on 90% electric motor efficiency and 27% L. P. gas engine efficiency. An electric motor uses 8.3 kw/hr per hour of operation for 


cach 10 hp; an LPG engine uses 1 gal. of 
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fuel per hour for each 10 hp. 


Seattle Public Library 
apR 8 1955 
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The farmer should provide the source of power for ir- 
rigation which gives the most complete insurance pos- 
sible. An LPG powered engine, which is not prey to 
combustion chamber deposits or ring sticking, and 
which will run much longer before it needs an over- 
haul, will be on the job when its gasoline-type or 
diesel counterpart may be stopped for some repairs. 


pumping, and here is where the elec- 
trical boys generally slip an extra 
joker into the deck. Most electric 
companies include in their power 
contract what is known as a “demand 
charge,” which guarantees the com- 
pany a certain minimum return per 
connected horsepower per year. This 
generally ranges for $6 to $10 per 
connected horsepower. This means 
that the farmer pumping with elec- 
tricity is going to pay from $600 to 
$1000 per year for his electric power, 
whether or not he uses that amount. 
Of course, if his power requirement 
is over the minimum he pays on the 
straight..kilowatt hour. basis, which 
is what the electric salesmen talk 
about. 

During seasons of plentiful rain 
there is very little likelihood that an 
irrigation farmer will ever consume 
the minimum amount of power. With 
the internal combustion. engine he 
has no standby costs other than in- 
terest on his investment. 

Irrigation pumps in deep wells will 
reach an efficiency of 80% or more if 
the number of stages and the rpm 
are properly matched to the actual 
pumping lift. If the water level 
changes either throughout the year 
or over a two- or three-year period, 
there is a serious loss of pumping ef- 
fiency unless the speed is adjusted to 
match the actual lift or unless the 
pump is removed and the number or 
design of the pump bowls is changed. 
In many areas this flexibility of speed 
with an internal combustion engine 
can reduce pumping cost from 20% 
to 40% over what a theoretical analy- 
sis, based on the assumption that con- 
ditions will remain uniform, would 
show. 

Now let us consider some of the 
facts about the various types of in- 
ternal combustion engiries which can 
be used to operate the customer’s 
pump. The gasoline-type engine, op- 
erating either on gasoline or kero. 
sene-distillate, can be installed for 
the lowest investment of any type of 
internal combustion engine. The pro- 
pane engine is basically a gasoline. 
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type engine with certain modifica- 
tions and with the fuel system and 
storage tank added. This increases 
the investment for an engine of equiv- 
alent horsepower but is more than 
offset by the longer life of the pro- 
pane engine. It is customary to de- 
preciate these engines over a period 
of from 50% to 100% longer than for 
gasoline engines. 

The investment cost for diesel-pow- 
ered engines is generally about 60% 
higher than for gasoline engines, and 
the useful life is generally considered 
to be about the same as that of the 
propane engine; consequently the de- 
preciated cost of the diesel engine is 
the highest of the group. 

The use of gasoline in irrigation- 
pumping engines has led to certain 
difficulties which are either absent or 
of minor consequence in tractors and 
highway vehicles. Pumping is a con- 
stant-speed, constant-duty operation 
and, under these conditions certain 
portions of the engine develop criti- 
cal temperatures which, when main- 
tained over long periods, lead to en- 
gine deposits which give a great deal 
of trouble. 

Two of these troubles are of par- 
ticular importance in irrigation pump- 
ing. There is a much greater ten- 
dency for rings to stick in constant- 
duty gasoline engines than in those 
which are operated at variable speeds. 
Combustion-chamber deposits are 
also much heavier in constant-duty 
engines, with a much heavier build- 
up of lead deposits on valves and on 
spark plugs. This is particularly se- 


rious, of course, where pumping is a’ 


long-season operation. It is serious 
business to have to re-work the 
valves of an engine in the middle of 
a dry period when crops need water. 
L. P. gas does not produce these com- 
bustion-chamber deposits;-and ring 
sticking on this fuel is extremely rare. 

And finally we come to engine lu- 
brication costs. In operating pumping 
engines on gasoline it is advisable to 
change oil at from 40 to 60 hours. 
Ring sticking is very common in en- 
gines in which the attempt is made 


to operate the crankcase oil on a 
longer drainage period schedule. 
Many of the western operators are 
using a 1000-hour drainage schedule 
on their L. P. gas pumping engines. 

The period between engine over- 
hauls is also greatly prolonged 
through the use of L. P. gas. The gen- 
eral experience in the West has been 
that the LPG engine will operate 
from two to three times as long be- 
tween major overhauls as its gaso- 
line counterpart, and when the over- 
haul becomes necessary there are 
fewer parts to be replaced, so the 
parts bill in connection with the over- 
haul is less. 

Diesel engines likewise require 
more frequent oil changes than pro- 
pane engines, and their crank cases 
are a great deal larger; consequently, 
each oil change requires from several 
quarts to 2 or 3 gal. more oil: The 
maintenance cost of the diesel engine 
is also considerably higher than that 
of the L. P. gas engine. 


From the above it will be apparent 
that the advantages of L. P. gas over, 
competitive fuels are greater in con- 
nection with irrigation pumping than 
in most other forms of engine opera- 
tion. In this service the margin of 
savings will be a little greater and 
consequently will offset a lower fuel 
differential than would be necessary 
to show profit on the conversion of 
other types of farm engines. But the 
most important consideration is that 
LPG operation gives the farmer the 
highest possible assurance that his 
power plant will be in working order 
whenever he needs to put water on 
his crops. The chief value of an irri- 
gation system is that it insures full 
crop production regardless of the 
weather. On this basis the farmer 
should go all the way and provide 
the source of power for irrigation 
which gives the most complete insur- 
ance that it is possible to obtain— 
L. P. gas. 

L. P. gas dealers who wish to cash 
in on the expanding market for fuel 
for irrigation pumping should begin 
now to prepare themselves for active 
solicitation of the business. They 
should: take the earliest-possible.-op- 
portunity to get in touch with the 
irrigation equipment supply firms 
in their localities or pay a visit to 
the irrigation equipment distributor 
working in their territory. This is for 
the purpose of acquiring a working 
and methods used in irrigation. @ 
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KEN staff report 


Overall view of Joe ‘Thompson’s..mining........ 


and extraction operation east of Bend, 
Ore. Hopper (top) receives crude ore 
from mine. Rock crusher reduces lumps 
of ore before they are dropped into sec- 
ond hopper. An endless chain feeds 
crushed oré into sloping, LPG-fired re- 
tort. Slag from retort drops into narrow- 
gauge railroad car (bottom). Vaporized 
mercury is carried to condenser through 
header leaving retort (left). 


“Downhill” Operation Moves 
Uphill With L.P. gas 


By Harold C. Hood 
Field Editor 


ie has played a large part in pull- 
ing the mercury extraction plant 
owned by Joseph Thompson out of 
red and making a paying proposition 
of it. Mr. Thompson likes to refer to 
his mine and processing plant, lo- 
cated in the high desert country east 
of Bend, Ore., as a “downhill” opera- 
tion, but this expression refers only 
to the physical layout of mine and 
plant. 

Cinnabar, the ore from which 
quicksilver is recovered, is mined 
from an open pit at the top of a high 
ridge. It is trucked halfway down the 
hillside to a crude ore hopper, from 
which it is fed into a rock crusher 
situated at the upper end.of the slop- 
ing, propane-fired retort. Here the 
“pay-dirt” is separated from the slag. 
At the bottom of the hill a narrow 
gauge railroad car collects the slag re- 
sulting from the retort process and 
hauls it downhill to a rapidly growing 
pile some distance away. Hence, the 
name “downhill” operation. 

From a profit standpoint, however, 
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Mr. Thompson’s operation is defi- 
nitely uphill. From the time oil was 


* replaced by propane as the fuel for 


heating the retort, in September of 
1954, output of the mine has steadily 
increased, and present indications 
point to a profitable operation which, 
in the near future, will be working 
around the clock seven days per 
week and producing between one and 
one and a-half flasks of mercury per 
day. A flask contains about 65 Ib of 
mercury, and the present high gov- 
ernment-guaranteed price of $330 per 
flask makes cinnabar mining a profit- 
able undertaking, providirig the ope- 
rator has the know-how and the 
equipment to separate the elusive 
metal frem its ore. 


Shrewd Judgment 


Joe Thompson has plenty of the 
know-how. He has spent most of his 
life mining silver, copper, lead, zinc, 
and tungsten all over the western 
United States and parts of Canada, 





and has developed shrewd judgment 
in matters pertaining to the recovery 
of marketable minerals from crude 
ore. 

Cinnabar is a volcanic material re- 
sembling pink lava. Centuries ago, 
gas seeping through fissures in the 
earth’s surface carried vaporized 
quicksilver which condensed upon 
coming in contact with the cold ex- 
terior layers of rock. Certain of these 
rocks reacted with the mercury and 
cinnabar was formed. A compara- 
tively soft rock, it is easily loosened 
from its natural deposits by light 
blasting. 

In Mr. Thompson’s LPG-fired re- 
tort the crushed cinnabar is heated to 
approximately 1200° F. It is impor- 
tant that this temperature be main- 
tained with only slight fluctuation, 
and the dependable modulating-con- 
trol Mutual liquid propane burner 
mounted in the uphill end of the re- 
tort has done an excellent job of pro- 
viding the correct, steady tempera- 
ture for the operation. 
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From Cinnabar to Mercury With the Help of LPG 


SRS ues, 


aS dix ra 


A lead of cinnabar, the source of quicksilver, from the mine Rock crusher reduces ore to 34-in. aggregate. Norman Cole- 
at the top of the ridge is dumped into the upper hopper. man of Oregon Hydro-Gas Co. inspects engine which drives 
From here it goes to the rock crusher directly below. the crusher and which is to be converted to propane soon. 


From crusher ore goes to retort by means of an automatic Condenser consists of nine 10-in. pipes. Pans for collecting 
feed arrangement. Here temperature of 1200° F is main- mercury are located in a trough of water at bottom. Cool- 
tained with an LPG burner to vaporize mercury. ing water is piped through tubes at top of condenser pipes. 
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Joe Thompson shows Mr. Coleman mercury in collecting pan. At the lower end of the ‘‘downhill’’ operation is a narrow- 
Water in trough forms a water seal, causing vapor to con- gauge railroad car which removes slag from the retort. At 
tinue through condenser while condensed mercury drops out. left is header which pipes mercury vapor to the condenser. 
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Rated fuel consumption of the bur- 
ner is 45 gal. per hour when operating 
at top capacity of 3.5 million Btu per 
hour. At the present rate of process- 
ing 15 tons of cinnabar per day only 
two-thirds of the burner’s peak out- 
put is being utilized. Future plans, 
involving improvement in the con- 
densing arrangement, call for in- 
creased tonnage of ore processed and 
consequently higher propane con- 
sumption. 


Condensing a Problem 


To date, condensing the vaporized 
mercury after it leaves the lower end 
of the slowly revolving retort has 
constituted the most critical problem 
of the entire operation. Nine vertical 
steel tubes, 10 in. in diameter, are con- 
nected together in series and make 
up the condenser. Tubes No. 1 and 
2 are joined at the top, tubes No. 2 
and 3 are connected by a pipe ap- 
proximately a foot above their bases, 
No. 3 and 4 at the top, and so on. All 
tubes are open at the bottom and the 
lower 6 in. are immersed in a trough 
of water that forms a water seal. By 
this arrangement, vapor continues to 
travel through the condenser, and 
condensed mercury drops through 
the water into collecting pans under 
the tubes. Droplets of mercury which 
cling to the surface of the tubes are 
recovered at periodical “wash. 
downs,” when water is run through 
the condenser in reverse direction. 

Rate of condensation is controlled 
by the intensity of a water stream 
playing on the outer surface of the 
pipes. This is varied according to the 
tonnage of ore being run, the rich- 
ness of the ore, and the outside tem- 
perature. Strange as it may seem, if 
condensation proceeds too rapidly the 
percentage of recovery is reduced, 
and, of course, if cooling of the con- 
densing surfaces is not sufficient, val- 
uable mercury escapes in the vapor 
state through the exhaust pipe. 

Originally, Mr. Thompson’s opera- 
tion depended upon oil as fuel for the 
retort. The inner surface of the con- 
denser tubes collected oily soot from 
the combustion chamber as well as 
droplets of quicksilver with the re- 
sult that when the collecting pans 
were removed from the bottoms of 
the tubes, a sooty mixture of oil and 
mereury was obtained. The two were 
so completely interspersed that sepa- 
rating them was virtually an impos- 
sible task. 
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Norman Coleman inspects the two 500- 
gal. propane tanks which supply fuel for 
the cinnabar mining and extraction oper- 
ation. These tanks are soon to be re- 
placed with two of 1000-gal. size. 





Other plants in the past, running 
into the same difficulty, have had to 
run the mixture through a second 
complete distilling process to obtain 
saleable mercury. Mr. Thompson’s 
cinnabar is plentiful and of very con- 
sistent yield per ton, but it is too low 
a grade of ore to warrant a second 
distillation and still support a profit- 
able operation. To paraphrase Joe 
Thompson, he was in “somewhat of a 
bind” when propane entered the pic- 
ture and brightened it considerably. 

Oregon Hydro-Gas Co. of Bend, 
pioneer bulk delivery dealers in the 
state of Oregon, worked with Mr. 
Thompson in selecting and installing 
the Mutual burner unit. Two 500-gal. 
tanks were set up on the hillside near 
the retort and provisions were made 
for regular delivery from Bend by 


‘tank truck. 


No More Soot 


The first noticeable result after the 
switch to propane was the elimina. 
tion of the soot that had previously 
filled the collecting pans and held the 
mercury in a fine suspension. It was 
observed that during the first few 
hours of using LPG considerable 
scale was dropping out of the con- 
denser tubes, but this ceased after 
the inner surfaces of the tubes were 
once clean. A small amount of light 
brown powder, analyzed as mercuric 
oxide, gathered in the pans, but it 
was discovered that this disappeared 
quickly when a low heat was applied 
in a finishing tray. 

Also noticed was the fact that more 
tonnage could be processed per Btu 
of fuel input, and this was explained 
by the fact that less combustion air 
was required for propane than for oil, 





LPG burner mounted in upper end of re- 
tort heats crushed ore to 1200° F. Tem- 
perature is easily controlled and products 
of combustion no longer foul the surface 
of condenser pipes. 





Oregon Hydro-Gas’ propane storage in 
Bend, Ore. Storage capacity is 57,000 
gal. Oregon Hydro, the oldest bulk dealer 
in Oregon, supplies Mr. Thompson’s cin- 
nabar operation. 





and consequently, the amount of 
needlessly heated air and atmos- 
pheric moisture was reduced. Mr. 
Thompson had to revise some of his 
rule-of-thumb calculations in deter- 
mining the amount of condenser wa- 
ter needed to compensate for this un- 
expected economy, but was happy to 
do so. The condenser had been the 
limiting factor controlling the ton- 
nage that could be run, and its capac- 
ity was appreciably increased now 
with the elimination of the excess air. 

Another decided advantage real- 
ized was in the control of the critical 
1200° temperature in the retort. Pro- 
pane, it was soon observed, main- 
tained a very steady temperature, 
and responded quickly to the slight- 
est adjustment made on the manual 
controls. Once the firebrick lining of 
the retort was heated to operating 
temperature, very little attention to 
the burner was necessary. 

So sold on propane is Mr. Thomp- 
son that he is contemplating convert- 
ing several other phases of his oper- 
ation to its use. The six-cylinder Con- 
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Helicopter which delivers propane to Rico Copper on Mt. Foley. Taking off from 
the shore of lake 2000 ft above sea level, ‘copter climbs 4300 ft to reach mine. 








F cna is delivered by heli- 
copter to Rico Copper’s mine, 6300 
ft up the slope at Mt. Foley, just 
north of the Canadian-U. S. bor- 
der. 

From Bibby Bros. in Chilliwack, 
B. C., eight miles down a logging 
road, the propane, which is used 
for lighting the mine shafts, is 
trucked to the shores of Waleach 
lake, directly below the mine. 
Here cylinders are loaded on the 
helicopter, which takes them from 
a level spot on the lakeshore to the 
mine. The lake is 2000 ft above sea 
level, so the helicopter has a 4300 
ft climb to the mine. 

On the receiving end of Rico 
Copper the superintendent of the 
mine packs the snow where the 
helicopter will land. This way sev- 
eral hundred pounds of freight can 
be taken to the mine at one time. 

The copper deposit was discov- 
ered in 1915 by four prospectors 
from the village of Hope in British 
Columbia, who were climbing a 
steep ridge just north of the Cana- 
dian-U. S. border. They intended 
to hunt mountain goats on the 
bare ledges above but forgot their 
intentions when they spotted a 
“float,” a piece of ore-bearing rock, 
that had rolled down from above. 

Eventually the float was traced 
to an outcrop on Mt. Foley. On an 
inaccessible ledge, with Mt. Baker 
50 miles to the south and the Pa- 
cific ocean barely visible 75 miles 
to the west, was a rich body of 
copper ore. 

The claim has changed hands 





Rico Copper Mine Receives 
Propane by Helicopter 





Circle shows location of Rico Copper’s 
mine. Dark streak within circle is mine 
tipple; dark spot beside it is entrance 
to tunnel leading to miners’ cabin. 





several times since its discovery, 
with various interests taking in 
supplies by pack train, a two-day 
journey from the end of a logging 
road. A few years ago Okanagan 
helicopters began flying supplies 
to the mine, which is now owned 
by Rico Copper of Vancouver, 
B. C. 

At present the miners at Rico 
Copper are driving a shaft which 
will join the mine to the lake shore 
below. A cable will run down the 
shaft, putting the mine only a few 
minutes from the highway by 
cable car and truck. This will help 
solve the problem of taking sup- 
plies up to the mine—the helicop- 
ter is sometimes delayed by bad 
weather—and ease life for the 
miners, who are at present iso- 
lated on the snowy ledge during 
three-month tours of duty. 
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tinental engine which powers the 
rock crusher will soon be running on 
LPG. It is anticipated that the initial 
cost of the conversion will be quickly 
offset by increased operating econ- 
omy and reduced maintenance. This 
latter factor is particularly important 
because in Joe Thompson’s mine the 
entire operation comes to a standstill 
when any one piece of equipment has 
to be torn down for repairs. 
Occasionally, a rock tougher than 
cinnabar finds its way into the crush- 
er and the engine is stalled. The 
greater lugging power and increased 
horsepower which will be realized 
with LPG is expected to do away 
with interruptions caused by restart- 
ing the engine and waiting for the 
heavy flywheels to come up to speed. 
Considerable thought has been 
given to replacing the one-lunger 
diesel engine which drives the-elec- 
tric plant with a propane installation 
so that all machinery on the site may 
be refueled from the single source. 


Plans are also being made for the 
installation of hot water heating and 
cooking appliances using LPG in the 
Thompsons’ house located near the 
mining site. To take care of these 
additional loads Oregon Hydro-Gas 
is going to replace the two 500-gal. 
tanks presently being used by two 
1000-gal. tanks. 


Will Add Accounts 


When asked whether he plans to 
solicit additional cinnabar mine ac- 
counts in the central Oregon region, 
Norman Coleman of Oregon Hydro 
states that he definitely will. The load 
from such an operation is a steady, 
year around one, and constitutes high 
gallonage. If, as in the case of Mr. 
Thompson’s mine, a thorough geolog- 
ical survey is made and tunnels and 
drifts are run to ascertain the exact 
size of the deposit before investments 
and operating plans are made, the 
risk to the dealer supplying tanks 
and LPG is no greater than with the 
average small business. ~ 

Since starting their business in 
1939, Mr. Coleman and his partner, 
James Boyd, have learned to spot 
sound business undertakings and 
have helped many small operations 
get on their feet. Mr. Thompson ex- 
presses gratitude to Oregon Hydro- 
Gas—and to LPG—for helping him 
solve his operating difficulties and 
placing him on the geological map as 
a successful mercury producer. & 
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Wallace Johnston Appliances in Memphis, Tenn., has large signs identifying the firm. Many people 
town. Parking ‘‘for customers only’’ is provided in front, other facilities in rear. 





pass daily going to and from 





AEN field report 











Whether or not a dealer 
uses a credit bureau (as 
Harold A. Wallace rec- 
ommends in his series, 
“A Credit Bureau Is the 
Key to a Sound Business 
Policy”), to be a suc- 
cessful credit merchant 
he must employ a sound 
credit system. One such 
system has helped make 
this Memphis appliance 
firm a $1 million-a-year- 
concern. 
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Wallace Johnston Owes Success 


To a Sound Credit Policy 


By Emmett Maum 


Tien a $5000 beginning during the 
depression days of 1932 to a million- 
dollar-a-year concern—that in a few 
words tells the 22-year success story 
of Wallace Johnston Appliances Inc., 
Memphis, Tenn. 

There are many reasons for this 
success, and not the least is the sound 
credit policy set up by Wallace John- 
ston, the founder, at the very outset 
of his firm’s career. 

“We felt that we had to offer the 
best merchandise at the best prices,” 
says Mr. Johnston, “and that service 
had to play a major role with us. But 
that wasn’t all. We felt we had to 
arrange financing, sell to the people 
we felt could pay and wanted to do 
so.” 

Mr. Johnston arranged to have 
loans financed through any bank or 
finance company in Shelby county. 
Not only that, he opened kis own 
finance house, located in the same 
building with his appliance business. 

Through the years Mr. Johnston 
has learned a great deal about such 
things as credit, installment buying, 


repossessions and sale of used appli- 
ances. All of these have blended to- 
gether to make him a highly success- 
ful business man. 

First of all, credit must be extend- 
ed only to those who can pay and 
have a desire to do so, Mr. Johnston 
explains. “We make a close investiga- 
tion of pegple asking credit. Natur- 
ally, there are many borderline cases 
where you have to sell on credit or 
lose a sale. But when at all possible, 
we determine definitely whether the 
customer will be the right kind of 
person to whom we should extend 
credit.” 

Mr. Johnston admits there is no 
formula, to his knowledge, that can 
be used to assure a good-pay credit 
customer. Still, he sees several things 
that give a rather good indication. 
For instance, if the prospect has 
worked at a number of different jobs 
in the last couple of years, then it is 
time to look out. Or if the customer 
is an unskilled laborer who moved 
from one job to another during the 
year, he also must be checked quite 
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thoroughly from all sources before 
extending credit. 

If a customer’s credit references in- 
dicate “slow pay,” it is a good-hint 
that he will pay that way if he buys 
an appliance on credit. And where a 
customer has bought a lot of mer- 
chandise on 50-cents and $1-a-week 
arrangements, that is a sure sign for 
the dealer to be careful. 

“We check all of these things close- 
ly with credit agencies,” said Mr. 
Johnston, “and if a dealer will let 
them be his guide, we'll assure him 
that his bad debts will be fewer.” 

After these matters have been han. 
dled, if a customer is considered a 
good risk, the financing begins. Mr. 
Johnston has perhaps the most un- 
usual setup of any appliance dealer 





Wallace Johnston subscribes, on an annual basis, to 
a clipping service, from which he gets many usable 
promotion ideas and follows the trend of business. 


afford our customers the convenience 
of being near enough to go and pay.” 

On a credit deal, Mr. Johnston 
charges 8% for carrying the account. 
This includes insurance against fire, 
flood, tornado or other damage. 

“Once again,” says Mr. Johnston, 
“we do as the customer wishes. Sup- 
pose he tells us that he feels that 6% 
is high enough for financing. In that 
event, we tell him we are glad to 
make it a 6% account, but that we 
will appreciate his carrying insur- 
ance on household goods to protect 
him and us while the account is cur- 
rent.” If the 6% charge is accepted, 
the company does not provide the in- 
surance against damages. 

Out of every sale 5% is credited to 
the firm’s service department, for 


ston says. “As an illustration, sup- 
pose someone calls about service on 
a range. Sidney Gammon, who is in 
charge of our card files, checks to see 
whether the range was bought from 
us. If so, he can relay that informa- 
tion to one of our six servicemen out 
in trucks. They call in every two 
hours and during one of these con- 
versations they can make sure that 
they have the right parts before mak- 
ing the trip.” 


Consider the Customer 


Mr. Johnston explained that this is 
unusual for a dealer to do, but it cuts 
the customer’s charges considerably. 
“Of course, I realize we could charge 
more by making a service call, then 





Sidney Gammon records all sale information on a card which goes into the 
files. Some 60,000 cards are contained in these files and, according to Mr. 
Johnston, are invaluable. 





in the country, in that he permits the 
customers to make arrangements 
through his own finance firm or select 
any bank or other finance institution 
in Shelby county. 


Serve the Customer 


“We actually are serving the cus- 
tomer,” says Mr. Johnston. “So there 
is no reason for us to try to make him 
finance his appliance through a cer- 
tain bank or our finance: house, when 
he prefers to have his account else- 
where. For example, some of our cus- 
tomers live in Whitehaven and Ra- 
leigh, residential towns bordering on 
Memphis, and both have their own 
banks. We are glad to handle the 
accounts through their banks and 
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Wallace Johnston Appliances has an- 
other unusual setup. 

“That 5% goes into a fund to pro- 
vide free service for one year,” says 
Mr. Johnston. “Such an arrangement 
has proved quite successful. We write 
every customer buying a new appli- 
ance, telling him we appreciate his 
business, and that he has free service 
on the appliance for the next 12 
months.” 

Those new customers’ names go 
into a file which lists the appliance 
bought, including make and model, 
date of purchase, name of salesman 
and other information. Every time 
that customer has service on the ap- 
pliance, it is recorded on the card. 

“This information is of great value 
to us and to the customer,” Mr. John- 


having to return,” he said. “But we 
are looking after the customer’s in- 
terests. By giving this extra service 
faster and cheaper, we cement friend- 
ships with people who probably will 
buy from us again and again.” 
These cards, started when the busi- 
ness opened, total around 60,000, ac- 
cording to Mr. Gammon. They are 
the salesmen’s friends. Mr. Johnston 
expects all of his salesmen to make at 
least 12 contacts a day, by telephone, 
direct mail, home calls and on the 
large sales floor of the firm. The sales- 
men can check through the card file 
and find dozens of prospects in a 
hurry. They often do that and begin 
to make calls on the phone. On occa- 
sion, the salesmen will each prepare 
several hundred pieces of direct mail 
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to go out to these past customers. 

“Those cards are worth money in 
the bank to us,” says Mr. Johnston. 
“Every dealer should be careful to 
keep such a file—and use it! Just to 
have the file system is of no value 
unless you capitalize on it.” 

Many of these contacts pay off in 
new appliances being sold. The cards 
provide a follow-up system that is 
definitely workable. The customer 
usually appreciates a call from a 
salesman, who takes time to ask 
whether the appliance sold previous- 
ly has been entirely satisfactory. 

Upon making a sale, the company 
gives the customer a card on which 
payments: may be recorded. At the 
half-way mark down the card, the 
customer sees a conspicuous red 


all the important things about poss- 
ible bad risks before closing the deal 
and doing that has saved us head- 
aches—and money.” 

As to the reasons behind reposses- 
sions, Mr. Johnston lists these factors 
and the percentages of repossessions 
for which they are responsible; 30.5% 
out of work, 15 % misrepresentation, 
13% poor service, 12% too many bills, 
5.5% leaving town, 3% sued, 2% ar- 
rested and fined, 1% died, 1% join- 
ing military, and 17% no reason. 

“Of that group, we found that 60% 
of the repossessions came on 24- 
month sales,” says Mr. Johnston. 
“The others were supposed to be paid 
for in less than two years. We also 
noted that 78% of the repossessions 
were on sales with 10% down-pay- 





Repossessed appliances are thoroughly cleaned, repaired, and repainted if necessary be- 
fore being resold. Salesmen watch for prospects who cannot pay for a new appliance 


but who will buy a second-hand one. 





question mark, and naturally is in- 
terested in knowing what that means. 
When asked about it, the salesman 
tells the customer that upon reaching 
that period in payments he may buy 
another appliance without a down 
payment. 


Low Repossessions 


Of course, not all people pay for 
their appliances and some have to be 
repossessed. However, Wallace John- 
ston’s business has a fine record in 
that respect, showing that not more 
than 1% are repossessed. 

“We turn down 20% of the pro- 
posed contracts,” explains Mr. John- 
ston, “and that keeps the reposses- 
sions from being higher. We consider 
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ment or less, and that 87% of them 
were home renters, with only 13% 
home owners or persons in the pro- 
cess of buying.” 

All of those points should be taken 
into consideration before doing busi- 
ness on credit, he points out. “You 
can see that those who paid for appli- 
ances in less than 24 months did a 
better job of it, and your best paying 
customers are those who own homes 
or are paying for them.” 

Even repossessing and reselling 
merchandise has been a successful 
operation for Mr. Johnston’s com- 
pany. “In 1953, we had 1033 used ap- 
pliances and managed to sell 900 of 
them,” he says. “One thing is cer- 
tain in reselling: your men must 
clean up the appliances, repair them 


and, if necessary, repaint them. They 
must look almost like new.” 

Mr. Johnston’s repair men closely 
check every second-hand appliance 
for flaws or spots that need polishing 
up or repainting. Sometimes the en- 
tire appliance must be repainted. 

Salesmen watch for prospects who 
cannot pay for a new appliance, but 
will make a deal, most of the time for 
cash, on a second-hand one. News- 
paper classified advertising is utilized 
constantly on these appliances; thus, 
Wallace Johnston’s firm sells most 
of them, bringing in good profits. 


Clipping Ideas 


The company uses many ideas to 
get business. Twice a month Mr. 
Johnston gets clippings on white 
goods advertising from all around the 
country. He buys the clipping service 
on an annual contract and has done 
so for years. “It more than pays for 
itself in promotion ideas used else- 
where which we can use,” he says, 
“and also gives us the trend in the 
business.” 

The firm uses much newspaper ad- 
vertising, along with direct mail to 
customers among those 60,000 cards 
in the files. 

“Despite our promotion,” says 
Mr. Johnston, “we find that 60% of 
our business comes from satisfied cus- 
tomers. Still it is well to remember 
that a great many of those started 
buying from us because of an ad in 
the daily newspaper. These things 
point up the fact that (1) every effort 
should be made to satisfy every cus- 
tomer, and (2) that dealers should 
have good advertising campaigns.” 

Once the sale is made and the ap- 
pliance installed, the salesman calls 
within 48 hours to see whether every- 
thing is satisfactory. After that, Mr. 
Johnston has a home economist from 
the Memphis Light, Gas & Water divi- 
sion visit the home and explain to the 
housewife how to use the appliance 
properly. 

Mr. Johnston’s firm is located on 
one of the busiest thoroughfares in 
Memphis, and his huge show-window 
displays are seen daily by thousands 
of workers going to and from town. 
He arranged parking facilities “for 
customers only” in front of the build- 
ing and also has parking space in the 
rear. 

Salesmen are on the floor every 
night except Sunday and they go toa 
prospect’s home any time desired. & 
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Metal Melting Operations Offer the LPG 
Dealer Large Sales Potential: Part 2 





Because the metal melting in- 
dustry is so widespread and offers 
a great potential for the sale of 
industrial fuel, the discussion of 
melting operations and additional 
fuel uses in foundries will be con- 
tinued this month. 

In last month’s discussion die 
casting and centrifigal investment 
casting were described and the 
L. P. gas uses involved were point- 
ed out. These forming methods 
generally involve the manufacture 
of parts that are relatively small. 
This type of production requires 
comparatively close tolerances in 
points of critical dimensions. 

Most of the discussion in this 
installment will involve melting 
and forming processes and meth- 
ods that are used to produce cast- 
ings of a rough nature. These 
rough castings are then usually 
finished by machining at their crit- 
ical points. Several minor melting 
operations where LPG can be an 
outstanding performer will also be 
pointed out. 
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p gemeer metals most commonly en- 
countered in the rougher casting op- 
erations are aluminum alloys, copper- 
base alloys, and metals of the cast 
iron family. Magnesium is also used, 
but to a much lesser extent because 
of handling problems. 

Sand molds are commonly used 
with all of these metals while per- 
manent metal molds are used in a 
smaller number of operations. A new 
method of molding known as shell 
molding is coming into use but is not 
widespread as yet. LPG can play a 
top part in the mold making and 
preparation-for-use phase of the foun- 
dry operation if properly sold. 

So that we can understand our part 
of this operation as fuel men, let’s 
take a quick look at the full mold- 
ing picture. In general, sand molds 
are of two types—green-sand molds 


- and dry-sand molds. Green-sand 


molds are made from natural mold- 
ing sands and water or with mixtures 
of silica sand and bonding clay added. 
This type of mold is generally used 
without any further processing, ex- 
cept for the placing of the necessary 
cores where needed. The metal in- 


By John C. Abram 


volved is then poured into the mold 
cavity. The majority of all rough 
castings are made using green-sand 
molds. In dry-sand molding a moist 
refractory material is used with the 
sand. When the mold has been com- 
pleted it is baked in an LPG-fired 
oven until the moisture is removed 
and the bonding refractory is hard- 
ened. 

Sand molds are made within a 
frame known as a flask. Depending 
on the size and design of the part to 
be cast, each flask has at least two 
sections. The top section of the flask 
is known as the cope and the bottom 
section as the drag. Any intermedi- 
ate sections are known as the cheeks. 
The bottom board is the base of the 
drag. In order to support the sand 
in the cope, flask bars are sometimes 
used in conjunction with gaggers, 
which are L-shaped pieces of metal 
used to hold up pockets of sand. 
Flasks are made from both wood and 
metal, with the metal variety produc- 
ing a slightly higher quality mold. 

In order to obtain a high degree of 
uniformity. in the molds, patterns are 
used to do the necessary forming. 
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These patterns are constructed from 
any material that can be formed into 
the desired shape. This pattern must 
hold true dimensions through repeat- 
ed usage. When a relatively small 
number of parts are to be made, wood 
is the usual pattern material. Metal 
patterns are used when continuous 
production is required. Many pat- 
terns are made in several pieces, 
often being split through the middle 
where the parting lines will fall in 
the mold. 


Making a Mold 


The normal procedure followed in 
making a: mold starts with one-half 
of a pettern being placed on a mold 
board, with the drag placed around 
it on the board. Sand is next riddled, 
or sifted, over the pattern and then 
rammed around the edges of the flask 
and the pattern. This procedure is 
followed until sand fills the flask. 
Excess sand -is scooped off with a 
straight edge and the bottom board 
is clamped in place and the drag 
turned bottom side up. 

The matching half of the pattern 
is formed in the cope section of the 
flask and a similar forming operation 
accomplished. In this operation the 
filling channel, the sprue, and the 
pouring basin where the metal enters 
the sprue are also formed. When a 
core is to be used it is set in place 
before the cope and the drag are put 
together. 

The core is an important and essen- 
tial part of many molds. Where the 
casting to be made has a cavity in it, 
these interior surfaces are usually 
formed by sand cores which are 
placed in the mold cavity before the 
metal is poured. After the casting 
has been made the cores are broken 
and the sand removed from the metal 
part, leaving the desired cavity. Cores 
are made in core boxes from special 
sand mixtures, either of the green- 
sand or dry-sand variety. In this case, 
the dry-sand variety is most common. 
Some of the adhesives, or binders, 
used for this work are linseed oil, 
gelatinized starch, molasses, pitch, 
and dextrin. After forming, these 
cores are baked in a core oven. 

Core ovens are made in many 
types, sizes, and shapes, but all of 
them offer the opportunity for the 
sale of fuel. Some of the more com- 
mon core ovens are the shelf type, 
car type, drawer type, portable-rack 
type, and the continuous conveyor. 
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The material is baked in the core 
oven to remove the moisture and 
oxides the oil binders. Core baking 
is carried out in a gefieral tempera. 
ture range of 350° to 400° F. 

LPG requirements for any given 
installation depend on the design of 
the oven, the manner in which the 
oven is loaded with cores, and the 
rate at which the cores are to be 
dried. A rough method of estimating 
the full requirements for core ovens 
is to use 1500 to 2500 Btu per cu ft 
of available oven space. This method 
of estimating is very general, as each 
type of oven would have to be evalu- 
ated as to its individual requirements. 

The manner of firing in these ovens 
varies widely, with direct firing be- 
ing used most commonly on small 
ovens. Indirect heating is also em- 
ployed in some designs; others use 
forced circulation with recirculation 
of all or part of the oven gases. 


Electrical Competition 


Some competition is experienced 
from electric resistance-heated ovens. 
A more recent application of elec- 
trical equipment in the drying of 
cores is'dielectric core baking, which 
is analogous to induction heating, ex- 
cept that the medium being heated 
by the high-frequency energy is a 
non-conductor. Liquefied petroleum 
gases, as always, offer many advan- 
tages such as extreme ease of control, 
economical operation, great safety, 





Tilting Crucible 


and another dozen advantages that 
can be readily listed. 

Permanent molds are usually con- 
structed of steel with a cut-out being 
made in the steel, similar to the cav- 
ity left by a pattern in a sand mold. 
These molds are used for a large num- 
ber of castings, where the sand mold 
is good for one casting only. Castings 
made in permanent molds have finer 
grain structure than sand-molded 
castings because of the more rapid 
cooling of the metal being cast. Per- 
manent metal molds are used in the 
casting of relatively small parts. This 
type of mold is encountered in alumi- 
num and magnesium foundry opera- 
tions more generally because the 
lower casting temperatures of these 
metals when compared with brass, 
bronze, and cast iron give greater die 
life. Higher casting temperatures of 
these latter alloys materially reduce 
the life of the permanent mold. 


Reverberatory Furnace 
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Proper use of LPG can play an im- 
portant part in helping to extend the 
work life of permanent molds also. 
These molds are preheated to 500° F 
or higher before being put into use 
in order to reduce the thermal shock 
which would result from hot pouring. 
Preheating is accomplished by using 
hand torches of a wide variety, rang- 
ing from raw-gas torches to those of 
a well designed gas-air mix variety 
with adequate safety controls. The 
input ratings on these torches vary 
from 20,000 Btu per hour up to 500,- 
000 Btu, depending on how large the 
molds are and how fast they are to 
be heated. These same torches are 
often used for preheating ladles be- 
fore they are put to use in handling 


bustion space, and the type of refrac- 
tory and insulation must all be given 
careful consideration when selecting 
a furnace. be 


Reinforced Steel 


The furnace shell and supports are 
substantial and generally made from 
sheet steel with reinforcements to 
prevent distortion upon heating. Ap- 
proximately 6 to 7 in. of brick and 
refractory line the inner walls of the 
shell. A heavy silicon carbide ram 
is used to line the bottom of the shell 
in typical high-quality furnace con- 
struction. Burner tuyeres are made 
from pre-burned high temperature 
refractories and are located to fire 


Stereotype Furnace 





molten metal. It would not be out of 
line for a small foundry doing per- 
manent mold casting to use 10% of 
its total fuel requirements in torch 
operations. 

The metal melting operations in- 
volved in die casting and investment 
casting are generally applicable for 
sand and permanent mold castings 
also, because crucible and pot-type 
furnaces are also used here for a 
high percentage of furnaces in oper- 
ation. Crucible furnaces are used 
for melting red and yellow brass, 
bronzes, aluminum alloys, and other 
alloys. As mentioned before, most 
furnaces are of the stationary type, 
but in very large melting operations 
the tilting type crucible furnace is 
used. Factors such as the construc- 
tion of the furnace shell and supports, 
ease of tilting, number and location 
of the byrners, the type of air-gas 


mixing system, the amount of com- 
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tangentially into the combustion 
chamber and in such a way as to pre- 
vent direct firing upon the crucible. 
Furnace covers are often made of sili- 
con carbide pre-burned brick and are 
designed for either open- or muffle- 
type furnace operation. 

To obtain maximum economy, one 
of the most important factors in se- 
lecting a furnace as far as the foun- 
dry operator is concerned is proper 
burner capacity and correct location 
of burners. Depending on the furnace 


size, either one, two, or four burners. 


are required; these are fired tangen- 
tially into the combustion chamber. 
To obtain optimum efficiency, pro- 
pane air-gas ratios must be main- 
tained. This proper ratio requires 
about 1000 Btu of LPG for each 10 cu 
ft of combustion air. To maintain this 


' proper ratio, a low pressure propor- 


tional mixing system, such as those 
manufactured by Eclipse Fuel Engi- 


neering Co., do an excellent job. LPG 
at about 3. to 4-in. we pressure and 
air from a centrifugal blower at 16- 
oz pressure are part of this type sys- 
tem. Burner systems with a wide 
range of turn-down can be obtained. 

This proportional mixing system is 
automatic, with a proper ratio of gas 
being mixed with a given quantity of 
air. By having a single valve on the 
air line-‘numerous settings of furnace 
input can be obtained. Ideally, the 
brasses and bronzes require approxi- 
mately 2500 to 3500 Btu per lb of 
metal melted. With aluminum alloys, 
the average fuel requirements may 
run somewhat lower with 2000 to 3000 
Btu per lb required. These figures 
are based somewhat on the ideal size 
and under some operations range as 
much as 25% higher. 

Magnesium is also melted in cru- 
cible-type furnaces, but in place of 
the ceramic crucible used for brass 
and bronze and some aluminum al- 
loys, a high-quality steel pot is used. 
Magnesium has about the same heat 
requirements as aluminum. 


Reverberatory Furnace 


Another type of furnace used to 
some extent in the melting of alumi- 
num, brass, bronze, and cast iron is 
the reverberatory furnace. In this 
type of furnace the flame is fired di- 
rectly into the area where the metal 
is to be melted. One reverberatory 
furnace has provisions for loading the 
metal through the exhaust stack and 
has its burner assembly fired from 
the opposite end of the furnace. The 
pouring spout is just above the bed 
or bath part of the furnace. When 
the metal is melted the furnace is 
tilted and the metal poured. The bath 
where the metal collects when melted 
and the arch above the bath are all 
made of firebrick. This arch becomes 
red hot during firing and reflects heat 
to the bath, giving greater heat trans- 
fer. The melting of some alloys in 
this type of furnace presents prob- 
lems because some of the alloys 
“burn out” and, as the result, are 
changed. Manufacturers claim as 
high as 50% reduction in fuel costs 
with this type furnace because of 
nearly perfect combustion, direct 
heat transfer and high heat radia- 
tion. Melting time is fast and allows 
this furnace to be adapted to high 
production operations. Burners on 
this type of furnace are usually of 
the blower-mix or proportional-mix- 
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ing type. In some gray iron foundries 
this type of furnace has replaced the 
more common cupola melting meth- 
od. 

Cupolas are used more widely for 
melting cast iron than any other fur- 
nace. The cupola is charged with 
coke, limestone, and iron for firing. 
The coke is burned and the melted 
metal collects on the hearth at the 
base, is tapped and poured into the 
molds. It is difficult to control the 
uniformity of results in a cupola, but 
due to low production costs and high 
volume of metal melted, the cupolas 
still continues to be used widely. 


Start a Cupola 


LPG can even be put to good use 
where a cupola is being used. An 
easy method of starting a cupola is 
to ignite the coke by inserting a burn- 
ing LPG torch under the bed of the 
furnace. Torches with 200,000 Btu 
per hour input and higher are some- 
times used. gare 

Another metal melting operation 
that has not been discussed is that 
encountered in the printing business. 
A stereotype furnace found in many 
medium sized printing plants will 
have a capacity of approximately 
4000 lb of stereotype metal. This type 
of customer does not present a large 
load, but it is a steady year around 
sales outlet. 

For maximum efficiency a furnace 
especially designed for this type of 
operation produces the most efficient 
results. A steel outer shell lined with 
4% in. of firebrick and 4% in. of cer- 
amic insulation directs the heat input 
to the furnace to the steel pot and 
the stereotype nietal. For best results 
a baffle made of firebrick should be 
placed so as to distribute heat evenly 
across the bottom of the metal con- 
tainer. Once the metal is melted only 
a very low input of heat is required 
to keep the metal in a usable state. 
To do this a high turn-down ratio is 
required on the burner. 


Nozzle-Mixing Type 


To accomplish this low turn-down 
a nozzle-mixing type burner should 
be used. With this type of burner 
L. P. gases and air are mixed as they 
enter the burner. No gas-air mixture 
is carried in the piping and as a re- 
sult, there is no possibility of the unit 
backfiring, no matter how low the 
flame is turned down in the furnace. 
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A small pilot can be built into this 
type of burner for extreme turn. 
down. This minimum-input pilot has 
a Btu rating of approximately 5000 
per hour. Maximum hourly input of 
the main burner is about 650,000 Btu 
per hour for the 4000-lb pot. During 
operation it is always best to leave 
a small amount of metal in the bot- 
tom of the metal pot and keep it hot 
by burning the pilot when the pot is 
nearly empty. By avoiding cold 





Automatic Linotype 
Furnace 


starts, considerably longer pot life is 
obtained. 


Linotype Melters 


Linotype melters also are a good 
source of business for LPG salesmen 
throughout the country. Melting units 
are built into linotype machines. 
Some of these units are gas-fired and 
some are electrically heated. These 
units have small metal capacities and 
require very low heat inputs with 
2000 to 5000 Btu in the range of nor- 
mal input. 

A larger fuel user is the linotype 
remelting furnace with lead capaci- 
ties ranging from 500 to 1500 Ib. Heat 
input requirements range from ap- 
proximately 125 Btu per lb on the 
smaller furnaces to about 65 Btu per 
lb of metal capacity on larger fur- 
naces. Generally, the metal container 
is fired from the bottom by atmos- 


pheric burners of the inspirator ring 
type. The metal is tapped from the 
bottom of the pot, insuring cledn in- 
gots and is poured into ingot molds 
attached to the furnace. Running wa- 
ter is piped to the molds to insure 
quick cooling of the ingots. For sale 
operation this type of furnace is hood- 
ed to exhaust the fumes from the 
molten lead. 


Plumber’s Pot 


There is one other incidental heat 
requirement that most of us see from 
time to time and, even though the 
use is relatively small, it’s still good 
business. That business is the heat re- 
quired by the plumber to melt lead or 
Babbitt. There are compact and port- 
able Babbitt melters on the market 
which apply heat directly to the ladle 
holding the metal. The unit is sim- 
ple in construction and can be set up 
for operation within a minute or two. 
A high-capacity burner, 50,000 Btu 
per hour, cuts the melting time down 
to four or five minutes. In large 
plumbing shops where a large quan- 
tity of lead is required, portable LPG 
melters also are used to heat main 
lead pots where the lead is then la- 
dled out for use. 


Point of Sale 


There are many other metal melt- 
ing operations, some of which are 
high-volume operations and others, 
such as some of the small tinning op- 
erations, that are minor. Each of those 
metal-melting operations presents a 
possible point of sale for the LPG fuel 
salesman. With the many advantages 
offered by LPG, such as speed in 
heating, ease of control, and economy 
of operation, the dealer can fill the 
fuel bill in almost every case. a 





The market for the L. P. gas 
torch in industrial applications 
(as distinct from agricultural 
torch applications, which were 
discussed by Editor Carl Abell 
in the March issue of BPN, 
page 47 —“Agricultural Flam- 
ing Is a Fast-Growing New 
Market for LPG”), will be dis- 
cussed by John C. Abram in - 
Part 5 of the series, “Know 
Your Industrial Markets.” Mr. 
Abram will be concerned par- 
ticularly with the LPG torch 
for welding, cutting, and pre- 
heating metals. 
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Butane - Fired Brooders 


Help Reduce Fatality Rate 


On Peterson Fryer Farm 


staff report 








Newborn chicks have a 
very low resistance to 
cold and dampness, and 
during their first days it 
is important that they 
have warm enclosures. 
Butane-fired brooders 
provide the necessary 
heat for potential fryers 
on the Peterson farm 
near Kingsburg, Calif. 
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Disien the first few weeks of 
life, chickens are very susceptible to 
bronchitis and the common cold. 
These account for a large percentage 
of the fatality rate in the fryer busi- 
ness, and elaborate measures must be 
taken to prevent their spread through 
batches of young chicks. 

LPG is helping Mrs. Elmore Peter- 
son and her two sons hold the fatality 
rate to a minimum at their fryer farm 


near Kingsburg, Calif. The 144% 


loss rate which they have maintained 
throughout the period of the last 
several batches of 40,000 chickens is 
considered unusally low, and is due 
in part to the steady, easily controlled 
heat which is provided by their bu- 
tane-fired brooders. 

Chicks are bought at the hatchery 
when they are one day old, and are 
raised on a special growing mash for 
a period of 10 weeks. By this time 
they weigh approxiately 3% lb and 
are ready for sale to Swift, Armour, 


During early life chickens are 
kept immediately beneath 
each brooder. As they ma- 
ture and develop greater re- 
sistance to cold, they are al- 
lowed the run of the shelters. 


Jonathan Peterson holds up 
the edge of one of the 
brooders on the Peterson 
chicken farm near Kings- 
burg, Calif. LPG burner 
shows inside reflector. 





and other meatpacking concerns as 
fryers. 

Chickens are housed in four build- 
ings, each 500 ft long and 20 ft wide. 
Parallel to each other, the buildings 
are about 20 ft apart and are divided 
into 25 chicken wire-partitioned sec- 
tions each of which has a conical 
sheetmetal brooder suspended from 
the ceiling. The butane used for fuel 
is stored in two tanks, one of 1000- 
gal. capacity and one of 500 gal. 

When the day-old chicks are 
brought from the hatchery, they are 
kept in a cirucular wire enclosure 
about 18 in. high located immediately 
under each brooder. Inside each 8-f: 
circle 400 chicks are kept huddled to 
gether in the direct path of reflectec 
heat from the butane burner in th: 
broader. During these first six day: 
temperature inside the enclosur« 
must be maintained at 95° F and bur- 
ners are kept going constantly 
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Sensational New “INSTA-LITE” 


ignition 


Py 





“AMERICA’S FINEST 
GAS RANGE” 















This remarkable new ignition system, developed by ROPER in co- 
operation with A.G.A., provides a far superior type of automatic 
lighting for top burners, oven and broiler. Just a tiny bead of gas 
flame does the job... instantly and effectively. Fuel consumption 
is appreciably lowered. Range cooking top stays absolutely cool. 


Here is an important new feature to present to 
your prospects. It will clinch many a sale for YOU. 


















fleet 


Geo. D. Roper Corporation, Rockford, Illinois 





Qualified retailers are invited to write for full 
information on exclusive ROPER franchise. 





Company Name 
Individual’s Name 


Street Address 








City State 
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Completely independent! Extremely compact! Fits any gas unit! Minimizes service! 


Honeywell self-powered/ 




















These thermostats - 
Y400C 

TM801 Time-O-Stat 
works like an alarm clock 
—automatically turns up 
the heat each morning. 


Y400A 


TS827 Thermostat has a mercury 
switch, and extra convenience fea- 
tures to providé for economical 
control of the heating system. 


also available in 


Powerpile Package 
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Powerpile package 


The only completely packaged control system that meets all your home gas-heat needs! 





[= revolutiofary Y-400 Powerpile System is a completely pack- 
: aged gas-heat control system including: gas valve, automatic pilot, 
and thermostat. The package is so complete that even the ther- 
mostat cable and necessary staples are included! And a wide range 
of thermostats is available. This package is ideally suited to provide 
completely automatic control for room heaters, central warm air 
furnaces, boilers, floor furnaces, conversion burners, or recessed 
heaters. And its universal design lets it operate on any type of gas, 
reduces the need for servicing, simplifies installation, and minimizes 
stocking and handling problems. 











A complete price range. A model to fit every installation. 
New features for upgrading and modernizing. 





Y400E ; » Uses less gas. Revolutionary new pilot uses less than half as much 

Honeywell Round gas as other pilots. 
Practically eliminates clogging and resulting nuisance service calls. 

Wainid’s’ssiah ctesdins: icmnpines | The valve has larger ports than any other domestic diaphragm valve. 
New Honeywell Round TS-86 has Completely silent system. New design eliminates hissing or sput- 
mercury switch, and a built-in heat tering pilots and valves that go ‘‘whap”’ in the night. Both valve 
“cycler’’ to smooth out temperature % and pilot are absolutely quiet. 
fluctuations. Cover snaps off so it Li £ pilot. The pil e , Sa 
can be painted to match modern int-proof pilot. The pilot, requiring no primary air, is lint proof, 


spel: colada aah lebdiiine yet requires no lint screens or special adjustments. 


Wide range of thermostats. A wide range of thermostats can be 
used with these systems. You can satisfy any customer’s request. 


Unexcelled thermostat performance. The various thermostats 
give performance comparable to that of any 24-volt system. 










*Trademark 


H Minne€&BaArPOoOttS I] 
The Honeywell Powerpile System is accepted and ° e 
approved by all national and local testing laboratories. wut WE Coitols. 


lot 


——) 
Y400D 112 OFFICES ACROSS THE NATION 
at TM850 Chronotherm has ; ; 
“ pe vias ons ‘eletteia clock For complete information on the new Honeywell 
ap that automatically turns Powerpile Packages, and on the complete 


line of Honeywell Controls, call your local 
Honeywell office or write Honeywell, 
Dept. BN-4-60, Minneapolis 8, Minnesota. 


the heat down at night... 
and raises it again in the 
morning when you rise. 
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through brisk winter nights. After 
these first critical days the wire en- 
closures are removed and the chick. 
ens have the run of the 20-ft-square 
rooms, Broaders are still used inter- 
mittently on cold nights, but by this 
time nature has endowed the chick- 
ens with greater resistance to the 
cold. 

A special sugar cane pulp known as 
“serv-al” is spread over the floor in- 
side the wire enclosure during the 
first six days. This adds further pro- 
tection from dampness and cold, and 
to some degree acts as a desiccant, ab- 
sorbing early morning dew and the 
splash of rainfall. Wood shavings are 
spread over the concrete floor of the 
room for the older chickens and ac- 
complish the same purpose as the 
sugar cane pulp. 


The average weekly consumption 





A truck-tractor, which has been converted to use L. P. gas, is 
used for general hauling on the farm. It is estimated that fuel 
costs have been reduced one-third since conversion. 


been in use about 10 years. Electric 
heaters were originally used when 
capacity of the farm was 4000 chick- 
ens. Cost of electricity bit deeply into 
the profits from the venture, how- 
ever, and power failures occurred 
occasionally at times when constant 
heat was essential. Butane has proven 
far more satisfactory. 

The LPG brooders, each of which 
has a peak capacity of 11,420 Btu’s, 
provide dependable, economical heat 
in sufficient quantities to safeguard 
the chickens even in the coldest 
weather—and there have been no 
fuel failures. Utilizing shielded Rob- 
ertshaw-Fulton pilots the Buckeye 
brooders incorporate thermostatic 
control valves which permit a fine 
degree of temperature control. These 
valves have only two moving parts 
and are simple to adjust and clean. 
A vertical venturi is used in place 


upon the age and requirements of the 
chickens. 

Standards supporting the trough 
around the inside of the buildings are 
adjustable and the height of the con- 
tinually moving stream of mash cor- 
responds with the height of the grow- 
ing chickens. 
Medicinal Injections 

Drinking water is piped into pans 
in each section. A medicinal injec- 
tion system is connected to the in- 
going piping and drugs for combat- 
ting prevalent diseases are adminis- 
tered through the drinking water as 
required. 

After a batch of full-grown fryers 
has been sold to the meatpacker, a 
three-week period follows during 
which the houses are cleaned, repairs 
in equipment are made, and the farm 





Peterson’s chicken farm is a helpful load balancer for Chester A. 
Nord, dealer in Kingsburg who supplies the fuel. Mr. Nord -also 
supplies other fryer accounts in the area. 





of LPG during brooding is about 1180 
gal. This may rise to 1300 or 1400 gal. 
per week during the cold winter 
months. 


Butane Enters 


Butane enters at the center of each 
building through a pipe which rises 
to a header extending the full length 
of the 500-ft building. Flexible fabric- 
base hoses lead from this header to 
each of the 25 brooders suspended 
along the centerline of the building. 
Pressure throughout the system is 
held at 11 oz per sq in. by regulators 
located at brooder outlets. The larger 
1000-gal. tank supplies butane to 
buildings No. 1 and 2 and half of No. 
3, while the 500-gal. tank handles the 
load in the second half of building No. 
3 and building No. 4. 


The Petersons’ LPG installation has 
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of the conventional horizontal type. 

The other major item, besides LPG, 
required to raise the chickens to mar- 
ketable size is mash. Each batch of 
40,000 chicks requires approximately 
168 tons or six carloads. During the 
first six days the chicks are “hand- 
fed” from small metal trays placed 
within their enclosures. An auto- 
matic endless-chain distributing sys- 
tem takes over at the end of this 
period and the only manual work 
necessary is the loading of the mash 
hoppers above the feeding machines. 
Four circuits of the chain, equipped 
with scrapers for pulling the mash 
through a continuous metal trough, 
carry feed around the inner walls of 
the buildings from the centrally lo- 
cated hoppers. Time-clock controls 
on the machines are set so that mash 
is periodically distributed, the inter- 
vals between feedings depending 


is generally made ready for the next 
batch. i 

A 1953 2-ton Chevrolet truck-trac- 
tor and semi-trailer are used for gen- 
eral hauling on the farm. The unit 
was converted with Ensign equip- 
ment for LPG at the time it was pur- 
chased, and it is estimated that fuel 
costs have been reduced one-third 


because of the conversion. Mainte- 


nance on the truck since its purchase 
has been negligible. 

Chester A. Nord, LPG dealer of 
Kingsburg, who supplies the farm, 
services other fryer accounts in the 
area and reports that these year- 
round loads greatly help him ap- 
proach a balanced summer-winter 
ratio. The enthusiasm for LPG ex- 
pressed by the Petersons and other 
raisers in the area has prompted Mr. 
Nord to introduce more nearby farm- 
ers to the advantages of LPG. ® 
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the water heater that 
revolutionized an He get “ 


does it again... 


ermaglas 


America’s leading glass-lined water heater »| 


Now ... America’s first stylized water 
heater—in color. 








Plus ... America’s first ““Eye-Hi” tem- 
perature control. 


Plus ...famous exclusive HEETWALL 
design—and higher inputs. 





And... the only glass-lined tank proved 
by over 2,500,000 families. 


All this in the most accepted, most popular, 
glass-lined water heater in the industry! 
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By Harold A. Wallace 
Associated Credit Bureaus 
of America Inc. 

St. Louis, Mo. 








tae A Credit Bureau is 
4 the Key to a Sound 





Credit Policy 
Statements of fact instead 
of opinion, greater effici- 
ency, expanded service, 
exchange of information 
between associated bur- 
eaus in 1800 cities—this 
is what today’s credit bur- 
eau can offer the dealer 
interested in granting 
credit to reliable consum- 
ers. 











UST for a moment, let’s go back 60 
years to the Gay Nineties. Credit re- 
porting was still in the infant stage; 
its purpose was to warn merchants 
about “dead beats” and “slow-pays.” 
Credit granters and credit bureaus, 
too, would be sued today if they used 
these early methods of reporting. 

Recently a blacklist sheet, dated 
1890, was brought to light from the 
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HY exclusive 


Modern Machines and 


Techniques Have Replaced 
The Black Book of 1890 


files of a firm in Cheyenne. For the 
sake of comparison, the instructions 
which accompanied the publication 
are reproduced below. You will note 
how these instructions ask for expres. 
sions of opinion by credit granters 
rather than for actual facts or fig- 
ures: 


1890 Blacklist 


“Business men are respectfully re- 
quested to fill out the names of de- 
linquent customers, specifying ‘dead 
beats,’ ‘slow pay,’ and ‘undesirable 
customers.’ The names will be kept 
in a ‘black book’ accessible to mem- 
bers only. 


“Class I—Dead Beats. Fill in name, 
address, and amount due by custom- 
ers who have secured goods or any- 
thing else without (in your judg- 
ment) intending to pay, also those 
who, after contracting a debt, declare 
their intention never to pay same, 
and whose ultimate object, to all ap- 
pearances, is to beat their creditors. 

“Class II—Slow Pay. Give names 
of customers who owe you bills 
caused by indolence, dissipation, or 
other causes that might have been 
avoided (sickness alone excepted) as 
well as names of parties who are well 
able to pay, but who indefinitely 
postpone, neglect, or refuse to settle 
just claims. : 

“Class II1I—Undesirable Custom- 
ers. Give’in the same manner list of 
customers who in your judgment in- 
tended to pay their bills, but from 


? 


- 


extravagance or a false idea of their 
ability to pay, have a large bill which 
they find it impossible to meet.” 


Modern Reporting Methods 


Present-day credit reporting re- 
quires a far different system from 
that of the “good old days.” First, to- 
day’s accurate, Factbilt reporting 
methods call for statements of fact— 
not opinion. 


When your credit bureau contacts 
you for your trade experiences, it 
asks how long an indivdual took to 
pay his bills, how much he owes you, 
what was the highest amount of 
credit extended, and other pertinent 
questions. It does not ask, “In your 
opinion, does he intend to pay you?” 
or “What do you think caused his 
slowness?” These personal opinions 
are not regarded as reliable credit 
granting facts. ‘ 

The second factor in the improve- 
ment of credit reporting is modern 
business methods. New machines, 
studies in time and motion, and per- 
fected filing and trade clearing tech- 
niques have brought a peak of effi- 
ciency which enables even an aver- 
age bureau to turn out from 100 to 
300 Factbilt reports per day. This is 
vastly different from the days of hap- 
hazard opinions and refusing credit 
because of one “black mark.” 


Expanded service has been the 
third influence in improving the cred- 
it bureau. Those “Gay Nineties” mer- 
chants merely thought of self-protec- 
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LETS TALK GEM[Sanour 
A McNAMAR TANK! 


McNAMAR NOW OFFERS THE MOST 
COMPETITIVE PRICES IN THE INDUSTRY 
FOR QUALITY CODE TANKS. 


mS ya) Anywhere, McNamar can save you money by truck 
® or by F.I.T. rail shipment. Whether it’s a 115 gallon 


Se domestic system or a 6000 to 30,000 gallon storage 
@° 9 tank, we can meet your requirements . . . for size 
Pe) . . . quality of workmanship . . . speed of delivery. 

@ @ So lets talk cents — make your next tank a McNamar. 


UL approved on all standard sizes. 


S @ 


ASME 250 lb. working pressure meets and exceeds 
@ all requirements of U-69. 


Three liquid lines (Built in excess flow). 
115 gallon to a 30,000 gallon storage. 





peers 
TULSA Ag re ape 7. be A 4 


BOILER & FANK CO. 


BOX 8686 - TUL Sie Oo KLAHOMA 
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Modern business methods have contributed much to good credit reporting. New ma- 
chines, studies in time and motion, and perfected filing and trade clearing techniques 


have brought efficiency to a peak. 





tion. Today, the credit bureau has 
more to do with leading the dealer 
to desirable customers than with 
helping him avoid undesirables. Its 
facilities may be used to check on the 
slow but reasonably good customer— 
the sort of marginal credit risk who 
may tend to overbuy. The dealer 
doesn’t want to offend this type, but 
he needs the bureau to help him de- 
cide whether it is safe to add to his 
present credit load. 


National Affiliation 


Over 1800 credit bureaus in cities 
and towns throughout North Amer- 
ica are affiliated with Associated 
Credit Bureaus of America. Valu- 
able credit information can be re- 
ported to the dealer on previous resi- 


dents of any of these 1800 cities, and 
the 75,000 communities they cover, 
through the local affiliated ACB of A 
member. An important point to re- 
member is that the exchange of in- 
formation between credit bureaus 
permits the dealer to check the credit 
records of newcomers to his com- 
munity. By supplying the gas appli- 
ance and service needs of more new 
residents in the community, with the 
help of credit reports, the dealer can 
substantially increase his credit sales 
volume. 


With the development and expan- 
sion of consumer credit since the turn 
of the century, the entire concept of 
the credit bureau’s place in the com- 
munity has changed. Today, the 
credit bureau furnishes a variety of 





COMING . . . Next Month 


accomplished. 


“How to sell more appliances” will be the theme of the big annual May 
convention issue of BuTane-PropaANE News. A major share of the 
editorial content will be devoted to ways by which this goal may be 





The May issue will outline and provide details from which a dealer can 
construct his complete sales campaign, from the market analysis and 
planning stages, through the related advertising, sales promotion, and 
prospect locating phases to the final steps of completing the sales and 
installing the appliances. Policies and methods that mold good customer 
relations and thus help to bring in new customers will be fully explored, 
along with the relation of service to sales, and some red-hot ideas on 
training of salesmen. 


All this, and much more, is coming in May — so watch for it. 
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investigation services, including spe- 
cialized reports to help determine the 
desirability of applications for loans 
to build, modernize and equip homes. 

Today’s credit bureau helps many 
individuals and families establish 
their credit reputations. Through this 
service, users of consumer credit find 
it easier to enjoy the fruits of good 
character. The LPG service and ap- 
pliance business, by furnishing its 
ledger experiences to the credit bu- 
reau, joins credit granters of depart- 
ment stores, building material and 
supply dealers, jewelry and special- 
ty stores, building and loan, finance 
companies and banks, physicians, 
dentists and hospitals, all contribut- 
ing their part to the complete credit 
history. 


Benefits of Cooperation 


The regular reporting of a variety 
of trade experiences makes the credit 
bureau a central clearing house of 
facts about identity, pay habits, ca- 
pacity and character of each credit 
buyer represented in the master file. 
This stockpile of information is com- 
pleted by the addition of data gath- 
ered from the public record in city 
and county courthouses, from local 
and district courts, newspapers and 
other sources. 

The “good old days” are gone with 
their slipshod blacklist method of 
concentrating on the records of the 
suspected poor credit risks. The con- 
sumer has learned, too, that his credit 
reputation is his most valuable asset. 

Today’s credit bureau has, there- 
fore, become an effective tool of mod. 
ern business, enabling the dealer to 
sell more goods and services to a 
greater number of credit customers 
with a maximum of safety. It makes 
no difference whether the credit bu- 
reau is member-owned or privately- 
owned. As long as it is operated with 
the cooperation and support of the 
principal credit-granting firms of the 
community, it provides the necessary 
facts about prospective customers. 

The consumer builds his own credit 
reputation. The credit bureau main- 
tains a factual record of that reputa- 
tion, whether it be good, bad or indif.- 
ferent. Provided with the complete 
Factbilt history of the consumer, the 
dealer is able to make a sound de- 
cision regarding an application for 
credit priviledges. The more such 
right decisions the dealer is able to 
make, the greater will be his volume 
of profitable credit sales. ® 
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United’s producing plants 





assure you unfailing fuel supply 





nobody ever had it better than a customer of 


Imagine the peace of mind you have if you’ve got a contract with us! 
Nothin’ but the H-Bomb or an act of God could prevent us delivering the 
fuel you contract for on time, every time. 


Nobody but United gives an L-P operator such assurance. 


Because United insists on top quality, rigid specification material and 
gets it, then sells it with assurance of delivery based on proved ability 
to supply! 

If you want a winterful of worryfree days, better get on the right side 
of a fuel contract with United! We’re competitive, yes. We’re copied, 
es. We’re equalled—never! 


UNITED PETROLEUM ois COMPANY / 


NICOLLET AVE. @e MINNEAPOLIS, MINNES 





APRIL, 1955 59 








(BPI): 4 report 


Are you operating at a competitive 


price disadvantage in the commer- 


cial market? Then remember ...... 


Fuel Cost Need Not Be Important 


Chattanooga (Tenn.) Gas Co., which operates at a price disadvantage 


in the heart of TVA territory, has increased its commercial consumption 


of gas four times in less than four years, reducing the number of | 


restaurants cooking with electricity in the city to less than 10%. 


Mess. they say, isn’t every- 
thing. 

Whether this statement will find 
general acceptance as a truism is 
problematical, but at least one fuel 
company has proved that cost of fuel 
is certainly not everything. In fact, 
it’s not even important, if an LPG 
dealer chooses to so believe. 

Consider the experience of the 
Chattanooga (Tenn.) Gas Co., which 
has a price problem that is not too 
different from the problem faced by 
many LPG dealers. On price alone, 
Chattanooga’s gas cannot compete; 
yet in less than four years the com- 
pany increased its commercial con- 
sumption four times and its industrial 
consumption eight times! And this 
wasn’t chiefly in competition with 
coal, wood, oil, shavings, or sawdust 
(although coal and oil are definitely 
in the fuels competition picture); it 
was in competition with electricity, 
which its purveyors would have the 
customer think is a premium fuel, so 
nice to use that it’s worth the extra 
cost. | 

But here gas turned the tables, by 
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proving itself to be “worth the extra 
cost.” 

Chattanooga’s in the heart of TVA 
territory, and at each entrance to the 
city a conspicuous sign boasts in big 
letters that the city the visitor is en- 
tering is “The Electrical Center of 
the South.” But in this “electrical 
center” less than 10% of the restaur- 
ants cook electrically. 


No Miracles 


This progressive gas utility, whose 
problems so closely paralleled those 
of many LPG dealers, employed no 
magic to accomplish its miracle. Its 
secret of success lay in three basic 
determinations: first, it would not at- 
tempt to meet competition—it would 
be competition; secondly, it would 
show up the over-emphasis that was 
being placed upon fuel alone; third, 
it would really give first-class service. 

The first goal was probably, essen- 
tially, a state of mind. Chattanooga 
was not going to assume a defensive 
attitude because of the rate disparity; 
it was going to be so aggressive that 


it would be the competition that com- 
petitors would be forced to defend 
against. As Edwin S. Mack, indus- 
trial engineer for the company, free- 
ly admits, “We are not quite as pro- 
gressive as we imagine and our com- 
petitors are equally or more progres- 
sive. Selling gas is not easy and we 
are not superior until we dominate 
our market.” But Chattanooga Gas 
has gone a long way toward domina- 
tion of the market through its efforts 
and its state of mind. 

Mr. Mack’s battle with the cost- 
preoccupation of many salesmen 


* amounts almost to a one-man crusade. 


“It would be laughable, if it weren’t 
so serious, to note how price-con- 
scious a person car be when on the 
selling side of the fence,” he declares. 
“Consider these facts: 


Cost Unimportant 


“Cotton stockings sell for 29 cents 
a pair, while their nylon counterpart 
costs at least four times as much, but 
outsells the cotton stockings by more 
times than I care to estimate. 
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“An automatic toaster costs $20 
more than a manual one and enables 
the American housewife to save four 
movements of the wrist a day. 

“An automatic washing machine 
costs over $100 more than its conven- 
tional brother and saves the house- 
wife a little time and effort but no 
money, as it costs considerably more 
to operate. 

“This same line of reasoning could 
continue through hydromatic drives 
on cars, power steering, dishwashers, 
etc. But you see the point I’m mak- 
ing. The American public will gen- 
erally buy what it wants, when it 
wants it, and with no regard to price. 
You’ve all heard the axiom, ‘You can 
lead a horse to water, but you can’t 
make it drink.’ That’s true, unless 
you can make the horse thirsty .irst. 
A salesman’s sole job is to make his 
prospect thirsty.” 


Thirsty Prospects 


How are you going to make the 
prospect “thirsty” for LPG? Not with 
fuel-cost figures, but by impressing 
him with what LPG can do for him, 
says Mr. Mack. Fuel cos: in a com- 
mercial or. industrial enterprise rep- 
resents less than 2% of the cost of 
the end product. But “wha! LPG can 
do for him” may well be a clirect sav- 
ing that will make any fue: cost sav- 
ing appear ridiculously small. 

Here is an example of how Mr. 
Mack would sell to a restaurant, 
which is by far the largest single com- 
mercial market for LPG. 

“Let’s go into this restaurant,” says 
Mr. Mack. “It’s possible that there’s 
some business for us here if we ap- 
proach the matter correctly. Let’s 
order a meal and while we're eating, 
review what we know and what we 
should know about mass-feeding 
establishments, operating for profit. 

“We should have the cost of food 
fixed in our minds, and be ware that 
this cost should not exceed 40% of 
the income dollar in a well regulated 
establishment. If we know other 
costs, well and good, but the cost of 
food is the battleground and working 
area for the sale of L. P. gas.” 

According to Mr. Mack, the aver- 
age restaurant will purchase about 
6 oz of meat per meal served. A res- 
taurant serving 360 meals a day prob- 
ably purchases 135 Ib of meat a day. 
The restaurant patron does not get 
a 6-oz serving; he probably gets 3 oz 
because that looks like a good help- 
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ing. Part of the 3 oz that the patron 
never sees is waste—bone and fat. 
But most of it is lost in shrinkage. 

Shrinkage of meat is a direct func- 
tion of temperature. At this point 
Mr. Mack points out that “meat has 
no knowledge of the fuel being used. 
Don’t ever make the mistake of claim- 
ing non-shrinkage virtues for LPG, 
because you will only make a fool 
of yourself.” 


LPG For Control - 


Shrinkage of meat can be con- 
trolled only by well-controlled tem- 
peratures and that is where LPG en- 
ters the picture with a fanfare of 
drums. 


“If we casually invite the restau- 
rant operator over to our table,” says 
Mr. Mack, “and casually review the 
item of meat purchases, we may elicit 
some facts such as these: the aver- 
age cost of restaurant operator’s meat 
per pound is 60 cents, so his annual 
meat cost runs about $30,000. He will 
probably say that his shrinkage runs 
from 20% to 30%. We’re talking about 
$6000 to $9000 a year of dead loss. 
Who cares about the cost of a fuel 
that could save even one-fourth of 
that loss? Whoever heard of an oven 
to roast 135 lb of meat a day that 
could conceivably burn that much 
gas? 

“Our prospect is paying close at- 
tention, and he has his pencil in hand 
ready to buy something that will cut 
down this waste. What we sell him 
depends on a number of factors. Ex- 
plore all possibilities before making 
a recommendation. Do you know all 
that you should about ovens and 
steamers? Do you know how an at- 
mospheric steamer can cook meats 
and vegetables without any shrink- 
age and still preserve the vitamins 
and flavor necessary for a successful 
restaurant operation? 


Knowledge Is Power 


“And remember,” continues Mr. 
Mack, “knowledge is power, and we 
of the LPG and gas industries can 
be very powerful if we take the time 
to acquire some knowledge. Learn 
facts about the savings in fat, effected 
by a modern gas fryer, how a little 
speed in production can increase 
turnover and, as a result, profits. LPG 
is a much-needed partner in the op- 
eration of a restaurant, but to get 
the partner on the job, you must find 


the proper place to put it to work.” 

There’s one good way to sell econ- 
omy of control. : 

LPG has another attribute that can 
be directly related to economy of op- 
eration of a commercial enterprise— 
that’s speed. Mr. Mack cites another 
example of restaurant operation that 
probes the economy of speed. 

Consider a short-order restaurant 
using electricity. The restaurant has 
50 seats. The rush period is from 11 
a.m. to 2 p.m. and the turnover of 
customers is 225. The check averages 
40 cents. Income during the rush 
period is $90. With a profit of 16% 
the net profit during the daily rush 
is $14.40. The annual profit on a 260- 
day basis would be $3744. This is 
based on 40 minutes per customer. 

If four minutes per customer could 
be saved by using a faster fuel the 
turnover would be 250, income dur- 
ing rush period $100, profit $16 and 
annual profit $4160—a gain in profit 
of $416. This justifies an expenditure 
of at least $2000 for high-speed gas 
equipment and a princely 20% re- 
turn. 


Knights Doing Good 


In achieving its remarkable record, 
Chattanooga Gas used just such ap- 
proaches as these. Its salesmen never 
let cost of fuels be a factor. “Relative 
costs,” says Mr. Mack, “are very con- 
troversial and controversies never 
lead to sales. We have tried to feel 
like knights going forth to do good 
by carrying to our prospects ideas 
that enable them to operate more effi- 
ciently. If gas proved instrumental 
in achieving a more efficient opera- 
tion, it was strictly a coincidence. 
This may sound frivolous, but actual- 
ly service was our theme, and we feel 
that it has paid off. 

“We have always looked at a res- 
taurant as a proving ground to show 
the superiority of our fuel. What fuel 
can broil better than gas? What fuel 
can bake better than gas? What fuel 
can cook faster than gas? What equip- 
ment costs less to maintain than gas 
equipment? Where does the price of 
fuel enter into any of this? 

“T sincerely doubt if any of the 
owners of the more than 90% of the 
restaurants in Chattanooga that use 
gas have any idea of the comparable 
costs of any other fuel. I’m sure that 
even if they knew, the knowledge 
would have no bearing on their 
choice of fuel.” 














By Dean A. Kearsh 





There is sufficient space 
within the fire-resistant 
record cabinet used by 
Florida Gas for the com- 
pany to expand its busi- 
ness to include 8000 ac- 
counts. 











B sissciess keeping methods in use 
at Florida Gas Industries Inc., Jack- 
sonville, Fla., vary from the systems 
in use by many L. P. gas operators, 
because they are patterned more 
after the methods long used by on- 
the-mains gas utilities. 

Butane deliveries are controlled 
with route books, and refilling of the 
customers’ tanks is almost a routine 
operation. But when the company 
added propane cylinders early in 
1953, the first records were set up 
on 5 x 3 index cards in a vertical 
file. This method proved unsatisfac- 
tory because too much time was lost 
in thumbing through and fumbling 
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Delivery tickets are posted at Florida Gas Industries 
after delivery of fuel. Records show cumulative use 
and number of cylinders on location. 





with the cards, and notations about 
overdue accounts could easily be 
overlooked. 

Management decided to set up a 
utility-type record within a frame. 
work that could readily be expanded 
without making any future changes 
in either the existing records or the 
equipment being used. 

The decision was to put a full size, 
fire-resistant safe-cabinet in the op- 
erating office. This is flush-mounted 
within a wall, thus improving the 
general appearance of the office. In- 
side the safe-cabinet there are sev- 
eral Kardex inserts, and there is suf- 
ficient space for additional Kardex- 
inserts, when necessary, until nearly 
8000 accounts are being served. 

The Kardex cards are arranged 
alphabetically by street names, and 
then numerically. The theory is that 
since every customer knows his own 
address when calling for service, 
speed is gained because it is easier 
to locate a card by street address 
than by possible variant spellings of 
names. A cross index of customer 
names is maintained for reference, 
but it is seldom used. 










The Kardex card includes a record 
of appliances being used by the cus. 
tomer. Signal tabs of various colors 
are inserted in the visible margin to 
indicate the rate bracket earned by 
reason of the number of appliances 
used. 

Florida Gas Industries’ accounting 
office is remote from the operating 
office. Each month, a list of delin- 
quent accounts is sent to the operat- 
ing office, and these are signaled with 
a red tab in the visible margin. 

When a customer phones for serv- 
ice, the Kardex is instantly checked 
to verify the address. The delin- 
quency can be mentioned to the cus- 
tomer at that time, and a note put 
on the delivery ticket that the over- 
due account must be paid before the 
new delivery is made. 

Delivery tickets are posted to the 
Kardex after delivery. The record 
shows cumulative usage and the num- 
bers of the cylinders on location. 
Numbers of the picked-up empties 
are crossed out at the same time as 
the new numbers are entered. The 
ticket then goes to the accounting 
office for billing. La 
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PHILGAS 


is the largest selling brand of LP-Gas! 
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plus rigid product control tests, insure a clean, uniform fuel with a 
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re. high thermal content. 


om Zocrendabie Supply. Phillips ample storage facilities, modern 
transportation by pipelines, trucks and tank cars assure you of 
prompt deliveries of Philgas even in periods of peak demand. 
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s- Experienced Engineering. Phillips maintains a staff of LP- 

rs Gas specialists to advise their contract customers on economical 

to plant design and safe efficient equipment. Take advantage of Phillips 

ny many years of practical experience in the LP-Gas field. 

es ; 

_ Effective Marketing Help. Philgas is the most advertised 

1g brand of LP-Gas in America! Promotions and advertising material, 

“ scaled to your needs, are available to Phillips contract customers. 

it- 

th 5 Operational Assistance. Need advice on special operating , 
problems? Phillips contract customers can call on Phillips for assist- 

v- ance at any time. And Phillips bulletins and information service keep 

od you up-to-date on the latest improvements in equipment, newest safety 

n- measures, most efficient and economical distribution procedures. 

s- 

ut Write for additional information. 

r- 

4 LARGEST SELLING BRAND OF LP-GAS IN AMERICA 

1e 

d *Philgas is the Phillips Petroleum Company trademark for 

ne its high quality LP-Gas or bottled gas (propane, butane). 

n. 

. PHILLIPS PETROLEUM 

AS 

e COMPANY 

1g 

® THE ALL-PURPOSE FUEL Sales Department . Bartlesville, Oklahoma 
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By B. L. Gough 


Demonstrations have proved to be the 
most effective technique in selling water 
heaters for mobile home use. 





Mobile Homes Provide a Good Market 


For the Small Gas Water Heater 


| homes, presently 
equipped for the most part with elec- 
tric water heaters, offer a good mar- 
ket for gas water heaters, according 
to Emmett A. Smith, president of 
Southern Heater Co. Inc., New Or- 
leans. 

Southern Heater holds an United 
States marketing franchise for the 
Ascot water heater. Made in Eng- 
land, this heater is sold all over the 
world, wherever gas is available. 

“The Ascot is a good product but 
it is inadequate for American home 
needs,” says Mr. Smith. “So we cast 
about and came up with a home that 
fitted the heater. Today we’re only 
beginning to exploit the prospects. 

“Today’s mobile home owners are 
a settled group,” says Mr. Smith. 
“They don’t gypsy about the country. 
National figures show the average 
mobile home makes about two moves 
a year. Mobile home dwellers are 
more likely to be retired people who 
want to be South for the winter, 
North during summer. Or construc- 
tion workers who flock to the big 
building projects, such as dams or 
new atomic towns, stay until the 
work is done— often a few years— 
then move to the next big construc- 
tion. These people have money to 
spend.” 

Owners of mobile homes equipped 
with electric water heaters complain 
of high cost of operation, shortage of 
hot water, and slow recovery. South- 
ern Heater Co. is making some 
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changes in that. Mr. Smith believes 
that gas will eventually heat water 
for about the same percentage of mo- 
bile homes as it presently does for 
stationary homes. 

To bring this about Mr. Smith has 
a two-pronged selling drive under- 
way. One branch aims at the replace- 
ment market, the other at putting As- 
cot heaters in as original equipment. 

“For replacement sales our princi- 
pal outlets are of two types,” he ex- 
plains. “The first is the trailer dealer, 
the second the LPG dealer. These 
dealers have regular contact with 
mobile home dwellers. The LPG 
dealer is a good outlet because most 
mobile homes use L. P. gas. The As- 
cot heater is made to work with 
either LPG or natural gas.” 

Selling Ascot water heaters for 
original equipment is complicated by 
the number of mobile home manu- 
facturers—200. Fortunately, Mr. 
Smith points out, they are largely 
concentrated in two areas—the Mid- 
west and the Pacific coast. “Some of 
these manufacturers are pretty 
small,” Mr. Smith says, “but they 
must all be covered. 

Loren Murray, head of Southern 
Heater’s mobile home manufacturer 
sales department, has established a 
technique for selling that works well. 
He has a trailer equipped with an 
Ascot heater. Driving it into the en- 
trance of a trailer plant, he calls the 
buyer outside to see something which 
he promises will be of real interest to 








mobile home customers. 

Once the plant buyer is inside the 
trailer he gets a full demonstration. 
He sees the Ascot deliver hot water, 
its compactness, and learns the ad- 
vantages of gas over electricity for 
water heating. 

A big selling point is the ability of 
the Ascot, a “coil type” water heater, 
to deliver hot water continuously. Mr. 
Murray shows this by turning on the 
hot water tap as he goes into his dem- 
onstration routine, then from time to 
time he invites the plant engineer to 
place a finger under the stream of 
still-hot water. “A tank-type heater 
of a size practical for a mobile 
home would have run out long ago,” 
he claims. 

This sales effort is backed by con- 
tinuous advertising in trailer publica- 
tions and in magazines slanted to mo- 
bile home dwellers. 

In exploiting the mobile home mar- 
ket, Mr. Smith has uncovered other 
markets for the Ascot. “We’re push- 
ing the heater strongly far counter 
restaurant use,” he says, “in areas 
where health regulations demand 
180° water in food service establish- 
ments. Many water heaters of a size 
and cost competitive with this can’t 
deliver it. 

“Then too, markets for occasional 
hot water offer good possibilities. One 
is the baptistry, where it isn’t desir- 
able to invest in large heaters for an 
occasional need which can be filled 
by this small gas water heater.” & 


BUTANE-PROPANE News 














. - 


~~ Vv SS pepe we VY 1 





New 
Water | he 


i a ler heater Y beau a. 


New 


ee 


ng ee 















ie 
Z 





APRIL, 1955 





aluminized snap-on cover adds real hy 





gage of seni =-_ 





ety ene cg Te mes 
FTES Ey 
——¢ > 
4 
i | 
Ss | 
| 
"a 
“ ‘ “a 


UNITROL 200 wala henien control 


brings a new sales dimension to automatic 
gas water heaters — thanks to its beauty 

of design. Styled in a wide range of colors, 
reduced in size, Model 200 can be installed 
flush or concealed — is readily serviced / 
should it be necessary. And its attractive / 
beauty to any water heater design. , 
With Robertshaw-Grayson Model 200, / 
handsome is and handsome does — because 
under its exterior beauty is all the famed 
dependability of earlier UNITROL water 
heater controls that made them first choice _ 


, of water heater manufacturers everywhere. 
‘ Ask your water heater manufacturer 


/ 
f 


for full details or write: , 


» Reta aa 


CONTROLS COMPANY 


Grayson Controls Division, Long eet California 
Rae Fulton Controls Sereda} Ld., Nene 
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Whether an LPG dealer 
should branch out into 
the handling of anhy- 
drous ammonia con- 
tinues to be a contro- 
versial subject, but its 
proponents are steadily 
increasing.* Inland Gas 
Co. has taken on the AA 
line, but has maintained 
a sharp division in or- 
ganization and opera- 
tion in the marketing of 
the two products. Of 
particular significance 
is the manner in which 
Inland studied the prod- 
uct before accepting it 
and the effective pro- 
motional schemes em- 
ployed in opening up 
the market. 











Pisccviidies ammonia fertil- 


izer, baby of the bottled gas distrib- 


uting industry, came bouncing into 
northern Utah as the result of a suc- 
cessful farmer-aimed promotional 
campaign that has given Inland Gas 
Co. of Logan every reason to be op- 
timistic about AA’s future. 
Becoming, last October, the second 
Utah anhydrous ammonia dealer (a 
Salt Lake City firm started selling 
AA in mid-1954) , Inland began by in- 
viting church and agricultural lead- 
ers to a well publicized county wel- 
fare farm demonstration, which soon 





*Readers of BPN will recall some of the 
pros and cons argued by dealers as re- 
ported in the special AA section in the 
December, 1954, issue. 
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Left: Dean Hale, manager of Inland Gas, measures growth of grain in three-acre test 
field near the firm’s office while a nearby farmer watches. Right: Several county farm 
leaders get a close-up view of an AA application demonstration given by Inland em- 


ployes at the county welfare farm. 


Smart Kick-off Promotion 
Puts Inland Gas Co. Into 
Anhydrous Ammonia Market 


By L. Doyle Peck 


had farmers interested in AA. Then 
a three-acre test plot located just be- 
hind the firm’s storage lot was treated 
with 100 lb of NH; per acre and 
planted with fall wheat. Both of these 
things were done before the company 
officially announced anhydrous am- 
monia service in the area. 

When Inland did announce the ad- 
vent of AA a few weeks later with a 
large newspaper ad, the company al- 
ready had the benefit of newspaper 
editorial coverage, the interest of 
civic leaders, and a fast-sprouting test 
field— purposely fertilized in test 

\strips—ready to tell a graphic story 
to interested farmers. And agricul- 
turists, who agreed the test field had 

“ the finest stand of winter wheat ever 





seen in this area,” definitely were -in- 
terested. 

The first week after the announce- 
ment, 25 northern Utah farmers, rep- 
resenting nearly 4000 acres of crop 


" and pasture land, came into.the com- 


pany’s office for information. Test ap- 
plications were made on 35 acres on 
four farms, and soil tests were or- 
dered on 10 others. A college agricul- 
tural implement class requested and 
received a company demonstration. 
Inland’s decision to accept the new 
line came after much thought, reports 
Dean Hale, manager. “We studied 
figured/and analyzed for two years 
while other L. P. gas dealers over the 
country began distributing anhy- 
drous ammonia fertilizer. With the 
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Now you can.be sure of 
exactly the right unit for 
those problem installations 
that demand high heating 
power and a handsome, com- 
pact heater. Utility’s unit 
heaters are available in 50, 
75, 100, 125, 150 and 225 thousand BTU capacities 
to meet every demand. Each one has been attractively 


a happier living family tree ..- 








See the complete UTILITY heating and air conditioning line now 
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UTILITY’S FULL LINE OF UNIT HEATERS 


designed to please the most particular client. 


Check these advantages: porcelain enam- 
eled heat exchangers; low 24-voltage controls; 
slow speed motor for whisper-quiet operation; 
high efficiency heat exchangers; summer venti- 
lation switch; fully automatic; AGA- 
approved. You'll see why these competitively 
priced Utility Unit Heaters will help you sell 
the job and keep your customers happy! 







GAFFERS & SATTLER AND OCCIDENTAL 
Automatic Gas Ranges 

UTILITY 

Furnaces e Air Conditioners 

Air Coolers « Water Heaters 


all branches of 


UTILITY APPLIANCE CORP., Dept. BPH-4 
4851 S. Alameda St. « Los Angeles 58, Calif. 





Please send me full information on: 


CD Utility Automatic Gas Water Heaters 
NAME. 





ADDRESS_ 
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benefit of knowledge of the successes 
and failures of other propane dealers 
behind us, we think we’re headed for 
a profitable extra business,” he says. 

An extra business is exactly what 
Inland plans to make of the new 
“wonder” fertilizer. The company has 
separated AA completely from its 
regular LPG business wherever pos- 
sible, and plans eventually to make a 
complete severance. It is taking ad- 
vantage of every promotional oppor- 
tunity and of accessible scientific ad- 
vice. 


Outlook Is Good 


“Naturally, we’re encouraged,” 
says Mr. Hale. “We’re in a logical 
position to furnish a product which 
promises to work agricultural won- 
ders with the type of soil here, and 





Mrs. Dean Hale, who acts as office manager at Inland Gas, shows a 
farmer a chart outlining the benefits of anhydrous ammonia fertilization 
for various crops. Company’s fall campaign utilized charts and brochures 
put out by Agricultural Ammonia Institute and American Potash Institute. 


fered. “But from now on, it will be 
on-the-farm results and not just pro- 
motion that will keep us in the AA 
business. That’s why we recommend 
to every prospective fertilizer buyer 
that a complete nutrient soil test of 
his land be taken. Often, other soil 
nutrients besides nitrogen are lack- 
ing, and if NH; is applied to such 
land without worthwhile results, the 
blame will be laid on AA. 

“Often, too, soil analysis will reveal 
that the standard 100 lb of anhydrous 
ammonia per acre is too much or too 
little to be economical for a specific 
farm tract.” 

Introduction of AA to northern 
Utah was timed for fall grain fertil- 
ization and fall treatment for spring 
planting. Inland supplied interested 
farmers with Agricultural Ammonia 
Institute bulletins and pamphlets out- 


An Inland Gas employe takes a soil sample for 
analysis. Soil nutrient tests, done by soil laboratory 
at Utah State Agricultural College, are a ‘‘must’’ 
before anhydrous ammonia is applied. 


ideas based on other dealers’ experi- 
ences with the fertilizer.” 

Keyed to complete separation of 
propane and anhydrous ammonia, the 
plan embodies: 

1. Individual bookkeeping and bill- 
ing systems. Even though many of 
Inland’s regular rural fuel accounts 
are expected to be among anhydrous 
ammonia buyers, separate invoices 
and billings will be sent for each 
product. 


Don’t Combine 


Separate general ledgers will indi- 
cate profit factors. Biggest cause for 
failure of some dealers handling AA 
in an unprofitable operation has been 
the combining of the new line with 
their regular gas trade, Inland be- 
lieves. Mr. Hale wants to make sure 











initial interest is terrific. We have the 
testing laboratories of Utah State 
Agricultural College and Extension 
Service in Logan at our disposal and 
can have a complete soil nutrient 
analysis for $1.50 per sample; we 
have personnel well trained in the 
handling of pressure liquids, and we 
have a winter promotional program 
outlined to keep interest up. More 


important, we’re ready with a system ' 


calculated to make it a ‘profitable 
long-range business, not just an ex- 
periment.” 

The key to anhydrous ammonia’s 
early acceptance, Mr. Hale believes, 
was the welfare farm demonstration 
and the graphic proof of the test field 
prepared before the service was of- 
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lining the benefits of fall fertilization, 
and followed them up with winter 
meetings with county farm groups, 
aimed at spring anhydrous ammonia 
treatments for fall-harvested crops. 

“Ours would have to be a first- 
blush analysis, because we’re only 
starting,” Mr. Hale observes. “But 
we have every reason to believe an- 
hydrous amonnia could well be the 
answer to our slacker spring and 
summer regular L. P. gas business. 
Naturally, we’re in the LPG business 
first, and we'll continue to service 
and promote for expansion of our 
propane accounts. 

“AA will grow with us as demand 
for service indicates. Meanwhile, 
we've worked out merchandising 


? 


that anhydrous ammonia “pays its 
own way.” 

2. Separate storage, transit and ap- 
plicating equipment. If demand indi- 
cates, LPG and anhydrous ammonia 

‘equipment can be used interchange- 
ably when complete steam-cleaning 
of equipment is done between 
changes. However, separate equip- 
ment allows for faster, more econom- 
ical service to both fuel and fertilizer 
customers, and has its obvious safety 
factors. 

3. Absolute company application of 
AA—no direct sales to farmers. The 
inherent safety precautions needed 
with any pressurized liquid gas are 
well known by trained personnel. 
Also, farmers untrained in applica- 
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“Every gallon saved by ACCURATE METERING 
saves us the profits on several gallons sold’’... 


“Every gallon of LP-gas lost by inaccurate measurement ...every dollar spent 
adjusting or servicing measuring devices... loses the profits on many gallons 
sold. With profit margins what they are, you can’t forever make up these 
losses simply by boosting volume. Best way. to keep your profits is to put 
accurate liquid meters...correctly installed as a fully approved metering 
system...on every LP-gas tank truck. The meters keep track of every gallon 
delivered ...even when you sell through gas meters. 





ee. says JACK H. STUDLEY, 


General Manager We have found our Red Seals to be thoroughly dependable and long 
General Natural Gas Corp., lived. We particularly like the speed with which parts can be interchanged. 
Monticello, N. Y. 


Though we operate trucks all along the East coast, our meter maintenance 
problem is almost negligible.” © 
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TY%4*‘REDSEAL only Red Seal gives you a complete LP-Gas truck 
PRINT-O-METER metering system in one compact unit. All acces- 

All accessories Sories for accurate metering are included...no 
: “extras” to buy... fewer connections to make... 
included __ fewer chances for leaks. Safe at all LP-Gas working 
pressures. Listed by Underwriters’ Laboratories. 
Meets API-ASME Positive Displacement meter code. 
More Red Seals in service than any other make... 
with a proved record of sustained accuracy and 
low maintenance. Capacity 5 to 30 gpm. Larger size 
also available. Choice of ticket-printing or simple 










Free Bulletin 779 
shows recommended closed system 
installation of LP-Gas meters. 
Ask for your copy today. 





NEPTUNE RED SEAL LP-GAS METERS 
FOR TANK TRUCKS, BULK PLANTS AND REFUELING | ca 




















NEPTUNE METER CO., 19 West 50th St., New York 20, N. Y. Canadian Factory: NEPTUNE METERS LTD. Toronto 14, Ont. 
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tion and handling could spread the 
fertilizer unevenly, thereby wasting 
it. 

Because the Logan Inland branch 
(of a Salt Lake City firm which is 
not handling anhydrous ammonia) is 
a limited operation servicing approxi- 
mately 500 propane customers in a 40- 
mile radius, regular personnel will be 
used for AA fertilizer applications at 
first. As expansion demands, how- 


ever, new employes will be specifical- 
ly trained in anhydrous ammonia 
handling and application, and will 
specialize in this, leaving personnel 
experienced in handling propane to 
service regular LPG accounts. 

“We believe that anhydrous am- 
monia does have a place in the LPG 
dealer’s business,” Mr. Hale points 
out. “Because he’s experienced in 
handling another liquefied gas which 
has a similar vapor pressure, he has 
an advantage over, say, a farm supply 
and feed store. If he sells in an agri- 
cultural area and has an established 


rural gas trade, he has every reason 
to expect success. 

“But we’re also convinced, after 
viewing other propane dealers’ ex- 
periences, that success will depend 
on making AA a completely separate 
business as soon as possible. After 
all, it’s a completely different prod. 
uct, sold for a different use, requir- 
ing separate promotion, handling and 
application equipment. As such it 
should be given a chance to prove to 
the individual dealer whether it is 
extra profit, as well as extra busi- 
ness.” ® 





F IVE and one-half years ago Roy 
West, a Hickman, Ky., business- 
man, and his wife started growing 
African violets on their sunporch 
as a hobby. Today West Green- 
houses Florist Shop is a prosper- 
ous business with a separate office 
and shop, and five greenhouses. 


Credit LPG Dealer 


Partial credit for the successful 
florist venture goes to W. B. 
Stokes, sales manager for Airlene 
Gas Co. of Fulton, Ky., experi- 
mented for sometime’ with heating 
systems before installing an L. P. 
gas unit heater in the Wests’ first 
greenhouse. After the heating sys- 
tem proved satisfactory, the Wests 
began to expand their business, 








L. P. gas unit heaters warm the five greenhouses belonging to West Greenhouses 
Florist Shop, located just east of the Hickman, Ky., city limits. 


LPG Warms Flowers and Vegetables 
For West Greenhouses Florist Shop 


adding four more greenhouses and 
LPG heaters for them. 


The heaters are mounted on 
pipes which run into the ground. 
It was not advisable to attempt 
to hang the heaters from the raft- 
ers because of the light structure 
of the latter. 

The best location for the heaters 
proved to be slightly above the 
halfway point between the ground 
and rafters. This height made pos- 
sible good heat circulation at the 
bench level. The thermostats are 
located near the center of the 
greenhouse and approximately 5 ft 
above the ground. The Wests have 
found that with this arrangement 
they can maintain a-constant tem- 
perature within a range of 2° in 
the greenhouses. 





‘Fulton county, does both whole- 


Heaters in greenhouses are mounted 
about half way between floor and roof 
on pipes which run into the ground. 
Best heat circulation results if heaters 
are placed at this height. 


By Ouida Jewell 


The heating cost per Season for 
the five greenhouses is about 
$1000, which the Wests consider 
economical. 


Wholesale and Retail 


West Greenhouses, the only 
commercial greenhouse concern in 


sale and retail business in cut flow- 
ers, potted plants, and vegetable 
plants, serving the area between 
Paducah and Memphis. The Wests 
raise most of their plants from 
seed. 

In the four glass greenhouses 
the plants are grown in benches, 
while in the fifth greenhouse, 
which is plastic, flowers are grown 
in the ground. 
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Here’s a real spring tonic for sales! A three-month campaign of full-color 

Magic Chef ads in leading national magazines is reaching the homes of more 

than 15 million range prospects, plenty of them right in your backyard. There’s 
a big easy-to-use promotion package too, 
ready and waiting to help you tie in and make 
the program pay off in your store. Remember, 
Only One sells like Magic Chef! 
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BEN exclusive 


Are You the Victim of 
Consumer Punishment? 


By Larston D. Farrar 


Larston D. Far- 
rar, one of Wash- 
ington’s well- 
known business 
writers for the 
past decade, has 
contributed to 
such publications 
as Forbes, Bar- 
ron’s, Commer- 
cial & Financial 
Chronicle, and 
Public Utilities Fortnightly. 

He has also been a Washington cor- 
respondent for a chain of newspapers, 
nas worked as consultant economist 
for leading corporations and associa- 
tions, and been a frequent lecturer 
before engineering and business 
groups. 





Larston D. Farrar 





, — ISTIC clerks, sales- 
men, or delivery men can be very 
costly to a businessman. They can 
offend old'customers, repel prospects, 
and cut down the volume of sales 
that active customers might other- 
wise make. And the businessman 
himself is most likely to be the last 
person to find out about offending 
personnel. 

A case in point concerns the cus- 
tomer who went to see his dealer 
about having fuel oil delivered to his 
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... You may be, without knowing 


it. Antagonistic and careless clerks, 


by offending your customers, may be 


costing you many sales each year. 


home. There was no one in the office 
except a new clerk. After identifying 
himself, giving his address and spe- 
cific directions as to how to get to 
his home, the customer carefully told 
the clerk to have the oil delivered at 
a certain time, when he would be 
home. He pointed out that he liked 
to pay his bill when the fuel was de- 
livered, for this gave him a chance 
to see the gauge and check on the 
amount. 

‘* The clerk, paying no attention to 
the customer’s wishes, told the deliv- 
ery man to deliver the fuel oil while 
on his route, whether or not the cus- 
tomer. was home. The delivery man 
did ‘as he was told and the bill was 
sticking in the door one afternoon 
when the customer came home. 

Whether or not the dealer knew it, 
the clerk had caused him to lose a 
customer. The clerk had overlooked 
one of the elemental factors in busi- 
ness—considering the expressed 
wishes of the buyer and, if agreeing 
to those wishes, making certain they 
are observed. This customer trans- 
ferred his business to another dealer, 
one who respected his wishes as to 
how and when he wanted his fuel oil 
delivered. 

This customer purchases only 
about $200 worth of fuel oil a year, 
and it is possible that the dealer will 
never miss his business. On the other 


. 


hand, if 10 such customers took their 
trade elsewhere, the businessman 
would lose $2000 gross business. This 
would hurt. If he kept his offending 
clerks, he would soon wind up with- 
out a business. 

The disinterested salesman can do 
as much damage to a business as the 
careless or openly antagonistic one. 
Not long ago an automobile prospect 
drove his 1951 sedan into an automo- 
bile agency, parked it and inquired 
about a salesman. The salesman, after 
introductions, asked limply, “Where’s 
your car?” 

After looking the car over, he said, 
“The most we can give you for this 
is $1000 on a trade-in.” 

“Well, that isn’t exactly what I had 
in mind,” the prospect replied to the 
lackadaisical offer. 

No sooner had he said that than 
the salesman shook hands, remarking 
that he had some phone calls to make 
and, if the prospect wanted to wait 
a little while, he would talk to him 
further. 

This sort of treatment was not what 
the prospect had expected when he 
came to the agency. He had antici- 
pated a trip through the showrooms 
to see the new models in cars, and 
talking with someone interested in 
him and his family’s car problems. 
He had also thought that a salesman 
might sell him on the idea of keep- 
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... lost independence 


Don’t lose your independence — be independent — 
buy your LP-Gas from an independent producer. 


The Sid Richardson Gasoline Co. with no company- 
owned wholesale or retail outlets gives its customers 
real values and independence... real values because 
our future is dependent entirely upon the success of 
our customers, not on our own retail or wholesale 
outlets. 


Values received: 
Top quality product to 


avoid excess service costs. 


Deliveries of product when you 
need them, winter or summer. 


Priced right to keep you competitive 
and in business. 


Be independent and check for real value. 


Sid Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING e FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS H. L. SCHMIDLEY DON FRANK 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE. 6602 NO. 31ST AVENUE 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA, NEBRASKA 
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ing his 1951 model and buying a sec- 
ond car. 

The prospect drove away, firmly 
vowing never to return to that agency 
again. 


Consumer Punishment © 


The way in which good customers 
and prospects are sometimes treated 
these days is liable to bring consumer 
punishment, which is what the fuel 
oil customer is practicing on the 
dealer and what the car prospect is 
doing to the automobile agency. 
Sooner or later many businesses will 
wither and die of consumer punish- 
ment if the owners don’t take another 
look at their clerks. 

A prime example of a clerk who 
has cost his employer thousands of 
dollars in gross business each year, 
and perhaps for years to come, is the 
grocery store clerk who alienated a 





customer who had bought abo ut 
$1200 worth of groceries a year for 
three years. 

After filling her shopping cart with 
groceries one day, the customer pre- 
sented her check for payment. The 
new clerk at the check-out stand chal- 
lenged her in these words: 

“I’m sorry, madam, but your name 
is not on the approved list of those 
who may cash checks.” 

“Not on the approved list?” the 
customer asked. “Why?” 

“T don’t know,” the clerk respond- 
ed. “I have a name on my list that 
corresponds with yours, but the ad- 
dress on your check is different from 
the one on the list.” 


The customer asked to see the list 
and found the clerk was. right. Her 
name was there, but her address was 
“Vienna, Va.,” instead of “Fairfax, 
Va.” The two towns are about five 
miles apart. When the customer, who 
lives in the country, applied for credit 
several years before, she had prob- 
ably stated, “Between Fairfax and 
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Vienna,” and the original clerk had 
written Vienna. 


The customer explained this to the 
clerk and produced identification. 
But the clerk was adamant, telling 
her that the manager, whom the cus- 
tomer knew, was not there and that 
he, the clerk, would make no attempt 
to contact the manager. 


So the customer, in a bad temper, 
went home without her groceries. 

One thousand women who buy as 
many groceries as this customer 
would bring a market a total gross 
business of $1.2 million each year. 
This same store did a gross business 
of $1 million a year ago; today its 
gross is down to $650,000, and the 
owner may awaken to the facts too 
late. 


He’ll Never Know 


The most costly thing about the re- 
sults of antagonistic actions on the 
part of clerks is that many customers 
who drop out are too timid to bring 
the abuses to the businessman’s at- 
tention. As a result, a poor, un- 
trained, or rude clerk can deal the 
businessman body blows and the 
businessman will never know who is 
doing it. The clerk will always be 
polite to the boss, but may be impo- 
lite to his best friends—his custom- 
ers. 


It is amazing to attend the sales 
meetings of manufacturers, wholesal- 
ers, and retailers in many lines and 
to hear them talk about the necessity 
of hard selling—then to visit their 
places of business and find out how a 
typical customer is sometimes treat- 
ed. Many a businessman who talks 
about good selling would do well to 
examine his own personnel. 


It is essential for everyone who 
has a business to examine and re- 
examine the people who work for 
him, and particularly the clerks who 
have direct contact with the public. 
Today, when it is more difficult to get 
new customers than to get new em- 
ployes (the reverse was true a few 
years ago), it is important that the 
businessman take more care in the 
type of personnel he hires, and in the 
training he gives them. The person. 
nel must be constantly supervised so 
that those who make enemies instead 
of friends for the business may be 
dismissed. 


There are certain general charac- 
teristics that all clerks who deal with 


the public should have. Among these 
courtesy, of course, is primary. And 
a clerk’s courteous treatment of a 
customer should consist of something 
more than a mere “Yes, ma’am,” or 
“Yes, sir.” 


Aware of Problems 


The salesman must have some 
awareness of the problems of the cus- 
tomer. The customer in a stationery 
store, for example, may be parked in 
a 20-minute zone. He wants quick 
service. Generally he will indicate 
by his movements or his words that 
he is in a hurry, and at such a time 
a slow clerk can have a maddening 
effect upon him. If a clerk is not go- 
ing to make it a point to be aware of 
the various moods and desires of his 
customers, he is not going to be able 
to be courteous at all times. 


Interest in the customer is as im- 





portant as courtesy. Each customer 
likes to think that he is important. 
The best way in the world for a sales- 
man to build goodwill for a business 
is to show an interest in a customer’s 
needs and wants. Of course, interest 
can be overdone, at which point it 
becomes curiosity, which is offensive. 
The clerk who is sincerely interested 
in the needs and desires of custom- 
ers is a real asset for the business- 
man. People will come back to trade 
with a salesman who shows an inter- 
est in them. i 
Intimate knowledge of the sales 
field that he is in is a “must” for a 
good salesman. If a clerk is not fa- 
miliar with the product he is selling, 
he is inviting trouble with customers. 
The salesman should be up on recent 
developments in his field; he should 
be an avid reader of his trade pub- 
lications and of general magazines. 
If your clerks are costing you sales, 
there is no better time than the pres- 
ent to do something about it. ® 
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“te METERED 


to OVER 150,000 CUSTOMERS 


and every one of them is served by_ 
an American® Meter! 
















































SUPERIOR L. PR 
GAS SERVICE 


ASSURED 


Over 150,000 customers in seven 
northeastern states from Maine to 
Maryland serviced by the inde- 
pendent dealers of Fuelane Cor- 
poration, Liberty, N. Y. are as- 
sured superior gas service just like 
city gas users through the “Happy 
Cooking” metered LP-Gas pro- 
gram of this outstanding organiza- 
tion. And every one of them is 
, given an automatic supply of LP- 
Gas measured by American Meters. 





Fuelane dealers use American 
Meters as a selling tool . . . featur- 
ing “metered gas” in all their sell- 
ing activity. And as a supplier of 
modern LP-Gas Service, Fuelane 
has found that metered service 
helps solve storage problems, cuts 
expensive cross-hauling, and en- 
ables them to supply metered 
service in even the remotest areas. 


Dependable, accurate American 
meters have helped Fuelane’s deal- 
ers—and hundreds of other LP- 
Gas suppliers as well—to depend- 
able, accurate measurement and 
to the increased sales that come 
with modern supply methods. If 
interested in further information 
write Fuelane Corporation for their 
comments, or send for your free 
copy of “Guide to LP Metered Gas 
Service,” from American Meter Co. 
To modern plants like this in seven states, Fuelane Corporation, Liberty, N. Y., 
supplies a complete service to its dealers and other LP-Gas operators including 


Management and Engineering Consultant Service, Advertising Promotion, Sales 
Training Helps, and a Service Training Program. 


AMERICAN PP 


METER COMPANY 
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~ RELIEF VALVE MANIFOLD 


@ The Only Relief Valve Manifold That Provides Full Protec- 
tion Through a Single Opening for 30,000 Gallon LP-Gas 


Containers. 


@ The Only Relief Valve Manifold Listed by Underwriters’ 
Laboratories, Inc. 


’ The new RegO 7564 Series Relief Valve Manifold is the only relief valve manifold 
with adequate passages through the manifold body—assures minimum capacity loss 
—the only manifold to provide full protection through a single opening for 30,000 gal- 
lon LP-Gas containers. Any three relief valves provide a combined capacity of 27,750 
cubic feet of air per minute, usually more than ample for a 30,000 gallon LP-Gas 
container . . . permitting removal of the fourth relief valve for test or replacement 
at any time. Manifold body is cast steel . . . relief valves are steel. It’s another First 
for RegO ... available through your RegO distributor. 


~<BASTIAN- BLESSING?" 





4201 West Peterson Avenue, Chicago 30, Illinois 
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| ‘ 
-Gas Equipment is stocked by leading distributors throughout the world... or write to The Bastian-Blessing Co. 
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Growth and Expansion Highlight 
Canadian LPG Outlook for 1955 











A View of the Canadian Economy 


li outlook for Canada in the 
years to come appears bright, ac- 
cording to Mr. Urquhart, with the 
economy possibly growing more 
independent of the United States 
business curve than is generally 
assumed. The 1948-49 business dip 
in the U.S. was hardly felt in Can- 
ada. The American recession of 
1954 was shared only in part by 
Canadians. 

Dr. van der Valk, author of “The 
Economic Future of Canada,” fore- 


casts a population of 23 million 20 . 


years from now, and a gross na- 
tional product of $80 billion by 
1975, compared with about $24 bil- 
lion in 1954. He foresees a solid in- 
dustrial development along Lake 
Ontario, which will join with a 
similar development on the U. S. 
side to become a production center 
of major importance in the world’s 
markets. Dr. van der Valk also 
praises the relatively limited inter- 
ference in business and the lives of 
citizens from their governments, 
and the willingness of Canadians 
to save money and provide the 
capital needed for the growth of 
Canada. 

Every year since the war Cana- 
da’s gross national product has 
jumped an average of 5%. The 


year 1954 pulled it up short, how- 
ever; apparently the gross nation- 
al product will be 2% below 1953. 
Weakness in export markets and 
dwindling farm income reflected 
themselves in manufacturing, 
which was off 5% in the first nine 
months. Production of hard goods 
slid 9%, soft goods 1%, Canadian 
steel mills produced 25% less ingot 
during the first 10 months, auto 
and truck output was off 29%. 
Spending by business on new man- 
ufacturing plants is estimated to 
be off by 9%, spending on new 
machinery by about 14%. 
However, all important mineral 
production was up 10%. At the 
same time businessmen were shav- 
ing inventories, prewar capital in- 
vestment in Canada amounted to 
14% of the value of the national 
product and in 1954 looks as if it 
will be 24%. New housing con- 
struction, at an estimated $1.1 bil- 
lion, was prime bulwark for the 
Canadian economy and the boom 


- will probably continue into 1955. 


Despite the drop in the gross 
national product, most Canadians 
felt that 1954 wasn’t such a bad 
year. Businessmen right now are 
very encouraged and see in 1955 a 
better year than 1954. 
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By G. T. Urquhart 
St. John Propane Gas Co. 
New Brunswick 


‘Tee will be a steady growth 
in the Canadian L. P. gas industry 
during the current year and the long- 
term picture appears to be one of ex- 
pansion. This is the concensus of a 
number of authorities in Ottawa who 
were asked for their opinion on the 
outlook for LPG in 1955. 

The demand for propane in Canada 
has set new records each succeeding 
year. While the Canadian propane in- 
dustry is still virtually in its initial 
stage of development (as compared 
to its United States counterpart), it 
has nevertheless registered surpris- 
ing growth, especially since 1946. 

In 1946 Canada produced 20,360,000 
lb and imported 164,916,000 Ib. In 1953 
Canada produced 236,261,000 lb and 
imported 263,071,000 lb. The import- 
over-production ratio of 7:1 in 1946 
became in 1953 1.1 : 1. This clearly in- 
dicates the importance Canadian re- 
fineries are placing on the industry. 

The supply of propane is likely to 
increase quite significantly following 
the completion of the Trans-Canada 
matural gas pipeline. During the 
spring of 1955 construction is expect- 
ed to begin on a $20 million pipeline 
to carry liquid propane to Winnipeg 
and a main for propane-air gas to cir- 
cle the metropolitan area of the city. 
The liquid propane, when it reaches 
the city, will be vaporized and chemi- 
cally mixed with air to produce the 
natural gas substitute. It is estimated 
that 40 million gallons a year will be 
piped in. 

The propane.air gas will be used to 
augment services when natural gas 
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FISHER 


HEADQUARTERS FOR 


Two-Stage Regulator Systems 


The correct size for every job. 
Specialized regulators for high pressure first stage. 
Specialized regulators for low pressure second stage. 





TYPE .64 


The ideal system for multiple outlet installations. 


iz 7} TYPE 722V-104 


TYPE 722V -i03 
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10 PSI 
For large commercial or industrial installations, 2,500,000 
BTU per hour. Both first and second stage have %” orifices. 


_ Write for your copy of “Why and How to Use Two-Stage Regulation on LP-Gas Systems.” 





FISHER GOVERNOR COMPANY ¢ MARSHALLTOWN, IOWA 6 u 
Eastern Office: 212 New Dickson Bldg., Westport, Conn. ws [e)' 
LEADS THE INDUSTRY IN RESEARCH FOR BETTER GAS PRESSURE CONTROL ANNIVERSARY 
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arrives in Winnipeg and to serve new 
housing developments until they have 
natural gas. The main use of the sys- 
tem after the arrival of natural gas 
will be to aid in handling peak de- 
mands for gas during the winter 
months. 

According to Natural Gas News, 
published by Winnipeg and Central 
Gas Co., the pipeline will be built 
from the Tioga wet gas field in North 
Dakota and will carry liquid propane 
and, as circumstances warrant, other 
petroleum products. 

What happens to this pipeline, and 


in a way to the LPG industry in Can- 
ada, is related to the Canadian econo- 
my as a whole (see box). Business 
Week (Feb. 5, 1955) points out that 
Trans-Canada Pipe Lines Ltd., orga- 
nized by United States and Canadian 
financiers, has a federal charter to 
build the line but hasn’t been able to 
secure enough firm supply contracts 
at the western end and enough pur- 
chase agreements in the East to in- 
sure financing. Business Week goes 
on to say that there will be no money 
until the pipeline promoters can show 
the investment fraternity in Toronto, 





Ecouomy LP-GAS SYSTEMS 
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Some of the many Features and 
Qualities of Economy Erernens 


QOWOOQOOOVO 


ONE PIECE STREAMLINE DOME! 

STURDY DETACHABLE HINGE! 

LARGE ORFICE REGULATOR! | 

LIQUID TAKE-OFF, BUILT-IN EXCESS FLOW! 
FLOAT GAUGE, REPLACEABLE SNAP-ON DIAL! 
BOTTOM PLUG FOR LIQUID, OR CLEAN OUT! 
LIQUID LEVEL OUTAGE GAUGE 

PRESSURE GAUGE OUTLET! 


SEE US BEFORE YOU BUY! 


Economy Truck Tanks, Transports, Skid Tanks, Anhydrous 
Ammonia Tanks dnd all types of Steel Fabrications. 


DALLAS TANK COMPANY 


201-5 W. Commerce Street 


~ PO Bex 5387 


DALLAS, TEXAS 
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Montreal, and New York proof that 
Ontario and Quebec are willing to 
buy gas at a price that will keep the 
pipeline in the black. 

From an investment standpoint the 
propane industry in Canada is being 
watched very closely. In 1954 Nesbitt 
Thompson & Co. successfully offered 
an issue on behalf of Superior Pro- 
pane Ltd., and other smaller accounts 
were offered and underwritten dur- 
ing 1954 by investment houses. 

In Canada in 1955 there is evidence 
on all sides of business optimism 
among propane dealers. Experts are 


_ saying that LPG is progressing faster 


than the general economy, if for no 
other reason than that less than a 
decade ago it had so much further to 
go. Considering the increase in pro- 
duction and imports of propane in 
Canada in the last few years, if op- 
erators don’t go forward it won’t be 
for lack of opportunity. 

The gas utility industry and appli- 
ance manufacturers are also busy on 
basic improvements in appliances 
that will be on the LPG dealers’ sales 
floors within the foreseeable future. 
There is a new emphasis on glamor- 
izing the kitchen, with plans for new 
built-in appliances, now including 
clothes dryers, that continues to in- 
fluence consumer demand. 

Those in the propane industry must 
activate new programs for convinc- 
ing builders and architects that pro- 
pane appliances are the preferred 
equipment for new homes. 

Robert H. Winters, M.P., minister 
of public works, said in a CBC Trans- 
Canada broadcast recently: “As to 
the year before us, the construction 
industry, which is often regarded as 
a barometer of the economic well- 
being of a country, can look forward 
to a high level of activity in Canada 
throughout 1955, strongly supported 
as it is among other things by the 
prospects of another exceptionally 
good year of house building. The bulk 
of new construction will be,.of course, 
initiated by private enterprise, which 
in the main has shown a responsible 
and healthy approach to the problems 
of developing this country. But I can 
assure you that the government’s en- 
larged program will be developed 
and implemented in a manner de- 
signed to bring the greatest benefits 
to Canadian citizens.” 5 


Adapted from a talk by G. T. Urquhart 
delivered Feb. 24, 1955, at the Eastern 
Canadian District, LPGA, convention, 
Montreal, Canada. 
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DEPENDABILITY 


When you look for dependability, you 
want it not only today, but in the years 
ahead for those plans of expansion and 
increased business. A contract with Tuloma 
assures you of long-term supply from more 
than 30 plants and refineries, “on time” 
deliveries by Tuloma’s large tank car fleet, 
and expert service from a staff of experi- 
enced technicians. It’s more than just a 
written agreement, it’s a personal relation- 
ship in which Tuloma becomes an integral 
part of your operations, going far beyond 
contract obligations to provide you with the 
additional services and assistance your busi- 
ness may require. Why not contact Tuloma 
today for a contract with dependability! 


PHONE 2-3261 ® BOX 591 & STANOLIND BUILDING eo TULSA2,0KLAHOMA 
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accommodate 2500 100-Ib cylinders. 


Its success with L. P. gas and gas appliances encouraged Collins 
& Ryan of Millsboro, Dela., to build its own bulk plant, with two 
30,000-gal. storage tanks. The 35 ft x 123 ft building will 








New building belonging to Collins & Ryan is located outside the 
congested section of Millsboro. Structure was built when the 
company decided to sell its furniture store and electrical appliance 


business and concentrate on an LPG and appliance business. 





Collins & Ryan Sells All Other Business 


To Concentrate on LPG and Gas Appliances. 


Epan strawberries and tomatoes 
to L. P. gas and appliances—this is 
the success story of Collins & Ryan 
Inc. in Millsboro, Dela. In 1911 the 
firm opened as a general store, suc- 
cessively adding furniture stock, 
farm implements, a tomato factory, 
strawberry brokerage, L. P. gas, and 
finally appliances as it grew and ex- 
panded. Today, 44 years later, the 
company has sold everything to con- 
centrate on the operation and expan- 
sion of its LPG and gas-appliance 
business. 

Its success with L. P. gas and ap- 
pliances encouraged Collins & Ryan 
in 1946 to build its own plant, with 
two 30,000-gal. storage tanks. The 
plant has facilities for filling 13 100- 
lb cylinders at a time, each bottler 
having an automatic cut-off. The 
building, which is 35 ft x 123 ft, will 
accommodate 2500 100-lb cylinders. 

The firm also built a garage and ap- 
pliance service section, each with 
large parts departments. Two full- 
time mechanics service the com- 
pany’s fleet of trucks and cars. The 
appliance service manager oversees 
a staff of servicemen and keeps an eye 
on the paint and bake shop, which 
is in operation every day. 

When Collins & Ryan decided to 
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concentrate entirely on L. P. gas and 
appliances, it also decided to build a 
new store. This it located on DuPont 
Blvd., which is the busiest highway 
in the Millsboro area. The new build- 
ing, located outside the congested 
section of town where the former 
store was, is a modern one-story 
building of concrete and steel con- 
struction, 60 ft wide and 130 ft long. 
The front of the building has a cream- 
colored built-in sign board, with the 
company name in black letters with 
shadow lighting. Parking space 
around the building will accommo- 
date 100 cars. 

Inside the new green building are 
two showrooms, one located in the 
vont for displaying new gas appli- 
ances, the second in the rear for used 
appliances. The building, which also 
includes seven offices and five supply 
rooms, is entirely heated and air con- 
ditioned with gas. 

It was June of 1911 when E. B. 
Collins and E. C. Ryan opened the 
general store which they called Col- 
lins & Ryan. In the late 20s they pur- 
chased several farms and tenant 
properties in the surrounding terri- 
tory and operated these also. By 1925 
the business had grown so much that 
a new building was needed so the 


firm built a three-story red brick 
store in the heart of Millsboro. Three 
years later the company added ap- 
pliances to the list of things it sold. 

In 1934 the company discontinued 
the grocery operation in favor of fur- 
ther appliance expansion. The follow- 
ing year it was appointed a gas dealer 
by a major propane distributor and 
began to serve customers with 100-lb 
cylinders. 

Until World War II, when manu- 
facturers were forced to cease pro- 
duction of appliances, Collins & Ryan 
had one of the largest appliance busi- 
nesses on the East Coast. It was dur- 
ing these years that the firm decided 
to build its own bulk plant at the 
end of the war. 

In January of 1954 Collins & Ryan 
sold its furniture store and electrical 
appliance business, in order that it 
might in the future exclusively op- 
erate and expand its gas and gas ap- 
pliance business. 

The company became incorporated 
in 1950 and is operated today by E. B. 
Collins and his son, J. E. Collins. The 
firm sells gas and gas appliances, both 
retail and wholesale, over most of the 
eastern coast of Delaware, Maryland, 
and Virginia. ® 
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JOHN WOOD Automatic 64 water haters 


70ST 259 TO OPERATI 
AND VOU GAN PROVE IT 


It’s SAVINGS that make sales 
It’s here—ready to work for you! JOHN WOOD 


has a water heater story that’s a natural for sales! 
BY ACTUAL TEST, John Wood Water Heaters 
cost your customers less per gallon for hot water 
...make savings no other construction can 
match! That’s because the OFF-CENTER flue 
construction—developed and featured by JOHN 
WoOOD-—beats every known water heater con- 
struction for economy in test after test. 

That one fact gives you a real edge on all 
your competitors. Nobody has an economy story 
like yours when you feature JOHN WOOD. 
Nobody has the profit chances you get with the 
proved JOHN WOOD economy story! 

Here’s potent sales material—backed up by 
the hardest hitting program of promotion and 
advertising yet—all working for you and your 
bigger profits. 

Ask your JOHN WOOD representative for 
the full story. 

Write for FREE Book “How Do You Judge 
a Water Heater” —Today! — 


BEATS the rest 
by EVERY test 


JoHN Woop gives you more to build sales— 


——> COMPLETE LINE of sizes and styles, vertical and table top models 
—> A PRICE FOR EVERY BUDGET 

——> THE ONLY WATER HEATER OFFICIALLY SELECTED BY Mrs. America 
-—»> FULL PROMOTIONAL HELPS to build your sales 
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water heater anywhere ! HEATER AND TANK DIVISION 
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New Products and 
Trade Literature 








mation desired. 


To secure further information on products or new publications, 
fill out the coupon and mail, indicating by number the infor- 








1. Gas-Fired Infra-Red Radiant Heater 


ma 





A gas-fired infra-red radiant heat- 
er, designed for outdoor as well as 
indoor heating, is being manufac- 
tured and distributed in the United 
States by the American Infra-Red 
Radiant Co. and Perfection Stove Co. 
The unit, whose unusual outdoor 
heating applications throughout Eu- 
rope have received widespread pub- 
licity in this country, heats objects 
without heating the air and is, there- 


fore, practical and economical for out- 
door use. 

The radiant heating element is in a 
portable, self-contained unit which 
holds a 50- or 100-lb L.P. gas cylinder. 
Gas is burned below the surface of 
ceramic catylists in 200 holes per sq 
in. The element gives full heat in- 
stantly and has a maximum capacity 
of 48,000 Btu per hour. Energy con- 
centration is sent in any direction in 
wave lengths of between 1.5 and 4 
microns. 

Among the many uses for the new 
infra-red heater suggested by the 
manufacturers are spot and area heat- 
ing in airplane hangers, outdoor serv- 
ice stations, loading platforms, or- 
chards, and warehouses. The heater 
could be used at public gatherings, 
where crews are working, on side- 
walks and near store fronts, while 
pouring concrete in freezing weather, 
and for various other drying opera- 
tions where other methods of heating 
are not practical. 


American Infra-Red Radiant Co. 
Perfection Stove Co. (licensee) 





2. Multiple Sealing Valve 





Longer life, ease of operation, ease 
of adjustment and positive pressure- 
sealing are claimed by the Ohio Injec- 
tor Co. for its lubricated plug valve 
design. 
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A feature of the valve is multiple 
sealing which includes lubricant, “O” 
ring, gland liner and packing seals. 

Four vertical lubrication grooves 
in the plug give uniform and ade- 
quate distribution of a sealing lubri- 
eant around the port areas. Two 
grooves (180° apart) do not cross 
body ports in operation; two grooves 
(180° apart) do cross body ports in 
operation but are connected with lu- 
bricant supply only when the plug 
is in fully opened or closed position. 

The hydrocarbon-resistant “O” ring 
provides a positive seal between the 
gland liner and the plug shank while 
the resilient packing (not synthetic 
rubber) seals between the gland liner 
and the cover. The bottom of the 
gland liner mating with the lapped 
surface on the top of the plug pro- 
vides an additional seal. 

The gland liner is OIC Alloy 40 
bronze, with low friction bearing 
characteristics and a melting point in 
excess of 1750° F, which features 
unusual non-galling and non-seizing 
characteristics. 

Precision gland adjustment is 





achieved by the use of fine thread 
studs and semi-finished, washer-faced 
nuts on spot faced bearing surfaces 
on the gland. A minimum of recur- 
ring adjustments is required because 
the resilient packing is completely 
isolated from all moving parts which 
assures longest possible packing life. 

A position indicator on top of the 
plug shank and a visual stop integral 
with the gland show the position of 
the plug at a glance. 

OIC plug valves are available in 
steel, 150- and 300-lb pressure classes, 
and in semi-steel, 150 through 800 Ib, 
WOG in sizes ¥ in. to 12 in. 

Ohio Injector Co. 


3. Water Heating System 


A two-temperature water heating 
system has been devised by the Per- 
maglas Division of A. O. Smith Corp. 
for commercial installations employ- 
ing the A. O. Smith-Burkay line of 
volume water heaters. 


The tank is maintained at a tem- 
perature of 140°F for general purpose 
water distribution. For high tempera- 
ture (sanitation) purposes, the water 
is drawn from the tank to the heater 
and boosted up to a high temperature 
of 180°. 

The “Shure Temp Booster Recov- 
ery System” features automatically 
maintain the temperature in the 
transmission line to thé sanitizing 
equipment, such as the dishwasher, 
etc., and assure immediate high tem- 
perature water at all times at the 
point required. 

A. O. Smith Corp. 


4. Console Heater Line 


A completely new styling and a 
wide range of colors for the Herman 
Nelson line of console heaters have 
been announced by the American Air 
Filter Co. Inc. These heaters, which 
have been designed to meet the de- 
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mands of architects, have all the en- 
gineering advantages of the deluxe 
(cabinet type) heater plus complete- 
ly new styling. 

Advantages of the new console 
heaters include a removable base for 
wall-hung units; a key-operated, two- 
speed key switch that is operated 
through the grill, removing the need 
for an access door; a one-piece front 
panel for fully recessed wall or ceil- 
ing applications, and easy access to 
all parts by the removal of only two 
chrome-plated, key-operated screws 
on the front panel. 

Another feature is the wide choice 
of colors available. Console heaters 
are offered with a basic color of Nel- 
son grey. Units. are also available in 
seven different colors and in many 
two-tone designs. 

Herman Nelson console heaters of- 
fer a variety of models, including 
floor-mounted, wall-mounted and 
semi-recessed, full-recessed, ceiling 
mounted, ceiling semi-recessed and 
full-recessed, and wall inverted. 

Technical details contained in Bul- 
letin No. 727 are available upon re- 
quest. 


American Air Filter Co. Inc. 


5. Dual Hose Reel 






A hose reel that makes it easy to 
handle both liquid and vapor-return 
hoses simultaneously in the delivery 
of L. P. gas has been designed by 
Clifford B. Hannay & Son Inc. 

With the Hannay dual hose reel 
both hoses can be payed out and re- 
wound as one. The two outlets are 
placed next to each other at one end 
of the spool so lines can be conveni- 
ently taped together at any desired 
interval. There is no separation of 
hoses on the reel. Both liquid and va- 
por-return hoses wind side by side 
around a continuous, smooth surfaced 
reel with rolled edge discs at either 
end. On bottom wind reels tubular 
rollers ease hose on and off the drum 
preventing scuffing, bending or other 
damage. 

The weight of the reel is supported 
on bronze bearings and is not carried 
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6. L.P. gas Refrigerator 





The Krefft refrigerator, a low-cost 
compact L. P. gas refrigeration unit, 


is being offered by Norco Sales Corp. 
Expressly designed to fill a need in 
many fields for a small refrigerator, 
the Krefft has gained wide accept- 
ance as an ideal unit for use in trail- 
ers, motels, boats, and mountain cab- 
ins. 

Krefft features silent refrigeration 
units with no moving parts, and gas 
consumption is extremely low on 
both the 3.9- and 2.8-cu ft models. In- 
teriors are of acid-proof vitreous glass 
and are fitted with four full-width 
shelves in addition to two door 
shelves. The cold compartment holds 
three ice trays; vegetable crisper and 
drip tray are standard equipment. 
Fully automatic safety control is 
AGA approved. 

Norco Sales Corp. 





by the forged steel ballbearing swing 
joint, which will withstand pressure 
up to 1000 psi. Ball races of the swing 
joint are flame-hardened to assure 
efficient operation for the life of the 
reel. 

Either explosion-proof electric or 
hand rewind are available. 
Clifford B. Hannay & Son Inc. 


7. Two-Way Radio 





Operating flexibility and extra 
power to overcome high audible noise 
levels are two characteristics of a low- 
cost, “packaged” two-way radio sys- 
tem placed in production by Motorola 
for use in repair trucks or other ve- 
hicles. It provides a means of direct- 
ing a work crew’s activities as well 
as communicating with headquarters 
and other vehicles. It is especially 
recommended for use in industrial 
areas characterized by high audible 
noise levels from machinery, trucks, 
etc. 

The system, consisting of receiver, 
transmitter, and power supply with 
an audio booster amplifier, fits into a 
standard 15-in. housing, takes up a 
minimum of space, and is easily in- 
stalled. It operates interchangeably 
with either a 6- or 12-volt battery in- 
stallation. Audio output is 10 watts; 
R.F. output is 25 watts. 
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The basic radio may be easily modi- 
fied or added to in order to provide 
a custom installation at low cost. 

The radio is designed for operation 
on one frequency (same as base sta- 
tion) or on two frequencies if system 
requirements so dictate 
Motorola Communications & Elec- 
tronics Inc. 


8. Fire Extinguisher Cart 





American-LaFrance-Foamite Corp. 
has designed and built a fire extin- 
guisher cart—a device for stationing 
various combinations of dry chem- 
ical, carbon dioxide and vaporizing 
liquid type extinguishers at strategic 
locations and for transporting them 
easily to the scene of the fire in the 
quickest possible time. There is no 
lifting from wall hangers. Simply 
grasp the cart handle and go. 

This cart is especially useful when 
it is necessary for one man to fight a 
fire, as he can carry three extinguish- 
ers instead of one. 

Height, 46 in.; floor space required, 
14 by 21% in.; diameter of wheels, 
10 in.; weight (shipped loose), 26.2 
lb.; finish, black enamel body and red 
enamel wheels. 


American-LaFrance-Foamite Corp. 


9. Flame Cutting Equipment 


The Flame Cutting Equipment Co. 
has announced that it is manufactur- 
ing and marketing a complete new 
line of cutting tips, heating heads, 
torches, and other allied products 
under the trade name of -“Proxy.” 


“Proxy” torch tips have been de- 
signed especially for use with pro- 
pane, butane, and natural gas. 
Smooth, clean cuts with sharp top 
and bottom edges, and cut surfaces 
having low Brinell readings are ob- 
tained at the same gas and oxygen 
pressures, and at the same cutting 
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speeds as when the more expensive 
acetylene is used as the fuel gas. 

Many fabricators of armor plate 
have found that the use of liquefied 
petroleum gas has a natural tendency 
to produce cuts in welded compo- 
nents having narrower kerfs with less 
adhering slag. This results in reduc- 
ing or eliminating subsequent chip- 
ping and grinding, with resulting sav- 
ings in overall costs. 

“Proxy” torch tips have been effi- 
ciently designed to give the propane 
user all of the inherent advantages of 
this gas at no increase in the amount 
of oxygen used. They are manufac. 
tured to fit all standard hand-and ma- 
chine-cutting torches and cutting at- 
tachments. 

A 12-page brochure entitled “Flame 
Cutting With Propane Using Proxy 
Torch Tips” gives facts and figures 
concerning the savings that may be 
obtained when efficient equipment is 
used for flame cutting operations 
utilizing propane. 

Flame Cutting Equipment Co. 


10. Water Heater Control 





A new “glamorized” water heater 
control, specially designed for mount- 
ing outside the water heater shell yet 
thin enough for easy concealment, 
has been developed by Robertshaw- 
Fulton Controls Co. 


The control is shaped much like a 
cigarette case for ease of installation 
and, when necessary, concealment. It 
is only 1 7/16 in. thick, 4 17/32 in. 
high and 4% in. wide. 

While different in size and appear- 
ance, the control retains standard, 
field-proved components of the com- 
pany’s “Unitrols,” and has been desig- 
nated the “Unitrol 200.” It is suitable 
for all gases. 

The Unitrol 200 was designed to 
harmonize in both appearance and 
color with the lines of the water- 
heater shell. The body is a die-formed 
pressure casting with a smooth, fine- 
finish appearance. It has a snap-on 
aluminum cover, available in a wide 
choice of colors. 





The snap-on type temperature dial 
can be exposed while the control it- 
self can be completely concealed in- 
side the shell without special forming 
to the water heater jacket or door. It 
can be hidden in 2 in. of insulation. 

Unitrol 200 combines a snap-action 
thermostat, a thermo-magnetic auto- 
matic pilot and a large capacity gas 
cock. It is of the 100% shutoff type, 
with the safe lighting feature. 

Its air gap construction feature pre- 
vents water from a damaged immer- 
sion element from entering gas lines. 
All parts exposed to gas are made of 
aluminum to eliminate corrosive at- 
tack by sour gases, while red brass 
and copper are used for all parts sub- 
merged in water. 
Robertshaw-Fulton Controls Co. 


11. Oil Filter - 





A cylindrical, porous, bronze oil 
filter, originally developed for use 
on cars, is now being introduced to 
industry for use on cars, trucks, trac- 
tors, marine, and industrial engines 
wherever filtering of oil is involved. 

Removing particles as small as 39 
millionths of an inch, it never needs 
replacing; an occasional cleaning re- 
stores it to new condition without the 
cost. 


Engine Products Manufacturing Co. 


12. Rust Control Agent 


A simpified and muchadvanced 
way to prevent rust on farm ma- 
chinery and implements as well as 
on gutters, corrugated roofing, other 
metal building materials, and any 
iron or steel surfaces, is now avail- 
able through Constad Laboratories. 
The product is “Zinktron,” a labora- 
tory-developed method of surface 
protection which is as easily applied 
as paint right over the rusted surface. 

The manufacturer claims that the 
coating offers all the advantages of 
“hot dip” galvanizing with none of 
the expense or inconvenience. “Zink- 
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are in one model of theLMC Home Delivery Unit 


High tensile steel construction with indented fittings 
give the LMC Home Delivery Unit a safety factor that 
is unsurpassed in the industry. 


Safety 


Low initial cost and durable construction that makes 
for longer life, combine with large capacity pumps to 
assure you of low operating cost on this and all LMC 
units. 





Economy 


Whatever the capacity of the LMC Home Delivery 
Unit you select (available in 1400 to 2200 gallons), 
you'll find the weight of the tank low-in-ratio to total 
gross weight. 


High Payload 


The LMC’s sleek, streamlined design, accented by the 
exclusive chrome hand-rail, gives that smart appear- 
ance which creates customer confidence. 


/ 


Smart Appearance 
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tron” is applied with paint brush or 
spray gun. A gallon covers 450 sq ft. 
“Zinktron” takes only one hour to 
dry. 

The product can be used over 
rusted surfaces (loose scale remov- 
ed) and a galvanic action takes place 
through the rust. “Zinktron” pre- 
vents rust creep due to its mechanical 
as well as chemical properties. 


Constad Laboratories 


13. Agricultural Ammonia Gauge 


SA 


Two new gauges have been added 
to the Marsh Instrument Co. line of 





agricultural ammonia instruments— 
one graduated 0-60 lb and the other 
graduated 0-150 lb. Both gauges are 
standard with 1 lb primary division. 
Designed for use on metering devices, 
these gauges provide close accurate 
reading. 

These two gauges are the latest 
addition to a line of gauges developed 
specifically for the agricultural am- 
monia field. Other gauges are 0-400 
Ib and 0-300 lb for bulk plant instal- 
lations, and also two compound 
ranges 30 in. x 150 lb and 30 in. x 300 
lb. 

A new feature, which is now avail- 
able on all agricultural ammonia 
gauges, is the Marsh recalibrator, the 
easiest and best way of recalibrating 
a gauge which has been knocked out 
of adjustment. 

Marsh Instrument Co. 


14. Sealing Compound 


An improved anti-seize sealing 
compound recently developed by 
Armite Laboratories has received 
official approval of Underwriters’ 
Laboratories Inc. 

The approval specifically covers 
its use in joining threaded pipe con- 
nections or other close-fitting metal 
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LP-Gas Storage Tanks by Downing- 
town Iron Works are built to last... 
will keep your maintenance costs low 
throughout year after year of carefree 
service. 


Special Welding Techniques—devel- 
oped by Downingtown experts and 
approved by ASME—produce welds 
that are extra strong and sound, 
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exceptionally smooth and neat. Welds 
are spot checked by X-ray with almost 
twice the number of pictures required 
by ASME Code. 


Construction meets all require- 
ments of ASME, API and NBFU. 
Equipped with first-quality valves and 
fittings if desired. Foundation draw- 
ings supplied with tanks. 


il] DOWNINGTOWN IRON WORKS, INC. 


138 Wallace Avenue, Downingtown, Pennsylvania 
New York office: 52 Vanderbilt Avenue, New York 17, N. Y. 


DIVISION OF 





Pressed Steel Tank Company 
MANUFACTURER OF HACKNEY PRODUCTS 
Milwaukee 14, Wisconsin 


LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 





parts_in.devices handling propane, 
butane, gasoline or petroleum oils 
to render joints tight against leakage. 
The product, designated as Armite 
Led-Plate No. 250, was particularly 
developed for the petroleum indus- 
try. 
Armite Laboratories. 


15. Service Can 





A line of handy, easy-to-use, leak- 
proof brush top cans that save appli- 
cation time, prevent waste of. liquids 
and increase efficiency of service and 
maintenance men is being offered by 
George D. Ellis & Sons Inc. 


The cans, made in 1 quart, 1 pint, 








Capacities from 4,000 to 30,000 
gallons (W.C.). Write for detailed 
specifications. 


Sales Offices: 227 Hanna Blidg., Cléveland 15 
—936 W. Peachtree St., N.W., Room .112, 
Atlanta 3—208 South LaSalle St., Room 790, 
Chicago 4—552 Roosevelt Bidg., Los Angeles 
17—18 West 43rd Street, Room 13, Kansas 
City 11, Missouri. 
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If you judge all the features 
And put them to test, 
You're bound to agree 
that TEXGAS is best! 


... and that’s not the opinion 
of just the few. Every day 
TEXGAS Propane and Butane 
makes new friends for Texas 
Natural — and for one outstand- 
ing reason. The quality of TEX- 
GAS is consistent. 


Since LP-Gas is not a side- 
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BUTANE 


line with Texas Natural, the 
greatest care is taken in quality 
control. N.G. A.A. Specifica- 
tions are but the minimum 
standard of TEXGAS Quality 
—not the maximum. As the 
result, you get quality-plus 
when you order TEXGAS. 


Add this feature to the vast 
product storage facilities and 
plant capacities of Texas Nat- 
ural, and you'll understand why 


* NATURAL GASOLINE 














‘Mew Be You Judge QUALITY? 


—W inter, Summer, Spring or 
Fall for the kind of service you 
want... and for the contract 
you need, you should call, wire 
or write Texas Natural. 





Phone 3-0123 
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% pint and 3/16 pint capacities, are 
used as a convenient means for apply- 
ing pipe sealing dope when making 
connections; soap suds and similar so- 
lutions when checking for leaks; 
touch-up enamel when repairing chip- 
ped appliances; and cements, fluxes 
and similar liquids for various appli- 
cations in the utilities and L. P. gas 
field. 


The cans have either a ring handle - 


or detachable wood handle, both of 
which permit easy carrying or stor- 
ing in tool kits. Lugs soldered on op- 
posite sides of the screw cap facilitate 
opening even with greasy hands. 


Brushes are high quality, 1 in. or % 
in. wide and flat, vulcanized in rub- 
ber and soldered to screw caps. The 
same type cans are also made with 
daubers. 


George D. Ellis & Sons Inc. 


16. Condensing Unit 


A residential high-capacity outdoor 
condensing unit for operating home 
air conditioners is made by the Brun- 
ner Manufacturing Co. 

The unit, housed in 45-in. high steel 
“dog house,” contains a totally air- 
cooled condensing unit, capable of de- 








it’s natural to link 
LPG with Carter 


In the LPG industry, CARTER and unexcelled 


products are naturally associated. And there’s 


a simple reason for it: CARTER’S LPG products 


are unexcelled ... the result of more than 


twenty years’ experience in the manufacture of 


highest quality butane and propane. This 


experience — gained by men interested in only the 


best — is yours when you buy LPG from CARTER. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 
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livering a full 36,000 Btu per hour at 
ambient temperatures up to 110°. 
The unit was designed specifically 
for remote installation in connection 
with interior air handling equipment. 
It will be partially applicable in the 
South where remote installations are 
required in order to combat vibration 
problems and high ambient tempera- 
tures are required in the basic design. 
The housing features a sloping roof, 
45 in. long and 24 in. wide. Inside is 
a standard Brunner R-2002 compres- 
sor of 605 rpm. It features a magnetic 
starter and disconnect switch com- 
plete and wired. Its condenser air is 
accomplished with two 1/6 hp fans 
with a 3600 cfm total capacity. 
Brunner Manufacturing Co. 


17. Plastic Caps 





An inexpensive flexible plastic cap 
designed to offer improved protection 
for gas cylinder valve outlets during 
shipping, handling and storage has 
been announced by the S. S. White 
Plastics Division. 


The caps assure positive protection 
against thread damage and keep dirt 
and moisture out of the outlet. They 
feature extreme ease of application 
and removal. Made of a flexible vinyl 
rubber-like plastic, they hold by fric- 
tion and suction and will not shake 
off or jar loose. Yet, they can be read- 
ily removed by simply-pulling back 
on the tab provided for the purpose. 
Another advantage claimed for the 
caps is that since they are made of a 
non-shredding plastic, there is no 
danger of residue or fibrous material 
being left in the outlet after removal. 


The caps are available in two sizes 
for .825 in. O.D. and .903 in. O.D. 
threaded outlets. 


S. S. White Plastics Division: 


18. L. P. Gas Forms 


L. P. gas forms published by Ross- 
Martin Co. offer a simple system of 
keeping records. They show exact 
spots of strength and weakness in 
sales, inventory and expense and give 
an accurate basis for important mon- 
ey-making decisions. 

All dealers have special problems. 
“Kraftbilt” forms are custom de- 
signed to solve such problems easily 
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Dixie HELPS YOU SOLVE 


TWO BIG PROBLEMS 


1- OFFERING THE UTMOST IN VALUE! 
2- MAINTAINING PROFIT MARGI 








TOP QUALITY CONSTRUCTION — DESIGNED, BUILT, 


AND PRICED TO HELP YOU COME OUT ON TOP 


Get the whole 1955 DIXIE range story and you'll agree: There IS 
no greater value than the DIXIE line! There IS no better line of quality 
ranges on which you can maintain full profit margins! Dixie ranges ate 
advertised in leading national publications such as Better Homes 
& Gardens, American Home, and Living for Young Homemakers 
—and they’re 1st choice by far (in actual sales) in the mobile 
home field, too. For franchise information, write 


DIXIE PRODUCTS, INC. 


Department 420, Cleveland, Tennessee 


















APRIL, 1955 









Below: New CONTINUOUS DE- 
SIGN GRATE covers both burn- 
ers, for safe, easy movement of 
utensil without lifting. 





Below: LARGEST ALUMINUM 
GRIDDLE on range (224 sq. 
in.) is protected ty ush cover 
that provides extra swum space. 





Below: Big JIFFY GRATE re- 
places center griddle to make 
DIXIE a FIVE BURNER Range. 


Above: New THERMA-FLEX 
BURNERS, assure instant, precise 
heat control from low, low Sim- 
mer-Glow to fastest flame. 





Above: EASIER-TO-CLEAN 
, ROUNDED CORNERS inside and 
‘outside; acid-resistant lifetime 
Titanium porcelain finish. 








Above: Full-width, full- —_. 
FULLY ‘INSULATED OVEN AN 
BROILER keeps heat inside, a 
of the kitchen. 
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and with minimum effort. These 
forms will give the answers to such 
important questions as: 

How much net profit is being 
earned? 

How much business is being trans- 
acted—cash and charge sales? 

How much do customers owe—both 
current and past-due accounts? 

How much cash is on hand and in 
the bank? 

How much money is tied up in in- 
ventory—today? 

How much money is owing to sup- 
pliers and others? 


will give an accurate basis for impor- 
tant decisions and wise planning will 
be easier. A dealer will be able to 
detect exact spots of strength and 
weakness in sales, inventory and ex- 
penses. A catalog describing all forms 
is available upon request. 


Ross-Martin Co. 


19. Heat Torch 


The fire gun, a portable hand-oper- 
ated heat tool that burns propane 
with a heat range of 4000 to 117,000 
Btu per hour, is now available for 
small or large heating applications 


Answers to these vital questions 


CAN YOUR 
VENT 
INSTALLATIONS 
PASS THIS 


If the vent is drawing properly, the flame will be drawn 
into the draft hood. If the vent is not drawing properly, 
the flame will be blown away or snuffed out entirely. 
When this happens, you know that harmful vent gases 
are spilling into the room and the appliance is not 
being vented correctly. 





this test is important ...to you—and your customer 
With poor venting, everybody loses! To your customer, vent gas spillage means 
stuffy, stale-smelling room air and possible condensation damage to walls and 
furnishings. To you, it means troublesome complaints and call-backs, and often 
the need to make costly repairs or replacements. 


be SURE your next venting job is right — with METALBESTOS 


Metalbestos — the double-wall, insulated vent pipe—keeps the gases hot 
inside the vent, assuring a quick, strong draft for the complete removal of com- 
bustion products. The same insulating principle keeps the outer pipe cool, thus 
offering much greater protection than single-wall vents against dangerous over- 
heating of adjacent surfaces. 


USE METALBESTOS ... it costs less to hii sure with the best 


prisik METALBESTOS sssos 


ne eee 
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that are within or beyond the capac. 
ity of conventional blow torches or 
soldering irons. 

This trigger-controlled gun is 
suited for many heat uses, such as 
soldering, tinning, brazing, preheat- 
ing, thawing, plasticizing and paint 
removal. 

The 3650° F fire gun flame burns 
clean with no carbon deposit or 
“blackened area” because the burner 
tips give complete combustion of the 
propane, using oxygen from the air. 
The gun operates at about one-tenth 
the cost of an acetylene torch for the 
same amount of heat. 

Basic fire gun kit includes a heat 
concentrator tip, a high heat or blow- 
torch tip, a soldering iron tip which 
is equivalent to a 12-lb commercial 
iron, hose, regulator, pressure gauge, 
and steel carrying box. 

Fire Gun Sales Corp. 


20. Water Heater Controls 


A line of precision-engineered wa- 
ter heater controls incorporating 
some 20 engineering improvements in 
addition to new ideas in style, design 
and color has been announced by the 
Appliance Controls Division of Min- 
neapolis-Honeywell Regulator Co. 
The new controls will be known as 
the “Aqua-Maid” line. The new line 
departs from traditional patterns by 
introducing a space-saving curved 
shape which permits the control to 
fit snugly against the curved surface 
of the heater tank. 

The units are available in a choice 
of colors to match the trim on the 
tank and feature new, streamlined top 
and front reading, gas-cock and tem- 
perature-setting dials and safety reset 
button conveniently located on the 
top and face of the instrument. 

Three models are included in the 
new line. One model (V5124) pro- 
vides 100% safety shutoff and fea- 
tures deluxe dial styling; a compan- 
ion model (the V5125) is functionally 
identical but is equipped with verti- 
cal instead of horizontal inlet connec- 
tions for concealed installation on de- 
luxe heaters; there is the,“‘economy” 
model (V5123) without 100% shutoff. 

Included among engineering im- 
provements is the application of 
space saving “straight-down” main 
gas and pilot outlets and thermocou- 
ple connections which permit shroud- 
ing for improved water heater de- 
sign; improved inlet design; fully- 
confined gas cocks; non-clogging pilot 
porting; thermo-magnetic pilot safety 
shutoff, and improved element-and- 
fulcrum assembly. 

All models feature special corro- 
sion-resistant metals to assure con- 
tinuous on-off operation in response 
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DETROIT JEWEL 


T-IN RANGE 
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For really modern living 


This is for those who seek more than just the commonplace . . . new 
built-in ranges by Detroit Jewel—as modern as tomorrow! Sleek 
stainless steel outside—porcelain inside. Huge oven and broiler for 
superb cooking at “where-you-want-it” height. Makes stooping 
yesterday's bother. Yes, more and more the trend in cooking is 
toward the modern convenience of built-in ranges. Mr. Dealer 
here's your profit-packed opportunity to sell the “complete” line— 
Detroit Jewel. It's the greatest! Write for complete information. 


Model illustrated: #582 (oven), 
580-6 (burners). 
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to water temperature, and are equip- 

ped with integral pilot-line filters. 

Minneapolis - Honeywell Regulator 
Co. 


21. Built-In Rotisserie 


Gaffers & Sattler and Occidental 
ranges for 1955, manufactured by the 
Utility Appliance Corp., feature an 
exclusive built-in automatic rotisse- 
rie, included for the first time in a de- 
luxe gas range. This French chef lux- 
ury enables the homemaker to turn 
out chickens, roasts or baby turkeys 
with a professional touch. 

The rotisserie is a removable part 


of the “Char-glow Hi-Broiler” section 
of these ranges and makes it possible 
for the homemaker to use the barbe- 
cue, broil or spit method of cooking 
with no mechanical problems or ex- 
tra appliances. In addition, the rotisse- 
rie is controlled by “TBT,” the same 
special automatic timer which con- 
trols the Hi-Broiler and top burner. 
Other engineering features include a 
pressure regulator and a gas filter for 
the new “Hypo” pilots. 

The ranges also have many ad- 
vanced styling assets, more use of 
chrome and gold and indirect light- 
ing. 

Utility Appliance Corp. 





Pi -vaneneane 
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Dearborn’s famous Cool Safety Cabinet gas space heater is your biggest 

winter profit-maker — No. 1 in sales all over America. And, Dearborn’s 
summer comfort-makers can be your biggest profit-makers, too. They’re 
loaded with features and they’re loaded with quality. They’re highly competitive 
in price . . high in performance . . high in looks. And when you carry the 
Dearborn line you carry Dearborn’s reputation, best selling tool of all! 


the new 1955 Uearhorn 


Room Ai: 


ir 
It’s the air conditioner 





on the market at its amazingly 
low price, 

















that gives your customers more r | 
for their money — gives you ee 
more features to sell. 7TH 
the new 1955 
Fan-Type 
E Cooler 
The Southwest's best known, 
‘ most preferred evaporative cooler. 
Z 
H Z 
: ZZ 
: Z 
. Zi 
; Z 
6 
° 
the new 1955 
“Teorhorn_Hobo Chef 
The best looking, best the mat iy 
performing barbecue equipment Blower-Type Evaporative Cooler 


Brand new — two big 
blower-type models for high 
volume 

with saleable features. 


Dollar Wis it Deaboen jor tala ond, profits the yor round. 
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1700 WEST COMMERCE, DALLAS, TEXAS 











22. Floor Matting 





The American Floor Products Co. 
now offers an industrial and com- 
mercial floor matting designed to re- 
duce employe fatigue and injury. 

The product is called Neo-Sponge 
comfort mat and is made through a 
special patented process of blowing 
millions of inert nitrogen bubbles 
into Dupont’s Neopreme. 


Its outstanding properties are per- 
manent resiliance, high electrical re- 
sistance (61,000 volts before punc- 
ture), and an almost impervious re- 
sistance to acid, oil, grease and heat. 
The mat will outwear any similar 
product made of rubber and, unlike 
rubber, will not absorb any liquid or 
vapor. 

Available in two thicknesses, 4 in. 
and 3 in., and in standard sizes up 
to 36 in. wide x 10 ft long. Larger 
sizes can be supplied. 

American Floor Products Co. 


23. Oven Thermometer 








The “Gradu-Temp” is built for the 
appliance man. With it he can check 
and adjust an oven in record time. 
There is no stooping and peering into 
hot ovens. Since tests are made with 
the oven door closed, the serviceman 
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can put away his flashlight. He won’t 
burn his hands nor sear his face try- 
ing to see a thermometer in the oven. 

The temperature range is 100° to 
600° F on a scale 4 in. long. An ar- 
mored, flexible thermocouple wire is 
the sensitive element. It is 5 ft long. 

The meter is compensated for cold 
junction and copper error. It has a 
current sensitivity of 250 microam- 
peres and can be used for sensitive 
current measurements. There are 
two millivolt ranges, 0 to 50 and 0 to 
500, for checking pilot safeties. A pair 
of clip leads is included for connec. 
tions. 


Assembly Products Co. Inc. 


24. Tank Cleaner 





A tank cleaner providing three-di- 
mensional rotation of a high-pressure 
hydraulic jet has been announced by 
the Sellers Injector Corp. Designated 
as the “Rotor Jet,” this compact, light- 
weight device delivers two powerful 
streams of-hot or cold water, with or 
without detergents, over the entire 
inside surface of any shaped tank. 


Portability of the Rotor Jet enables 
one man to handle the entire tank- 
cleaning operation without assist- 
ance. The Rotor Jet is simply lowered 
through the tank access by means of 
its supply hose. Since the unit is com- 
pletely controlled from outside, there 
is no need for workmen to enter the 
tank. 

The two jets, powered by a ven- 
turi-injector, provide high velocity 
streams so that a scrubbing rather 
than cascading action results. 
Sellers Injector Corp. 


25. Water Heater 


Aiming at tract developments and 
low cost housing business, Mission 
Appliance Corp. has launched a new 
glass-lined water heater line. 

Named Mission “Diamondglas,” the 
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new model features a thick glass lin- 
ing, an external flue to prevent an 
uninterrupted coating of glass over 
the tank interior. Compact dimen. 
sions make it easy to install in base- 
ments and tight-fitting closets. 

“Diamondglas” is available in 40., 
30- and 20-gal. sizes. 


Mission Appliance Corp. 


26. Industrial Vaporizers 


Meeder Equipment Co. has added 
the Mitchell vaporizer to its line. As 
industrial L. P. gas loads increase 
there has developed a need for uni- 


form heating value-at the burners. 
Many gas loads are too large for the 
vaporization capacity of the storage 
tank during year-round operation. 
The customer can use a smaller-size 
storage as the vaporization capacity 
will be governed by size of the Mitch- 
ell vaporizer selected rather than be 
limited by the size of the tank. 

The two sizes used most frequently 
are the 30-gal. and 70-gal. per hour 
capacity, and Mitchell also has a 
manifold arrangment for dual 70-gal. 
units. 

The Mitchell vaporizers are listed 
by Underwriters Laboratories and 














No worry about leaks 


WiTtH 


FAIRBANKS-MORSE 


LP-Gas Pumps 


With Fairbanks-Morse LP-Gas 
Pumps, you can forget about leak- 
age! You get effective double pro- 
tection ...rotating mechanical 
seals which prevent leakage around 
the shaft end and a secondary 
safety seal which operates only 
should the primary seal fail. 


FAIRBANKS-MORSE 
remembering 


a@ name worth when you want the best 





PUMPS « SCALES + DIESEL LOCOMOTIVES AND ENGINES 
e ELECTRICAL MACHINERY « RAIL CARS » HOME WATER 
SERVICE EQUIPMENT » MOWERS « MAGNETOS 


Pump Dealers, write for information. 
A few franchises are available. 


This important advantage alone 
is reason enough for specifying 
F-M Pumps, but there are many 


others. Simple, easy installation 
- heavy-duty bearings... 
trouble-free performance... make 
Fairbanks-Morse your best buy in 
LP-Gas Pumps. For informative 
literature, mail the coupon. 


FAIRBANKS, MORSE & CO. 
Pump Sales Division 
3601 Kansas Ave., Kansas City, Kansas 


Send me informative bulletin on LP-Gas Pumps. 


Name 





Address. 
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are built with all necessary safety 
features. The model 70 is supplied for 
California installations with a spe- 
cial construction that meets the Cali- 
fornia industrial safety orders. These 
vaporizers should be specified as 
“Model 70 California Type.” Unless 
ordered otherwise, Mitchell vaporiz- 
ers are equipped with a 2 to 15 psi 
first-stage pressure regulator. 


Meeder Equipment Co. 


27. L. P. gas Valves 


Available from the Ohio Injector 
Co. are bulletins describing valves for 


positive control for L.P. gas and globe 
and angle valves for many services, 
including gas. 

Of special interest is a table show- 
ing the Underwriters’ approved pres- 
sure-temperature ratings of four of 
the company’s LPG valves. 


The Ohio Injector Co? 


28. Maintenance Equipment 


Teeco Products Inc., distributors of 
valves, fittings, supplies and equip- 
ment for the L. P. gas and anhydrous 
ammonia industries, has issued a com- 
plete catalog which is available to 





Enterprise Presents 


America’s first line of profit for 1955. 





STARRING...FULL PROFITS! 
The Enterprise Golden Line fits snugly into the retail price brackets 
where 70% of the range business is done... with a full profit for you! 


FEATURING...SALES APPEAL! 
The Enterprise Golden Line wins friends and influences sales with 
lifetime-quaranteed top burners... automatic lighting . .. automatic clock 
control... lifetime porcelain inside and out... plus many more! 


INTRODUCING...DYNAMIC STYLE APPEAL! 
The Enterprise Golden Line is distinguished by the most dynamic styling 


in its field! 


The all-new Enterprise Golden Line is everybody’s first line of profit. 


Write today for the full profit story. 


PHILLIPS & BUTTORFF MANUFACTURING COMPANY 
NASHVILLE, TENNESSEE 
Established 1858 
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dealers in the western states. 
Included are the complete Rego 
line, a wide selection of tools, supplies 
and equipment needed for mainte- 
nance of plant equipment and custo- 
mer appliances, as well as torches, 
small burners, hot plates, spray paint 
equipment and paint. 
Teeco Products Inc. 


29. Heat Treating 


“Heat Treat Review” is a publica- 
tion of Surface Combustion Corp. 
that is available to LPG men who 
need information on industrial instal- 
lations and operations where heat is 
used for hardening and drawing, in 
non-ferrous metal furnaces, normal- 
izing, and annealing. 

The booklets describe many pro- 
cesses, recount experiences of users 
and include much technical informa- 
tion, with appropriate drawings and 
graphs, usually in color. 

Surface Combustion Corp. 


30. Trucks, Trailers, Casters 


Thomas Truck & Caster Co. an- 
nounces the publication of its No. 55 
Catalog which shows the complete’ 
line of “Job-Suited” trucks, trailers, 
casters and wheels for every industry. 
Thomas Truck & Caster Co. 


31. Reference Manual 


A reference manual “The Fair- 
banks Valve Comparison Chart,” im- 
portant in specification, ordering, and 
using of bronze and iron-body valves, 
is now available from the Fairbanks 
Co. 

By noting the major differences in 
construction, this reference manual, 
organized by manufacturers and in 
numerical sequence, provides simple, 
easily read, easily referred to charts, 
detailing the complete Fairbanks line 
of bronze and iron-body valves. 

The Fairbanks Co. 


32. Basic Valve Designs 


A 20-page, two-color, illustrated 
pamphlet titled, “Choosirig the Right 
Valve,” has been issued by Crane 
Co. to serve as a handy refresher in 
the application of basic valve designs 
for specifiers and buyers of piping 
equipment. 

It puts at the piping engineer’s 
elbow a great variety of valve types, 
each with some special qualification 
for service. From these he may 
choose the right one to provide de- 
pendable and economical perform- 
ance in each specific instance. 


“It is a case of carefully matching 
the valve’s service characteristics 
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Here’s what we mean by rugged tank supports 


We mean it when we say Scaife FueLPack LPG systems have rugged tank 
supports. Just to demonstrate we had six men try to pry a support loose 
from a new Scaife EA-500 A with a 2” steel pipe. They couldn’t do it. The 
tank support didn’t even bend. And strong tank supports are just one of 
the added features in Scaife FueLPack systems. Check the whole list. 
Scaife is the only manufacturer to offer you all these advantages in one 
system. That’s the reason every Scaife system can be backed by a written 
guarantee, and that’s the reason Scaife FueLPacks help you cut costs 
through easy, trouble-free servicing and low maintenance. 


e Complete Protection for Valves and Accessories 
© Fuel-level Inspection without Unlocking Cover 
e Easy-to-Read ASME and Other Data 

e Extra Strong Lifting Lugs 

e A Lightweight, High-strength Steel Tank 

e Fast Truck Delivery from Field or Factory Stocks 


EVERY FUELPACK CARRIES A WRITTEN GUARANTEE! 


SALES OFFICES: 
Sq ALF I CONPAN YD CHICAGO, ATLANTA 

RIDGEWOOD, N. J. 

OAKMONT, PA. 


MAKERS OF PRESSURE VESSELS AND DRAWN SHAPES 


WRITE FOR THIS 
HELPFUL BOOKLET 
NOW! 

It gives you detailed 
information on the 
Scaife line of Fuel- 

Pack LPG systems. 


SCAIFE COMPANY 
26 Ann Street, Oakmont (Pittsburgh District) Pa. 


Please send me a free copy of your folder, ‘Scaife 
Above-Ground Tanks.” 














with the service requirements,” the 
publication states. “It is a matter of 
knowing every detail of the job to 
be done—working pressure, tempera- 
ture, fluid volume of flow, corrosive 
elements, valve operating cycle, etc. 
Other equally vital considerations 
are the original valve cost, installa- 
tion and maintenance costs.” 
Subjects covered in the booklet 
are: “The Three Principal Valve 
Types,” “Basic Gate Valve Design,” 
“Basic Globe Valve Design,” “Check 
Valves Come in Two Basic Types,” 
“Names of Valve Parts,” “Gate Valve 
Seating Designs,” “Globe Valve 
Seating Designs,” “Disc-Stem Con- 


nection—Important Factor of Valve 
Selection,” “Bonnet and. Bonnet- 
Joint Characteristics of Gate, Globe, 
and Angle Valves,” “Variations in 
Stem Operation Must Be Consider- 
ed,” “How Is the Stem Sealed—Or Is 
It a Packless Valve?”, “The Common 
Materials of Which Valves Are 
Made,” “The Right Valve—Indus- 
try’s Ally for Progress.” 

Crane Co. 


33. Safety Shutoff 


New features incorporated into the 
Eclipse lock-tite safety shutoff valves 
are fully described in revised Bulle- 
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CORKEN’S 
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Call on Corken’s experienced engineers and 
national distributors for assistance in plan- 
ning and selecting proper bulk storage and 
transfer equipment. Corken plans and 
methods can save you hundreds of dollars 
in equipment investment and operational 
expense. Our services are ‘Yours for the 
Asking’ so why don’t you inquire today! 


DISTRIBUTORS IN PRINCIPAL CITIES 





206 E. GRAND ® OKLA. CITY 


EASTERN OFFICE 
935 MADISON AVE. © PLAINFIELD, N. J 














tin M-302. They include: 1. Grant of 
UL approval in addition to previous 
FM approval; 2. Increased range of 
sizes, now from 1 in. to 6 in. inclusive; 
3. New AE electrical power control 
unit which gives large increase in ef- 
fective pressure to piston. 

In addition, the four-page bulletin 
contains operating and construction 
details, cites application examples, 
gives dimension tables. 

Eclipse Fuel Engineering Co. 


34. Rotary Pump 


The new rotary pump catalog of 
Viking Pump Co. will be welcomed 
by L. P. gas dealers because, in ad- 
dition to explaining the operation of 
Viking pumps for trucks, bulk sta- 
tions and tractor fueling units, it pro- 
vides the reader with a great many 
drawings, specifications and perform- 
ance graphs which make is easy to 
mount and check pumps. 

In color and well bound for hard 
service, this catalog will be a valu- 
able reference. 

Viking’s “gear-within-a-gear” prin- 
ciple, with its only two moving parts, 
is explained in detail. ; 

When requested for anhydrous am- 
monia service, Viking pumps are fur- - 
nished with all-iron construction. 
Viking Pump Co. 


35. Communications System 


A colorful catalog has just been 
published by the General Industrial 
Co. Among the many new items listed 
in the catalog is a new electronic mar- 
vel—the wireless inter -communica- 
tion system—which requires no wires 
and no installation. Just plug in any 
regular electric light outlet and talk. 

Also offered in a wide variety of 
sizes and capacities are the plastic 
drawer cabinets which have hundreds 
of uses. Office equipment and other 
industrial items are also illustrated. 


General Industrial Co. 


36. Automatic Controls — 


A complete and colorful brochure 
planned as an aid to architects, build- 
ers, and appliance manufacturers in 
giving their customers a better un- 
derstanding of the importance of au- 
tomatic controls has been published 
by General Controls Co. as both a 
sales device and a service. 

The 18-page booklet contains a de- 
tailed description of the many auto- 
matic controls which play a large role 
in today’s modern living. It is expect- 
ed, primarily, to aid those involvec 
with the planning of new dwellings. 

The brochure deals with the vari- 
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PREST-O-LITE 
LP-Gas CYLINDERS 


are built to 
make money 
for you... 









Available in popular 20-lb., 40-1b., 60-lb. 
and 100-lb. sizes, with or without valves. 
Other styles can be made to order. 


Prest-O-LirE Cylinders combine unsurpassed qual- 
ity, low cost, and attractive appearance to satisfy the 
exact needs of LP-Gas users everywhere. Cylinders 
are rugged and sturdy for long, dependable service 
life. They’re lightweight for easier handling. Factory 
testing is in excess of requirements to assure maxi- 


mum safety and performance. And all Prest-O-Lire 
Cylinders are deep-drawn to extremely uniform wall 
thickness so you can be sure of exacting size, weight 
and capacity. Superior anti-rust coating protects the 
cylinder bottom and interior of footring from cor- 
rosion—a valuable safeguard at no extra cost! Durable 





aluminum enamel protects the cylinder finish in- 
definitely and reduces your repainting costs. 

Your wisest, most economical investment in LP- 
Gas cylinders is in the Prest-O-Lire Brand. Write 
or ’phone your nearest LinpE Office today for com- 
plete information. 





Data is deeply cut in large characters into 
an extra thick, wide flange on 60-lb. and 
100-lb. cylinders (into valve protecting. head 
ring of 20-lb. and 40-lb. sizes). Lettering 
remains easy to read throughout life of 
the cylinder. 




















LINDE AIR PRODUCTS COMPANY 
A Division of Union Carbide and Carbon Corporation 
30 East 42nd Street [T[Mi] New York 17, N. Y. 


Offices in Other Principal Cities 
In Canada: DOMINION OXYGEN COMPANY 
Division of Union Carbide Canada Limited, Toronto 
**Prest-O-Lite” and ‘‘Linde’’ are registered trade-marks of 
Union Carbide and Carbon Corporation. 
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Ask for VIKING 


SERIES 200 


LP-GAS PUMPS 


Install the Viking series 200 
LP-gas pumps and forget 
them. 


No lubrication of any kind 
required of the pump. 


With the simple, dependable 
mechanical seal and O-Ring 
gaskets, leakage is eliminat- 


Safety valve on head stan- 
dard equipment or return- 
to-tank by-pass valve on 
head available on request. 


Pumps available in 8, 17, 28, 
38, 70 and 90 G.P.M. sizes in 
complete range of mount. 


Send today for complete 
information and prices. 





Get these 
NEW FEATURES 


NO LUBRICATION 
needed at Fah 


any time 
Internal carbon graphite bearings and ; 
lubricated -for-life thrust bearing 





NO LEAKAGE 


ome tO) 


Positive mechanical seal 








NO LEAKAGE 
around bracket, 
head or valve () 


Leak - proof O-ring gaskets 








CATALOG SECTION H-B. 


See our 
Catalog 
in the» 


Pump Company 


Cedar Falls, lowa 
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Keep Up with L. P. gas 
Developments Each Month 


by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
See Page 2 for Foreign Rates 


© Check herewith § (1 Bill me 


Name 


0) 1 year $2.00 


Title 


O 2 years $3.00 





Firm 





Street. 








cus methods of heating and air con- 
ditioning. Covered in the booklet are 
such fields as forced-air heating, grav- 
ity heating, wet heat systems, and air 
conditioning, plus little-known facts 
regarding such appliances as water 
heaters, ranges, and dryers. 


General Controls Co. 


37. Water Heater Guide 


A handy guide in selecting the cor- 
rect Ruud commercial water heater 
for a variety of establishments to con- 
form with use standards of the 
American Gas Association is pro- 
vided by a new eight-page catalog is- 
sued by Ruud Manufacturing Co. 

The catalog, Form RS 100A, ex- 
plains how AGA use approval works 
so that specific Ruud automatic gas 
water heaters may be quickly match. 
ed to specific hot water needs. 

A chart prescribes the correct 
Ruud model for the type of establish- 
ment served, the condition of the 
water—whether hard or soft, corro- 
sive or non-corrosive, the tempera- 
ture range requirements, and the re- 
covery rate needed. Typical uses 
range from apartment houses, dormi- 
tories, and schools to restaurants, 
hotels, churches, convents, industrial 
plants, and many others. 

Ruud Manufacturing Co. 


38. Proportional Mixer 


A new bulletin, giving details and 
specifications of its “Vari-Set” pro- 
portional mixer with adjustable jet 
has just been completed by Eclipse 
Fuel Engineering Co., manufacturer 
of heat-treating equipment. 

Four assemblies of the Vari-Set 
mixer are now available, each in 15 
sizes. A new selection chart incorpo- 
rated in the bulletin gives complete 
specifications and dimensions. 


Eclipse Fuel Engineering Co. 


39. Unit Heaters 


Modine Manufacturing Co. has is- 
sued a 12-page bulletin on construc- 
tion, application, selection and per- 
formance of its line of gas-fired unit 
heaters. ‘3? 

Dimensions, weights, capacities, 
and suggestions for locating the unit 
heaters are covered in detail in read- 
able drawings and charts. Other fea- 
tures covered are the light weight 
that permits faster and more eco- 
nomical installation; the heat ex- 
changer design that promotes faster 
and more uniform heating. 


Modine Manufacturing Co. 


For notices of more new products 


City. ‘ Zone State turn to page 149 of the Power Sec- 
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Ree guys have al the luck! ile other se dealers try oo i advantages of 


Norman. foe today! 


re dealers. use this. 
‘sales presentation 
fo sell builders: onthe | 
advantages of 
Norman. ‘Southerner heating. 


PRODUCTS 


, Manutacturers of a Complete line of Gas. oe 
Heating and Air Conditioning Equipment 


The Norman Southerner 
Horizontal Forced-Air Gas Furnace 


New local advertising aa 


Another big promo- 
tion for Norman 
heating dealers. A | 
complete package of 
advertising and sales 
promotion material 
.. including focal 
newspaper advertis- 
ing mats. Send for your free copy today! 








Associations 





Eastern Canadian District 
Holds Montreal Meeting 


By Carl Abell 
Editor 


Nearly 150 industry members and 
friends registered at the two-day dis- 
trict convention held at the, Mount- 
Royal Sheraton hotel, Montreal, Feb- 
ruary 24-25 by the Eastern Canadian 
district, LPGA. 

Emphasis of the two-day session 
was on practical aspects of operating 
problems of the L. P. gas distributors. 
For the benefit of many of the for- 





Addressing the Eastern Canadian district, 
LPGA, convention is the convention 
chairman, J. F. F. McQueen, District 11. 
At his right is E. Carl Sorby, George D. 
Roper Corp. 





mer members of the Quebec Propane 
Gas Distributors Association, which 
affiliated during the past year with 
the LPGA, several of the talks were 
given in French, and then repeated 
in English. 

Talks on operational subjects in- 
cluded a panel on operating proced- 
ure, led by P. V. Bourne, Ontario 
Shore Gas Co., and participated in 
by Gordon Rhodes of G. W. Beecroft 
Co., speaking on “Care and Mainte- 
nance of Regulators”; John Menges. 
Engineering Products of Canada, dis- 
cussing “Maintenance of Cylinders”; 
Gordon Neil of Superior Propane 
Ltd., whose talk outlined a simplified 
accounting system for small opera- 
tors. 

A. L. Hawley, Metalbestos division, 
William Wallace Co., gave an illus- 
trated talk on venting, and Harris A. 
Goodwin, Bastian-Blessing Co., gave 
a fire-prevention talk. 


George T. Urquhart, St. John Pro- 
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petroleum gas associations. 


Current activities of national, regional and state liquefied 











pane Gas Co., gave an impressive sta- 
tistical picture of the prospects for 
the L. P. gas industry in Canada in 
1955. (See page 78 for excerpts.) Jean 
Simard, Engineering Products of 
Canada Ltd. discussed the St. Law- 
rence seaway and its importance in 
the future development of Canada and 
adjacent parts of the United States. 
E. Carl Sorby, George D. Roper Corp., 
gave an inspirational talk on selling 
under the title, “Destination Un- 
known.” Rudy Mahnke of Chicago 
and Henri Panet, former head of the 
Propane Gas Distributors Associa- 
tion of Quebec, reported for their re- 
spective organizations. 

Entertainment sessions accompa- 
nied the luncheons on both days, the 
programs being provided by Gordon 
Moore, cartoonist of the Montreal Ga- 
zette, and W. M. Ford, attorney and 
well-known humorist. A reception for 
members was provided by the local 
equipment and products suppliers, 
with refreshments after the style of 
both the English and the French. 

General chairman of the convention 
was J. F. F. McQueen, president of 
Superior Propane Ltd. and chairman 
of District 11. Arnold J. Sleeman, dis- 
trict secretary -manager, supervised 
the convention details. 


Indiana LPGA Elects 
Tom Unger President 


Tom C. Unger of Unger & Staple- 
ton Co., New Castle, was elected 
president of the Indiana LPGA at the 
group’s recent meeting at the Clay- 
pool hotel in Indianapolis. 

Other new officers elected include 
Elmer Seagly, Seagly Bros. Gas Sales, 
Kendallville, vice president; and 
Philip R. Hedback, Bryant-Hedback 





Talks on operational subjects at the 
Eastern Canadian convention included a 
panel on operating procedure led by P. V. 
Bourne, Ontario Shore Gas Co. (right), 
and including (left to right) Gordon 
Rhodes, G. W. Beecroft Co.; Gordon Neil, 
Superior Propane Ltd.; and John Menges, 
Engineering Products of Canada. 





Co., Indianapolis, secretary -treas- 
urer. 

Newly-elected directors of the asso- 
ciation are: District 1, Paul J. von 
Tobel Jr., V-T Gas Co., Francesville; 
District 3, Elmer Seagly; District 5, 
Herbert Moeller, Allied Appliance 
Co., Wanamaker. 


Approximately 300 people attended 
the convention and trade show. 





Emil Schram 


Tom C. Unger 


Thirty-two exhibitors covering all 
phases of the L. P. gas industry were 
on hand with products and informa- 
tion. 

A buffet dinner, banquet, and two 
luncheons were part of the cenven- 
tion. Emil Schram, member of the 
board of directors of Cities Service 
Oil Co., was speaker at the first 
luncheon, while John E. Kelderhouse, 
North Central LPGA secretary, 
spoke at the second luncheon. 

A Ladies’ Day program, under the 
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SICCCNRSUIC MMe Low Prices” 


FOR THE a * A few years ago we introduced this 


BOTTLED GAS INDUSTRY  -Fijeeudititetecnter sta 


Em leaders in the industry recognize SHEFFIELD 

pe GAS CYLINDER ALUMINUM PAINT as the 
% one paint that takes plenty of abuse . . . and 
. comes up bright and smiling! If you haven't 
tried it yet . . . send for additional informa- 
tion—and see for yourself! 


AVAILABLE IN GALLON, 5 GALLON and 55 GAL- 
LON CONTAINERS. Remember... SHEFFIELD 
ALUMINUM GAS CYLINDER PAINT is better ALL- 
WAYS ... MORE ECONOMICAL .. . a little goes a 


long way! 





Fast Drying 

May Be Stencilled Within 15 Minutes 
Hard Surface 

Won't Rub Off 

Smooth Finish 

Semi-Lustre 

long Wearing 

May Be Brushed or Sprayed 

No Unpleasant Odor 


Made With A Special Synthetic Vehicle In- 
soluble in Turpentine or Ordinary Petroleum 
Thinners 












+ + 0 OF FF OF OF 
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__ ahet ticks. ALUMINUM TANK PAINT 





cnseeaeneee 





oak FS --~“$pecific jobs... to PROTECT surfaces against rust, wear and 

corrosion and to add a long-lasting attractive finish. Covers 

all primed surfaces in ONE COAT. .. economical in appli- 
-. economical because it is long lasting! 


Ideal For Bulk Gas Storage Tanks 


Shettiels Aronge PRINT CORPORATION cas" 


re « 
NE OF THE WORLD'S (jorge 

Tree 
UFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO SY, 
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chairmanship of Mrs. Ted Feely, in- 
cluded a luncheon, tour of President 
Harrison’s home, book review and 
tea at the Garden House on the But- 
ler University campus. 


LPG Industry’s Convention 
Slated For Chicago, May 1-4 


L. P. gas men who are not enthu- 
siastic about public power will find 
a kindred spirit in Dean Clarence 
Manion, featured speaker on the pro- 
gram of the liquefied petroleum gas 
industry’s national convention to be 


ion has long been an opponent of 
TVA and similar federal projects. 
Dean Manion, a noted authority on 
constitutional law and co-chairman of 
the organization, For America, heads 
the list of speakers appearing on the 
program. Another speaker slated to 
address the convention is Edmund H. 
Harding, nationally known humorist. 
For marketers the highlight of the 
convention will be the panel on op- 
erators’ problems, presented by the 
marketers’ section under the chair- 
manship of R. L. Epple, R. L. Epple 
Butane Gas Service Inc., Tecumseh, 


held in Chicago, May 1-4. Dean Man- 


Okla. The four topics announced for 





New Breidert 


L. S. Vent Flue aes 2 


Exhausts 


No matter : 
which way the 
wind blows! 


% 
*. 





& 


DEMAND CERTIFIED RATINGS 


The new Breidert was 
selected by the U. S. 
Government after ex- 
tensive field tests for 
difficult service on im- 
portant applications. 
Insist on certified ratings 
based on directional 
wind tests at various 
vertical angles (as 
shown) when consider- 
ing any ventilator. In 
that way you'll be sure of 
always buying the best 
... the New Breidert L. S. 
Vent Flue Cap. 
Breidert high capacity 
ratings were proved and 
certified by Smith Emery 
Co., Pacific Coast branch 
of Pittsburgh Testing 
Laboratories. 

SEND FOR INSTALLATION 

GUIDE AND PRICE LIST 




























HORIZONTAL EXHAUST MEANS GREATER EFFICIENCY... 
NO DISCOLORATION. The new Breidert L. S. Vent Flue 
Cap, designed and built on proven aerodynamic 
principles, exhausts soot and fumes horizontally. 
Ordinary caps discharge downward which dis- 
colors the flue stack and roof. The new Breidert 


is especially suitable for venting gas heaters and | 


other heating appliances because it cannot back- 
draft where there is no interior negative pressure. 


STURDY CONSTRUCTION... LONGER LIFE Breidert L. S. 


Vent Flue Caps outperform cheaper caps and last | 


years longer. This longer life is possible because 
Breidert uses heavier gauge metal on all galvanized 


iron, aluminum, copper, and stainless steel models. | 


houette of the new Breidert has increased demand, 


‘Sturdier construction, plus the attractive low sil- | 


enabling us to reduce prices to within a few cents of 


competing but lower grade vent flue caps. 


G. C. BREIDERT CO. bept. ¢, P.0. Box 1190, San Fernando, California 
REPRESENTATIVES IN PRINCIPAL CITIES OF THE US. 
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discussion include insurance, han- 
dling and transfer of gas, supplier- 
dealer relationships and general op- 
erational problems. 

Wendell Groth, Mid-Century Un- 
derwriters Inc., Lincoln, Nebr., will 
cover insurance. L. P. gas handling, 
transfer and transportation angles 
will be discussed by Charles Corken, 
Corken’s Inc., Oklahoma City. 

Supplier-dealer relations will be 
analyzed by P. E. Gray, Anchor Pe. 
troleum Co. Wind-up speaker on the 
marketers’ program will be Walter J. 
Kraus, Bay Heat Co., North Bend, 
Ore., widely known for his aggres- 
sive approach to industry ane prob- 
lems. 

The convention will open with reg- 
istration, beginning at noon on Sun- 
day, May 1. Exhibits will be open dur- 
ing the afternoon. Registration will 
continue on Monday, May 2. A lunch- 
eon will be held at 12:15, while the 
afternoon will be devoted to a gen- 
eral session, the president’s address, 
and a business session. 

The schedule for May 3-4 includes 
the state association presidents’ 
breakfast, Canadian district’s meet- 
ing, marketers’ section meeting, final 
business session, and other sectional 
meetings. The convention will con- 
clude with a banquet and floor show 
on Wednesday. 


Dairy Group To Participate 
In Wisconsin LPGA Meet 


With the theme of greater cooper- 
ation between the LPG industry and 
other state industries, the Wisconsin 
LP-.Gas Association will open its an- 
nual spring meeting April 14 at the 
Whiting hotel, Stevens Point. 

The meeting will include a pro- 
gram put on by dairy interests in 
Wisconsin that will cover the services 
that the L. P. gas industry can render 
the dairy group. 





Alice-in-Dairyland will officiate at the 
carving of a 200-lb wheel of cheese at 
the Wisconsin LP-Gas Association meet- 
ing this month. 
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Can Your Present Supplier 
Answer Yes to All These Questions? 


Check This Chart...Can Your Gas Supplier 
Equal These 6 Skelgas Advantages? 


Skelgas 





1. Guaranteed dependable supply — No 
shut-off when demands suddenly increase? 


YES 





2. Guaranteed highest-quality fuel, con- 
trolled all the way from the well to you? 


YES 








3. Mature leadership in the LP-Gas field— 
with more than 25 years marketing experi- 
ence? 


YES 





4. Huge fleet of tankcars and transports, 
to give you quick, convenient service? 


YES 





5. Trained Field men to give you assistance 
in engineering, sales, advertising and oper- 


YES 





6. Offers you a top line of appliances — 
America’s only complete line engineered and 





manufactured exclusively for LP-Gas? 


See for yourself how your present supplier 
compares with Skelgas in the services he offers 
you! If you are not getting these important 
services and product advantages, why not sit 





down tonight and 


dealer advantages 


Only Skelgus Offers You Such A Dependable Fuel Supply 
—Plus A Complete Line of Sales-Proved LP-G Appliances 


Millions of gallons of Skelgas, stored 
in huge underground “lakes,” plus one 
of the world’s largest fleets of tank cars 
and transports in continuous operation, 
are your guarantee that Skelgas will 
always be able to supply you — even in 
the coldest winter weather when de- 
mand is highest, and sales: are easiest. 


No more complaints about quality, 
either, when you sell Skelgas. That’s 
because Skelgas is not only free 
moisture and impurities, but there is no 
cleaner-burning propane made. 


Trained company field men are avail- 
able, also, to help you with sales and 
service problems. And, on top of that... 


SKELGAS DIVISION, SKELLY OIL COMPANY, P. O. BOX 436, KANSAS CITY, MO. Sales Offices: Des Moines °® 
Lubbock, Texas ” 


© Kansas City ¢© 


APRIL, 1955 


Lincoln © 


Only Skelgas offers you a complete 
line of appliances specifically engi- 
neered for LP-Gas, plus full-color na- 
tional advertising to tell your sales story 
for you. Why not write today for the 
facts about Skelgas? 


@ 


as 


e 


“Ss 





Milwaukee © Shreveport ¢@ 





drop a line to Skelgas Divi- 
sion, Skelly Oil Company, P. O. Box 436, Kansas 
City, Mo., and get the facts about the extra 
of Skelgas? No obligation. 





St. Lovis °¢ 








Jackson, Michigan 


Indianapolis 
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Automatic Water Heaters For LP-Gas 








WHITE PRODUCTS CORPORATION 


Water Heating Specialists Since 1930 Middleville, Michigan 


DIVISIO.N-OF- LAMB INDUSPRIES, INC. 
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The Only Complete Reference Book 
on Liquefied Gas Engineering, 
Installation and Operation 





352 PAGES of Technical Facts, Charts, 
Diagrams, Photographs, Including Latest 
Processes and Materials. 


CONTENTS 


PART 1. Introduction 
The Progress of the Industry 
The ABC of L. P. Gas 


PART 2. Physical and 
Chemical Properties 

Properties of the Hydrocar- 
bons in L, P. Gas 

Properties of Butane-Propane 
Mixtures 

Volume Correction Factors 

Analytical Determination and 
Testing 

Fire Protection and Control 


PART 3. Production of 
L. P. Gas 


Natural Gasoline Plants, 
Recycling Plants, Oil 
Refineries 

PART 4. Transportation and 
Storage 

Delivery by Truck, Rail, 
Water, and Pipe Line 

Storage Tank and Pressure 
Vessel Design 

Liquid Metering and 

‘umping Systems 


bi yf +. Distribution 


of L. P. s 
Installing and Servicing 
L. P. Gas Systems 
Semi-Bulk Systems 
Bottled Gas Systems 
Gas Utility Service from 
Central Plants 
Multiple Utility Service from 
a Central Plant 


PART 6. Utilization 
of L. P. Gas 
Comparative Performance 
With Other Fuels 
Appliance Installations and 
Testing 
Domestic Applications 
Commercial Applications 
Industrial Applications 
Enrichment, Peak Load, and 
Standby Uses 
A Fuel for Internal 
Combustion Engines 


PART 7. Regulations 


N.B.F.U. Pamphlet No. 58 

Motor Carrier Tariff No. 7 

Freight Tariff No. 4 

Unloading from Railroad 
Tank Cars 

Marine Regulations 


PART 8. Appendix 


Interchangeability of Other 
Fuel Gases with Natural 
Gas 

L. P. Gas Insurance 

Handy Tables for Field Use 

Regulators 

Flame Weeding 

Bibliography 

Glossary of Terms 

General Index 

Table and Chart Index 


$ 7 50 Per Copy 


We pay postage on orders accompanied by check or 
money order. In California add 23¢ for sales tax. 


Orders from individuals must be accompanied by 
amount of purchase unless credit has been established. 


SEND ORDER TO ew 





198 South Alvarado St. 


Los Angeles 57, Calif. 
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Arrangements have been made 
with the state dairy industry to have 
“Alice-in-Dairyland” present at the 
meeting to officiate at the carving of 
a 200-lb wheel of Wisconsin Swiss 
cheese. After the carving the pieces 
of cheese will be distributed as door 
prizes to convention goers. 


Kentucky Association 
Holds District Meetings 


Officers of the Kentucky LP Gas 
Association have held a series of dis- 
trict meetings. The purpose of the 
meetings was to determine the type 
of association program desired by 
Kentucky members. The meetings 
were small so that each individual 
could express his opinion. 

The first meeting was held at 
Campbellsville for District No. 12. 
Second meeting took place at the 
Franklin country club in Franklin, 
with William D. Johnson of Red 
Devil Butane Gas Co. in charge. 

The home of.Mr. and Mrs. T. B. 
Crutcher Jr. of Louisville was the 
site of the third meeting, with Mr. 
Crutcher in charge. The last meeting, 
held March 8, was guided by Gene 
McDonald in Elizabethtown. 


Most of the meetings were planned 
as dutch-treat dinners. 


First East Central 
Trade Show Successful 


Nearly 1400 L. P. gas men attended 


- the first trade show sponsored by the 


East Central district, Liquefied Petro- 
leum Gas Association, in Philadel- 
phia recently. During the same time 
the district held its convention, and 
five state associations—New York, 
New Jersey, Pennsylvania, Virginia, 
and West Virginia—held individual 


meetings. 


Although it was the first exhibition 
held under East-Central’s sponsor- 
ship, it drew a capacity group of 
suppliers to Philadelphia’s Conven- 
tion hall. 


Trophy cups for the best educa- 
tional exhibits were awarded. Win- 
ners were Bastian-Blessing Co. in the 
L. P. gas equipment field; Geo. D. 
Roper Corp., range group; Temco 
Inc., heating group; Ruud Manufac- 
turing Co., water heater group; Trin- 
ity Steel Co., industrial, commercial 
and miscellaneous group; and Phil- 
lips Petroleum Co., producer group. 


Speakers on the: convention pro- 
gram included H. R. Baukhage, 
Washington reporter; Zenn Kaufman, 
sales promotion authority; and L. R. 
Chandler, Gas Institute of Greater 
Miami. 

General convention committee 
chairman was A. C. Horner of Harris- 
burg, Pa. Other committees were 
chairmanned as follows: show sales 
committee, C. J. McAllister, the Par- 
lett Gas Co., Waldorf, Md.; program 
and activities committee, Mark O. 
Haines Jr., Gas-Oil Products Inc., Ox. 
ford, Pa.; ladies program committee, 
Harry V. Smith, Mid-Hudson Bottled 
Gas Inc., Poughkeepsie, N. Y.; attend- 
ance prizes committee, Alfred B. Lit- 
tell, Littell Bottled Gas Co., Franklin, 
N. J.; attendance and publicity, Ross 
K. Albon, the Protane Corp., Erie, Pa. 


Western Liquid Gas 
To Meet April 18-19 


“Buy your merchandise while you 
can see the samples” will be the 
theme of the trade show to be held 
with the sixth annual Western Liquid 
Gas Association convention. The 





The EXTRA FEATURES you get in 


cucce-Wlailer 


make it your best service body buy 








gy: ““PREEZE-FREE'’’ HINGES 
1. Bronze bushings are 
C2 provided in door hinges 
ire to positively prevent 
ad bindin 

g. 
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CONCEALED FENDERS 
Dirt, sludge, and water— tA 
thrown by the tires—can’t @ 
reach compartment walls. 
“HIGH-LOW" FLOOR 
Provides added strength 


—easier handling of 
heavy loads. 


BUILT TO OUTLAST SEVERAL CHASSIS 


APRIL, 1955 


“NO-BOUNCE”’ BINS 
The hinged cover keeps parts in 
the bins, and provides an extra 
storage shelf. 


““PUDDLE-PROOF" CARGO AREA 
A full-width floor drain is built 
into the head panel. 


Service-Master’s competent look 
helps sell your service... re- 
flects your discriminating taste. 








Name. 


McCABE-POWERS AUTO BODY C 


5900 NO. BROADWAY * ST. LOUIS 15, M 


Send me the Service-Master ‘EXTRA FEATURES" booklet .. . 
and have nearest distributor furnish me local delivered prices. 





feature by feature 
any other make. me 


++. With’ 
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City. 


Zone State. 
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dates are April 18-19 at the Hacienda 
hotel in Fresno, Calif. 

There will be prizes for winners 
who attend the trade show and get - 
their displayer cards signed, and all 
dealers are being encouraged to bring 
their purchase order books with them 
so that they can place their orders 
for merchandise and materials at 
the show. Space at the trade show 
was sold out on March 1. 

Association President Dominick 
Campora has made arrangements for 
the meeting programs, which will in- 
clude reports of association activities, 
progress, planning, and several items 
of educational interest. 











241 REASONS... 


1 


5 


. Why you should attend the Annual Convention and 
Trade Show of the national 


Liquefied Petroleum Gas Association 


May 1, 2, 3 and 4 — Conrad Hilton Hotel — Chicago 


Information at the marketers’ section — from four top- 
flight speakers on such marketers’ problems as insurance, 
sales, supplier relations and gas handling. 


Fun — at the cocktail party, banquet and trade show. 


Profit — from swapping ideas with other operators. 


. Inspiration on living in a stronger America from Dean 


Clarence Manion, nationally famous patriotic speaker. 


Relaxation for yourself and your family (bring them, 0 
amid Chicago’s countless recreation resources. 


Participation in the business of your national LPGA. Plus 


. . + 235 booths of the newest in appliances, equipment 
and services arranged by LP-Gas industry suppliers waiting 
to greet you at the 


national LPGA trade show 
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Site of the Western Liquid Gas Associa- 
tion’s sixth annual meeting and trade 
show is the Hacienda, Fresno, Calif. 





The general convention committee, 
headed by Chairman Henry Haar, 
with Tom McGurn, Don Williams 
and William Moore, reports that all 
phases ‘of the convention are organ- 
ized and ready to go. 


Kramer Appointed LPGA 
District hi poremnery 


Amos Kramer 
has been appoint- 
ed secretary of 
District 5 of the 
Liquefied Petrol- 
eum Gas Associa- 
tion, succeeding 
Carol Coleman 
who resigned re- 
cently to become 
an executive of 
an L. P. gas op- 
eration. 

In his new duties Mr. Kramer will 
serve LPGA members in Kansas, Ne- 
braska, Missouri and Oklahoma. He 
will make his headquarters at the 
Kaufman Building, Wichita, Kans., 
the district office. 


Montana Meet To Promote 
Tractor Dealer Cooperation 


The April 18-19 convention of the 
Montana LPGA will be devoted to a 
promotion of greater cogperation be- 
tween tractor dealers in Montana and 
the L. P. gas industry. Every tractor 
dealer in the state has been invited 
to be the guest of the association at 
its meeting. 

Speakers for the day will cover 
such subjects as the properties and 
characteristics of L. P. gas, service of 
carburetors, and joint promotional 
programs. 

Convention goers, who will attend 
meetings at the Hotel Finlen in Butte, 
will close the first day of the conven- 
tion with a banquet and entertain. 
ment. 


Amos Kramer 


BUTANE-PROPANE News 


! 

















“U.S. Hose gives 


excellent service 


says Andrews Butane Co., 
(a Petrolane Company) 
of Long Beach, Calif. 


on all our 45 trucks!” , 





Note easy flexibility of U.S. Giant LPG Hose on these two 
Trucks of Andrews Butane Company’s fleet. 


“And U.S. Giant® LPG Hose has proved to 
be very satisfactory in all instances,” the 
Andrews Butane Company adds. 


The reason so many LPG outfits stand- 
ardize on U.S. Giant Hose is because it’s 
both flexible and strong. Employees find 
it easy to handle, permitting fast operation, 
easy coiling, and more customer calls per 
working day. U.S. Giant’s tube is com- 


pounded to resist LPG’s permeating 
action. A specially-designed cover prevents 
blistering. Complete size range from 12” 
to 3” with burst pressures well above the 
safety standards of any State. 


U.S. Giant LPG Hose is obtainable 
without delay from any of our selected dis- 
tributors or any of our 27 District Sales 
Offices, or write address below. 





“U.S.” Research perfects it...“U.S.” Production builds it...U.S. Industry depends on it. 


US 


Hose « Belting « Expansion Joints *« Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 





Molded and Extruded Rubber and Plastic Products « Protective Linings and Coati 
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gs « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 





109 

















APRIL 


April 1-2 — Northwestern District, 
LPGA. Convention, Olympic hotel, 
Seattle. 


April 4-6—Southeastern District LP- 
GA. Convention trade show, 
Boca Raton hotel, Boca Raton, Fla. 


April 13-15——Natural Gasoline Asso- 
ciation of America. Annual con- 
vention, Baker and Adolphus hotel, 
Dallas. 


April 14—Wisconsin LPGA. Conven- 
tion, Whiting hotel, Stevens Point. 

April 14-15 — South Dakota LPGA. 
Convention, Marvin Hughitt hotel, 
Huron. 


April 18-19 — Western Liquid Gas 
Association. Annual convention, 
Hacienda hotel, Frseno, Calif. 


April 18-19—WMontana LPGA. An- 
nual convention, Hotel Finlen, 
Butte. 


April 20-22—lowa-Mid-West L. P. 
gas service school. lowa State Col- 
lege, Ames. 


April 24-26 — Mississippi LP-Gas 
Dealers Association. Annual spring 
convention, Edgewater Park hotel, 
Edgewater Park. 


CALENDAR 


Coming Events in the Industry 


MAY 


May 1-4—Liquefied Petroleum Gas 
Association. Annual convention and 
trade show, Conrad Hilton hotel, 
Chicago. 


May 16-17 — Utah LPGA. Annual 
convention and trade show, New- 
house hotel, Salt Lake City. 


May 16-20—National Fire Protection 
Association. Meeting, Netherland 
Plaza, Cincinnati. 


JUNE 


June 1-3 — Missouri LP-Gas Associ- 
ation. Annual convention and trade 
show, Jefferson hotel, St. Louis. 


June 5-7—NMountain States District, 
LPGA. Annual convention and trade 
shew, Hotel Colorado, Glenwood 
Springs, Colo. 


June 6-8 — Institute of Appliance 
Manufacturers. Twenty-third an- 
nual convention and exhibit, Neth- 
erland Plaza, Cincinnati. 


June 6-15—Fourth World Petroleum 
Congress, Rome, Italy. 

June 19-22 —LPCGA District No. 2 
(Southwest). Management school, 
University of California, Berkeley. 


June 22-24 — Texas Butane Dealers 
Association. Tenth annual conven- 
tion and trade show, Adolphus and 
Baker hotels, Dallas. 


June 27-28—Wyoming LPGA. An- 
nual convention, Hetel Townsend, 
Casper. 


JULY 


July 11-13—AWMississippi LP-Gas Deal- 
ers Association. Management sem- 
inar, University of Mississippi, Uni- 
versity. 


AUGUST 


August 7-9—Kentucky LP-Gas Asso- 
ciation. Annual convention, Ken- 
tucky hotel, Louisville. 


August 28-30—LPGA District No. 2 
(Seuthwest). Convention and trade 
shew, Sheraton-Palace hotel, San 
Francisco. 





All associations are invited to 
send in dates of their forthcoming 
meetings for this calendar. 








PRESSED PRODUCTS 


... from our HEAD DEPARTMENT _ 
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Safety at the L.P.G. loading rack 
— thanks to Rockwood Ball Valves | 


This Eastern loading rack runs no risk 

gas seepage when trailer tankers are 
eles filled. Rockwood Ball Valves are 
the reason why. 


The quick opening and closing of these 
valves is a tremendous asset during 
loading. But of primary importance is the 
fact that Rockwood Ball Valves are 
leakproof. 

These four exclusive features guarantee 
the trouble-free performance and effi- 
ciency of Rockwood Ball Valves — 


ROCKWOOD 


APRIL, 1955 


Full Round Flow — no change in shape or 
volume of fluid stream — no turbulence 
— no minimum loss. 


Quick Opening and Closing—only a 
quarter turn needed. 


Longer Wear-Resistance — chrome-plated 
bronze ball withstands abrasion, pitting 
and scratching. 


leakproof Seal — pressure of fluid auto- 


BALL VALVES 





matically positions ball against seat to 
form tight seal. 

If you are not now using Rockwood 
Ball Valves, send coupon today for 
complete information. Valves come in all 
pipe sizes. Tested and listed by Under- 
writers’ Laboratories, Inc. 


ROCKWOOD SPRINKLER COMPANY 
404 Harlow Street 
Worcester 5, Mass. 


Send me illustrated folder V-4 on 
Rockwood Full-Flow Ball Valves. 


Name 





Title 





Company. 
City 
Zone——____State 
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News of personnel of manufacturers, contractors, and 


T h e T ra d € suppliers to the LPG industry. 











George Postlewait Named New Gaskill has joined the company as 
Selwyn-Pacific Co. President vice president in charge of sales. 
George Postlewait is well known 
Ata recent meeting of the board of throughout the liquefied petroleum 
directors of Selwyn-Pacific Co., gas and compressed gas industries, 
George R. Postlewait was elected having been active in these fields for 
president to succeed Robert G. Smith, approximately 25 years. He has con- 
who severed his connections with the tributed extensively to technical edu- 
company some time ago. Frank O. cation within the L. P. gas industry 


You-can pay 
for this 


BRUNNER 


SINCE 1906 














— with the 
GALLONAGE SAVINGS | 
you'll get 

every time you 

empty a tank car! 





BRUNNER LPG UNITS 
are available in 5, 7% and 
10 H.P. models — easy to 
install, easy to service. 


Yes, the savings in time and gallons (up to 540 gallons more from 
a 10,000 gallon tank car) soon pay for your Brunner LPG Transfer 
Unit—keep on paying big dividends every time you use it! The 
reason, of course, is that the Brunner Unit not only quickly trans- 
fers all liquid to your storage tank —but also removes and lique- 
fies gas vapors remaining in the tank car. With a simple turn of a 


mended pressures of 15 to 20 Ibs. per square inch. See the Brun- 
ner LPG Unit—see why no liquid pump can give you such savings! 


highly efficient “‘tank-car to storage” transfer system — 
describes the many safety and long life features of 
| Brunner LPG Units. 

, BRUNNER MANUFACTURING COMPANY 
Dept. E-455, UTICA, N. Y., U.S.A. 


The Brunner Co., Gainesville, Ga. 
In Canada: Brunner Corp. (Canada) Ltd., Toronto, Ont. 





valve, residual vapors in the tank car are removed down to recom- | 


WRITE FOR FREE BOOKLET that shows how fo set up a 





... the name to look for on 
INDUSTRIAL - 


GAS COMPRESSORS 











G. R. Postlewait F. O. Gaskill 


and for many years conducted service 
schools throughout the nation in con- 
nection with dealer training. 

Frank Gaskill comes to Sel-Pac 
with a 20-year background in the li- 
quefied petroleum gas business. He 
was with Linde Air Products for over 
15 years and more recently was dis- 
trict sales manager in the New Eng- 
land and eastern Canadian section 
for Pressed Steel Tank Co. 


General Controls Announces 
Appointment of Huntly Briggs 


Huntly Briggs 
has been ap- 
pointed assistant 
advertising and 
sales promotion 
manager for Gen- 
eral Controls Co., 
Glendale, Calif. 

Mr. Briggs pre- 
viously held the 
same position at 
General Controls : 
in 1951 before ee 
leaving to work in the advertising 
and sales promotion department of 
Turco Products Inc. in 1954. His back- 
ground includes both technical and 
industrial experience. 





Scaife Announces Appointments 
Of John Flynn, Philip Whisnant 


The appointments of a sales super 
visor and salesman to the Scaife Co.’s 
sales department were anounced in 
Pittsburgh recently. 

John W. Flynn, formerly associated 
with Pittsburgh Steel Co., has been 

named sales supervisor of the terri- 

tory embracing New England, east- 
ern Pennsylvania and New York, 
metropolitan New York and New 
Jersey. He had previously been em- 
ployed by Scaife for nine years in 
New York City and Oakmont. 

Philip B. Whisnant, formerly sales 
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TRAILER TRANSPORTS 
Single & Double barrel 
3 to 5 Year financing 


DEALER STORAGE 
2,000 to 30,000 Gallons 
3 to 5 Year financing 


















LP-GAS SYSTEMS 
Anhydrous Ammonia Systems 
3 to 5 Year financing 


LP-GAS FILLING STATIONS (PAT.) 
3 to 5 Year financing 


STOCKING POINTS 





NATIONAL ADVERTISING DEALER MERCHANDISING 


ale 
v Be Ca Ue eC when you do business with Beaird you deal with 
an integrated organization whose five large divisions combine to offer you a full line of equipment, 


plus a realistic merchandising, long-term financing, inventory and selling program. 


What does this mean to you—an LP-Gas dealer? It means simplified purchasing of top quality 
equipment, a balanced inventory with lower capital investment and a full-time salesman calling on 


your customers from the pages of nationally read magazines and brochures mailed in your trade area. 


Put Beaird’s ‘‘Profit Plan” to work for you today. Ask your nearest Beaird representative 
Sor full details... or write. 


G 





— Five great Beaird 
manufacturing divisions 


ena 

















PACKAGED COMPRESSOR PLANTS CAST STEEL FITTINGS PRESSURE BULK STORAGE 5 BEAIRD | 
MACHINING 
Co— MANUFACTURING 
ANHYDROUS AMMONIA EQUIPMENT LP-GAS SYSTEMS STEEL WAREHOUSE Shreveport, Louisiana 





Stockton, California 


THE J. B. BEAIRD COMPANY, INC. 
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PROTECT YOUR LP-GAS 
CYLINDERS FROM RUST 





use ROSKOTE 
Foot Ring Mastic 


The foot ring of the cylinder at the left in the above photograph was coated 
with Roskote Foot Ring Mastic. The one on the right, which was painted 
at the same time, has already begun to blister, rust and pit. Roskote Foot 
Ring Mastic gives LP-gas cylinders lifetime protection against corrosion 
caused by moisture, acids, alkalies and electrolysis in soil. It withstands 
heavy abrasion and the most severe vibration, distortion and bending. 

This rust preventive mastic—many times thicker than any paint—forms 
a tight bond with the metal and covers it with a tough, horny film. A most: 
effective moisture barrier, it does not oxidize, craze, crack, alligator, check 
or loosen under any strain. It won’t become brittle at temperatures as low as 
—40°F. Won’t sag or slide at those as high as 375°F. Applied cold, in min- 
utes, by either brush or spray, it is non-toxic—safe to use without fear of 
burning or blistering. 


Leading Manufacturers Protect 


Their Footrings with ROSKOTE 


Three of the leading LP-gas cylinder manufacturers — HARRISBURG 
STEEL CORPORATION, STEEL COOPERAGE DIVISION the SERRICK 
Corporation, WEATHERHEAD — know the value of protecting their 
cylinder foot rings from the ravages of costly corrosion. They use Roskote. 
By assuring life-long corrosion resistance to their product, they add to the 
confidence of both LP-gas dealers and ultimate consumers. 


Send for Information 


Specify Roskote Foot Ring Mastic on your next cylinder order. And, give 
your own old cylinder foot rings this protection for just a fraction over 3c 
per sq.ft. For complete information and free sample write: 

N. Decatur Station Tohu, Ohichene 


ROYSEON © sore 


LABORATORIES, INC. : 
BOX 112-E, BLAWNOX PIE ses ac 
PITTSBURGH 38, PA. 


6240 Ogden Avenue 
114 


District Offices 
P. O. Box 1084 P. O. Box 1754 


Berwyn (Chicago), lilinois 











manager of the Tidewater Gas Co. 
in Wilmington, N. C., has been named 
salesman in the North and South 
Carolina area. 


Caloric Appliance Appoints 
Longenecker Representative 


Appointment 
of C. E. Longe. 
necker Jr. as di- 
visional sales 
representative of 
the Caloric Ap- 
plianee’Corp. for”: 
the greater De- 
troit area has 
been announced 
by Philip Hunt, 
division manager 
of the company. 

Mr. Longenecker has been with Ca- 
loric for three years and previously 
handled only the company’s built-in 
ranges. He will now handle the en- 
tire line, including free-standing and 
built-in ranges, gas disposers, wash- 
ers and dryers. 

A Detroit resident since 1954, he 
previously covered the eastern Penn- 
sylvania area in association with his 
father, C. E. Longenecker Sr., who 
has been with Caloric 25 years. 





Cc. E. Longenecker 


Russell Williams Joins 
Tuloma Gas Products Sales 


Russell C. Williams has joined the 
sales department of Tuloma Gas 
Products Co., according to R. A. Car- 
ter, president. 

Mr. Williams has been associated 
with the L. P. gas industry for more 
than 20 years. He will be headquar- 
tered in Tuloma’s general office in 
Tulsa. 

Tuloma markets nation-wide lique- 
fied petroleum products now being 
produced in 35 plants and refineries 
located in 12 states. 


Pressed Steel Tank Co. 
Advances Four Appointments 


Herman Merker, president of 
Pressed Steel Tank Co., announces 
that H. E. Brumder was elected vice 
president in charge of Downingtown 
operations and that C. E. Stender was 
elected secretary and treasurer at a 
recent directors’ meeting in Milwau- 
kee. 

At the same meeting Rudolph H. 
Mayer was appointed assistant secre- 
tary, and E. L. Griffin was appointed 
assistant treasurer and controller. 
Messrs. Mayer and Griffin joined 
Pressed Steel Tank Co. in 1933. 

Mr. Brumder is also president and 
treasurer of the company’s Downing- 
town Iron Works Division, located at 
Downingtown, Pa. He joined Pressed 
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sell the name your customers 








ryont 


HEATIN 


... the name on over 5 million units now in use. 
... for 46 years the name in automatic home comfort. 
It’s BRYANT, of course... the line that selis and stays sold! 


(AUTHORIZED BRYANT HOME COMFORT DEALER) 


Only “Mr. B”—the Bryant Home Comfort Dealer—has ail 8 of 
these selling assets to build his business BIG: 
1. A name customers know and want 
2. The most complete line of automatic 
heating, air conditioning, water heating 
- Quality equipment for every market 
. Exceptional distributor service 
. Professional sales training 
. Personalized selling tools for you 
. National advertising featuring you 
. Co-op “Mr. B” ads for local papers 
For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big “Mr. B” action 
program, and how it can make sales and money for you! 


® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 
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Steel Tank in Milwaukee in 1939, and 
was chief engineer there prior to his 
leaving for Downingtown in 1952. 

Mr. Stender, who has been with the 
company for 39 years, formerly held 
the title of treasurer and assistant 
secretary. 


ACF Industries Appoints 
Kiel, Asbee Sales Managers 


ACF announced the appointment 
of Richard E. Kiel as national sales 
manager and Gregory S. Asbee as 
eastern district sales manager. 
Simultaneously, ACF announced 








Gregory Asbee Richard E. Kiel 


the completion of additional facilities 
for the, manufacture of pressure ves- 
sels. The new facilities include the 











WHY "BOTTLE UP" 
YOUR SALES 
OPPORTUNITIES ° 


FAC installment sales financing 
can help you move ahead if you are 
a manufacturer of LP gas equipment 


If you are a vigorously competing manufacturer in the LP gas 
equipment industry, there is no need for you to be held back for 
want of an installment selling program. 


First Acceptance Corporation can help you reach more prospects 
and sell more of your product with an installment sales program 
tailored to meet your special needs. Our plan will also enable you 
to meet the increasing demands of your present customers. 


Do you manufacture the following equipment? 


Cylinders - 
storage tanks - 
transports ° 


LPG domestic systems + 
Trailer transports -° 
Anhydrous ammonia equipment 


Bulk 
Truck 


If you do, then FAC’s facilities can help you: 


First Acceptance Corporation operates nationally and is thoroughly 
familiar with industry problems. We are pioneers in this type of 


installment financing. 


For a complete proposal of the financing services that FAC can make 
available to you, please write or telephone today. Your inquiry will 


receive prompt attention. 





Minneapolis, Minnesota * 820 Northwestern Bank Bldg. ¢ FlLmore 7711 | 


} 


_ FIRST ACCEPTANCE CORPORATION | 


| 


Discount Bankers Serving Manufacturers of LP Gas Equipment | 
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installation of a million-dollar flang- 
ing press for the production of a 
wider range of storage tanks and 
pressure vessels. These pressure ves- 
sels are manufactured under condi- 
tions that permit stress relieving and 
radiographing. They will help supply 
the growing demand for tanks having 
capacities of from 100 gal. to 30,000 
gal. for storage of compressed gases; 
such as propane and anhydrous am- 
monia. 


Detroit-Michigan Names 
Jewell, Beals To Sales 


Detroit-Michigan Stove Co. has an- 
nounced creation of a separate sales 
division for its Garland line of com- 
mercial ranges. 

C. M. Jewell was named sales man- 
ager of the new division and John P. 
Beals assistant sales manager. Sepa- 
ration of sales direction of the De- 
troit-Jewel line of domestic ranges 
and the Garland line of commercial : 
cooking equipment is preliminary to 
further expansion of the company’s 
sales program. 

Mr. Jewell, a field executive for 
many years, mainly in the eastern re- 
gions, will establish headquarters in- 
New York. Mr. Beals will direct sales 
operations for Garland at factory 
headquarters in Detroit. 





See ect ne 


Eldon E. Fox Promoted To 
Newly-Created Honeywell Post 


The promotion of Eldon E. Fox to 
the newly-created position of director 
of advertising and sales promotion 
for Minneapolis-Honeywell Regulator 
Co. is announced by H. D. Bissell, di- 
rector of merchandising. 

Mr. Fox formerly was advertising 
manager for the automatic controls 
manufacturer. Before joining Honey- 
well in 1950, he spent six years with 
Young & Rubicam, New York adver- 
tising agency, serving in the media 
and research departments and later 
as account executive. 





Rollins, Leisz Have New Positions 
In RCA Appliance Department 


Appointment of Herbert K. Rollins 
as manager, product planning, and 
Russell N. Leisz as manager, service, 
of the RCA Estate appliance depart- 
ment, Radio Corp. of America, is an- 
nounced by Gordon P. Hentz, RCA 
Estate manager of marketing. 

Mr. Rollins, who had served as 
manager, service, of RCA Estate for 
the last two years, formerly was sales 
coordinator of air conditioning and 
appliance service sales for the RCA 
Service Co. 

Mr. Leisz, prior to his new appoint- 
ment, was factory service representa- 
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An LPG storage tank installation can be a safe 
neighbor — if, like this one, it is protected by a 
modern fire-prevention and fire-control water 
spray system. 

Without such protection, any leak brings the 
chance of catastrophe. With a Grinnell Protecto- 
Spray® System, the hazard is practically elim- 
inated. The drenching water blanket provides 
instant cooling, to reduce tank pressures and 
prevent rupture. Positive air turbulence is created, 
even in still air, to help dilution of leaking gas by 
the inert gases present in air. Water-vapor dilu- 
tion assists in thinning out gas-air mixtures toward 
their lower explosive limits. And fire, if it occurs, 
is localized, permitting safe disposal of the gas by 
burning where it escapes, thus reducing the fire- 
explosion hazards downwind or downgrade. 











Grinnell protection is automatic protection — 
twenty-four hours a day. And in communities 
where LPG tanks are found, the sight of those 
watchful ProtectoSpray heads also brings an auto- 
matic sense of relief. For nearly a century, “Grin- 
nell” has meant safety from fire hazards. Today, 
when expanding industry brings new hazards into 
every community, Grinnell is the first choice of 
those who have to think about protection. 

If you have to think about LPG storage protec- 
tion, get the facts. Write for a copy of “Water 
Spray Keeps LPG Storage a Safe Neighbor.” 


Grinnell Company, Inc., 272 West Exchange 
Street, Providence, Rhode Island. 


GRINNELL 


PROTECTION AGAINST EVERY FIRE HAZARD 


Q 


Manufacturing, Engineering and Installation of Automatic Sprinklers Since 1878 











tive for RCA Estate’s Western Divi- 
sion at Palo Alto, Calif. For six and 
one-half years he was in RCA’s de- 
velopment laboratory and also held 
sales positions in Chicago and Mon- 
tana for RCA distributors in those 
territories. 


O'Donnell, Perkins Head 
Harvester District Offices 


International Harvester has estab- 
lished another district sales office fa- 
cility in Jacksonville, Fla. In the past, 
the company’s Jacksonville district 
sales office operated as a combination 
office.This combination office has now 


been replaced with a separate motor 
truck district sales office and.a sepa- 
rate general sales district office. One 
will be responsible only for the motor 
truck phase of Harvester’s business 
and the other for the farm tractor, 
farm equipment and refrigeration 
end of the company’s operations. 

The general sales district will op- 
erate under the direction of J. P. 
O’Donnell, former manager of the 
combination district office. He will be 
assisted by A. T. Ellis, formerly one 
of two assistant managers in Jackson- 
ville. 

Harvester’s new motor truck dis- 
trict office will be managed by W. K. 





aa p08 S aes PROPANE DELIVERY UNITS 





at Lower Prices! 


Your choice of 5 Models 
Twin or single 
600 to 2200 WG. 


Model 300 


HUNDREDS OF OUR UNITS ARE NOW IN SERVICE 
THROUGHOUT THE WORLD 





We are authorized truck 
distributors (International 
factory LPG equipped, 
Chevrolet, Ford, GMC, , 
Dodge or Reo.) We can > 
save you up to $900.00 on 
new trucks. Each unit is 
tested and ready to deliver 
gas when it leaves our shop. 


EASY TERMS AVAHABLE — (No 
red tape such as financial state- 
ments, etc., necessary.) 


IMMEDIATE DELIVERY on 
any Models (several sizes 
available in each Model) 
mounted and piped COM- 
PLETE on chassis fur- 
nished by us. 


Model 200 





Model 150 


Model 100 





WRITE, WIRE OR PHONE FOR PRICES TODAY 
WE SAVE YOU MONEY 


WHITE RIVER DISTRIBUTORS, INC. 


Phone 570 @ 





Batesville, Arkansas 








Perkins, for many years the com- 
pany’s manager of motor truck sales, 
motor truck division in Chicago and, 
more recently, an assistant to the vice 
president. 

R. G. Walls, also a former assistant 
to Mr. O’Donnell, has been appointed 
assistant district manager of the com- 
pany’s new motor truck sales facility. 


Delta Tank Co. Appoints 
M. C. Goforth Sales Engineer 


The appointment of M.-C. Goforth 
as sales engineer for Delta Tank 
Manufacturing Co. Inc. is announced 
by Hal S. Phillips, president of the 
General Gas Corp. subsidiary. 

Mr. Goforth joined Delta, producer 
of storage tanks and cylinders for 
L. P. gas and anhydrous ammonia, in 
1954 after three years with Brown & 
Root Inc. of Houston, where he was 
responsible for design and engineer- 
ing of pressure vessels for the chemi- 
cal, petrochemical and refinery in- 
dustries. 

He earlier served as engineer and 
sales executive of A. O. Smith Corp. 
of Milwaukee, where he supervised 
the design of pressure vessels, heat 
exchangers and similar welded units. 


Shields Named Controller of 
Sunbeam Air Conditioner 


James L. Shields has been appoint- 
ed controller of the Sunbeam air con- 
ditioner division of American Radia- 
tor & Standard Sanitary Corp. T. W. 
McNeill, president of the division, has 
announced. 

Mr. Shields joined American-Stan- 
dard in 1952 in the audit department 
and in December, 1954, was trans- 
ferred to the Sunbeam division as su- 
pervisor of administrative planning. 


Hulse New Merchandise Manager 
Stewart-Warner Machine Div. 


Appointment 
of Robert C. 
Hulse as mer- 
chandising man- 
ager, a post cre- 
ated by consoli- 
dation of adver- 
tising, sales pro- 
motion and pub- , 
licity depart- 
ments, has been 
announced by 
Claude A. Potts, 
general sales manager of Stewart- 
Warner Corp.’s U. S. Machine Divi- 
sion, Lebanon, Ind. 

With the firm for 12 years, the last 
eight as sales promotion manager, Mr. 
Hulse will coordinate and direct an 
expanded program for the merchan- 





Robert C. Hulse 
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GAS BURNER 





COUNTER FLOW 
AIR CONDITIONER 
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CIRCULATOR HEATER full view of serviceman. 
WITH THE FAMOUS 


IN THE WORLD 
NO DOUBT a6ocd ¢/ 


You keep warm...your cabinet keeps cool! 


FULL VIEW 
OF FIRE 


An abundance of warm, 
cheerful radiant heat is 





“There 3 











produced by the unusually 
large radiant area. 


SERVICE FROM 
FRONT 


Complete burner assembly 
accessible for servicing 
from this handy service 
door. Burners always in 


Not necessary to remove 
glass and radiants to serv- 
ice burner. 


° 





MOST EFFICIENT 
Gas 























BURNER 
SILENT 
N 
§ YOUR JOB EASIER OPERATION 
i = MINIMUM FIELD 
= SERVICE 
es DEALERS 
CS ACCEPTANCE 
runwace WINTER AIR are USER 


CONDITIONER ee SATISFACTION 


RECESSED HEATER 
EASIER SALES . . . EASIER INSTALLATION . . . EASIER SERVICE 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 









dising of Winkler heating and cooling 
equipment, and Stewart-Warner and 
“Saf-Aire” wall heaters. 

James M. Darnell, assistant sales 
promotion manager, has been named 
to fill the vacancy created by Mr. 
Hulse’s promotion. 

Under the new setup the merchan- 
dising committee will consist of Wal- 
ter E. Blake, sales manager of dealer 
sales; Ray F. DeVaney, sales man- 
ager of jobber sales, and Messrs. Potts 
and Hulse. 

Walter R. Leander and Gus Wolf 
have been named sales supervisors. 


Appointments Announced By 
Borg-Warner Subsidiaries . 


Appointment of Charles F. Mikuta 
as sales promotion manager of Norge, 
a subsidiary of Borg-Warner Corp., 
is announced. 

In his new position, Mr. Mikuta 
will work under Jack Pettersen, di- 
rector of the dealer-development de- 
partment. He replaces Raymond E. 
Miller, who has been named refrig- 
erator sales manager. Mr. Mikuta has 
been with Norge since 1952 in adver- 
tising and sales promotion work. 








The best in burners ones 
for 50 years — 


JOHNSON 


There's a Johnson Burner for every need. 
Steam tables, urns, vats, ovens — any type of 
equipment requiring a burner. And you can 
count on Johnson for highest quality. Every 
Johnson Burner is properly designed to as- 
sure perfect combustion and high flame 
temperature. This gives top heating effici- 
ency and more heat for every fuel dollar. 
Choose your burner from Johnson’s complete 
line, and remember, whatever your problems 
in gas burning equipment, Johnson will be 


glad to work with you in solving them. 


Consult the Johnson Catalog for the full line 
of Burners, Torches, Valves, Furnaces and 


Blowers. 


Johnson Gas Appliance Company 
597 E Avenue, N.E., Cedar Rapids, lowa 


IF IT BURNS GAS LOOK TO JOHNSON 


JOHN 










No. 29A 
Urn Burner 



















No. 60 BCD 
Concentric 
Ring Burner 








Per Hour. 





Red fet WEED 
CONTROL BURNER 


USES LIQUID L. P. GAS — 
The Most Economical Ce 
Burner Yet Designed. Uses! 
Uses Full Tank Pressure. 

Throws Flame 8 to 12 Feet. 


Flame Temperature 
2500 Degrees, Pius. 


Burns 12 to 25 Gallons 


Manufactured by Northwest Fabricators, Sxssony 





bp ang tad sn Many 
cations in Farm, 
Snaeel and Industrial 


Kills All Annual Weeds. 


Kills Insects — 
Destroys Their Eggs. 


Prevents Reseeding. 


Labor Cost in the 
Fields. 
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Other Norge appointments include: 

J. J. Edwards as gas range sales 
manager. Mr. Edwards worked for 
Magic Chef Inc., St. Louis, for 16 
years. His last position was that of 
product sales manager. 

James B. Ogden as merchandising 
consultant. Mr. Ogden has been a ma- 
jor appliance executive with the J. L. 
Hudson Co., Detroit department 
store, since 1928, and engaged in ap- 
pliance sales since 1918. 

Gerhard M. Rappich as sales man- 
ager of Borg-Warner International, 
the export subsidiary of Borg-Warner 
Corp. 


Servel Stockholders Re-elect 
Five Directors To Board 


Stockholders of Servel Inc., at their 
annual meeting in Dover, Del., re- 
elected five directors to the com- 
pany’s board, and approved an em- 
ployment agreement with Duncan C. 
Menzies, who became president of 
Servel last September. 

The re-elected directors, in addi- 
tion to Mr. Menzies, are Louis Ruth- 
enburg, chairman of the board; Wil- 
liam V. Griffin, Hunter S. Marston, 
and Robert E. Walker. All except Mr. 
Menzies have been directors of Ser- 
vel for many years. 


Easterly, Hinkling Appointed 
New Linde Vice Presidents 


Eugene Easterly has been appoint- 
ed vice president, distribution, and 
E. G. Hickling, vice president, opera- 
tions, of Linde Air Products Co., a 
division of Union Carbide and Car- 
bon Corp. 

Mr. Easterly joined Linde as a de- 
velopment engineer at the Buffalo 
laboratory in 1931. He moved to the 
New York office in 1941 and was ap- 
pointed distribution manager in 1949. 

Mr. Hickling began his career with 
Linde in 1927 as an engineer at the 
company’s laboratory in Buffalo. He 
became work manager for the com- 
pany in 1949. 


Pyrofax Gas Corp. Appoints 
Ackley Secretary-Treasurer 


John A. Ackley has been appointed 
secretary - treasurer of Pyrofax Gas 
Corp., a unit of Union Carbide & Car- 
bon Corp., according to an announce. 
ment by Walter A. Naumer, president 
of Pyrofax. 

Mr. Ackley was also appointed sec- 
retary treasurer of Pyrofax Gas Ltd., 
the Canadian subsidiary of Pyrofax. 
He has been sales manager of Pyro- 
fax. Mr. Ackley succeeds Fred L. 
Shanklin who becomes manager of 
administration of the ore division for 
Union Carbide. 

Otto Neustadt has been appointed 
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sales manager of Pyrofax to succeed 
Mr. Ackley. Mr. Neustadt joined Py- 
rofax in 1931. He progressed through 
various positions in that organization 
before becoming assistant sales man- 
ager in 1952. 


Harris Named Janitrol 
Minneapolis Representative 


The appointment of Marshall E. 
Harris as Janitrol sales representa- 
tive in the Minneapolis territory has 
been announced by H. A. Gross, dis- 
trict sales manager. 

Mr. Harris will represent the Jani- 
trol line of heating and air condition- 
ing equipment for residential, com- 
mercial and industrial use. He has 
been associated previously with Cook 
Appliances of Minneapolis and the 
Bemidji Bottlegas Co. 


Lawson Manufacturing Names 
Two New Vice Presidents 


Lynn J. Lawson, president of Law- 
son Manufacturing Co., New Ken- 
sington, Pa., water-heater manufac- 
turer, has announced the appoint- 
ment of two vice presidents of the 
firm. They are David C. Cannon, vice 


+ 


president, sales, and Martin H. Bos- 
chert, vice president and treasurer. 

Mr. Cannon has been with the com- 
pany since 1947 in a sales and sales 
managerial capacity. Mr. Boschert 
has been with the firm since 1928, 
serving in various capacities in the 
accounting department. 


Wolverine Tube Appoints 
Humphrey Sales Representative 


E. C. Humphrey Jr. has been ap- 
pointed sales representative in the 
upper peninsula of Michigan, north- 
western Wisconsin, Minnesota and 
North and South Dakota, according 
to E. J. Campbell, Midwestern Dis- 
trict sales manager for Wolverine 
Tube, division of Calumet & Hecla 
Inc. 


Trade Notes 





Appointment of Warren O. Klein 
as assistant manager of key accounts 
for Norge, a subsidiary of Borg-War- 
ner Corp., Chicago, is announced by 
R. C. Connell, vice president of sales. 





Gene Shields has been promoted to 
vice president of Sid Harvey of Penn- 
sylvania Inc., and Walter Reeves to 
vice president of Sid Harvey of New 
Jersey Inc. Both Messrs..Shields and 
Reeves are long-time Sid Harvey em- 
ployes. 


W. D. Willes, former general man- 
ager of Rockwell Manufacturing Co.’s 
Nordstrom valve plants at Barberton, 
Ohio, and Oakland, Calif., has been 
named manager, Nordstrom valves, 
with headquarters in Pittsburgh. Mr. 
Willes succeeds Orville W. Barnett, 
who has been named manager of 
Nordstrom distribution and oil field 
sales. 


James M. C. Tighe has been ap- 
pointed commercial sales manager of 
Lux Clock Manufacturing Co. Mr. 
Tighe was formerly assistant general 
manager of Hub Distributors in Bos- 
ton. 


Appointment of Don McCombs to 
the safety engineering staff of Pan 
American Fire & Casualty Co. and 
Pan American Insurance Co. has been 
announced by Earl W. Gammage, 
president of the Houston companies. 
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YOUR FIRST CHOIC 





MOST EFFICIENT AND VERSATILE LP-GAS FURNACE BUILT 


Light a match and—POOF—you’re in business. Demonstrate 
this furnace to plumbers and maintenance men and you've 


made a sale. 


This Mutual furnace employs the principle of the venturi to 
assure perfect combustion; uses less gas and more air. Pro- 
duces a hotter flame and does the job faster. Will melt 60 pounds 
of lead in 12 minutes. No smoke, no priming or pumping. 


This unit is well balanced, will not tip over, and is extremely 
rugged to withstand severe abuse. The No. 2 Furnace fits 
Mutual 12 and 20 pound ICC cylinders. The No. 2-A bench 
model may be used with any Propane cylinder. The No. 2 
and No. 2-A Furnaces include non-warping head, adjustable 






TYPE FURNACE 


Send today for free catalog on Mutua 








3638 WEST IMPERIAL HIGHWAY 


orifice and tube, and removable handle and shield. Simpli- 
city of design, having only three main parts, makes the Mutual 
No. 2 and No. 2-A furnaces dependable and fool-proof. 


Like all Mutual products its design reflects years of engineer- 
ing “know-how”. A demonstration will win a new customer. 





complete line. 


Member L.P.G.A. 





INGLEWOOD, CALIFORNIA 
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Managers’ Seminar Held 
By Suburban Propane Gas 


At a two-day managers’ seminar, 
sponsored by the Suburban Propane 
Gas Corp., Whippany, N. J., at the 
Hotel Commodore, 90 district, re- 
gional and division managers were 








distributors and dealers. 


News and news notes about the activities of manufacturers, 








advised about all phases of the 1955 
plans for sales and operations. These 
work sessions gave the managers an 
opportunity to express opinions and 
make suggestions for consideration 
by top management. 

In a welcoming talk; Mark Anton, 
president, expressed pleasure at the 





SERVICE * QUALITY * SATISFACTION 





Twin or Single Barrel 


Can furnish in any ca- 
pacity you desire. Stock 
models or custom made, 
to your specifications. Just 
ask the man who drives 
one. 

Transport 
Can furnish in single or 
twin barrel type. Unit 
constructed so load can 
easily be shifted to meet 
different type tractors. 
Payload makes you mon- 
ey, this is our specialty. 

Send Us Your 


Specifications and We 
Will Submit Quotations. 





TWIN BARREL 


vapes ctognmancanmmen crests 


A Complete Line of Single and Twin 
Barrel Propane Truck Tanks 









REAR COMPARTMENT DETAIL 


@ Complete Modern Shop Facilities for 


Mounting and Testing All Pumping, 
Metering and Propane Handling 
Equipment. 


The Pasley Mfg. & Dist. Co. 
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cooperation received during 1954 on 
the company’s “Thrift and Thrive” 
program, and said that the year-end 
figures were very satisfactory. 

Suburban Propane, which started 
as a one-man one-customer company, 
has grown to the largest independent 
distributor of liquefied petroleum gas. 
In 1954 is distributed well over 100 
million gal. of L. P. gas. Today, it is 
a $52 million corporation with dis- 
tribution points in 16 states as well 
as the District of Columbia. 


Service Schools Planned 
For Alabama, Florida 


Spring service schools are being 
planned .by both the Alabama and 
Florida LPGAs. The State Vocational 
Trade School at Tuscaloosa, Ala., will 
be host to Alabama LPGA’s annual 
school for service men, while a sum-.- 
mer service school will be presented 
at Gainesville, Fla. 

Alabama’s service school is sched- 
uled for the week of May 15, with en- 
rollment limited to 100 students. The 
school will consist of four classes of 
25 men each, and will stress instruc- 
tion on controls and safety. 

The University of Florida is coop- 
erating with the state LPGA to pre- 








A. J, Stinebiser (left), superintendent 0° 
Robertshaw-Fulton Controls.Co.’s Scott- 
dale (Pa.) plant and Steve Hollis, presi 
dent of Scottdale Local 3964, ClO-Unite« 
Steel Workers union, hold National Safe 
ty Council plaque won by the plant in : 
nationwide industrial safety contest. Th< 
Scottdale plant was winner in Group C 
foundries division, as one of 126 entrant 
with 12 months free of disabling or ‘‘lost- 
time’’ accidents. Over 1100 companies in 
various industries were in the competition. 
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__/ 3, FINANCING OF CYLINDERS AND TANKS for 





Our credit plans cover... 


T. RETAIL INSTALLMENT FINANCING of sales to 
gas customers. In one package, LPG Credit Cor- 
_ poration finances the appliances, the lease fee 
_. . (when container is leased) or the sale price of. 
the complete installation (when sold outright) — 
and the initial sale of gas. — 


_ “@. FLOOR PLAN for financing inventories of ap- 


- pliances and containers which are purchased by _ 


‘the dealer for resale to customers. _ 


~ dealers leasing systems to retail customers. _ 


YVVVORVOOCOCQGGCCGOGOCOOGGOGGCGGGoOObOGbbGobGob68b6G60G6060660066656 0 


APRIL, 1955 


Gl ge Ion rte Feng 


LPG Credit Corporation financing plans for the purchase of equipment 
‘free your working capital for other current needs. These plans have 
helped many responsible LP-Gas dealers—they can help you. 


_dising policy and com- 


sales promotion pro- 







booklets. 















Sales Te omotinn 


As part of its services, 
LPG Credit Corpora- 
tion offers a merchan- 






plete advertising and 





gram as effective sales 

tools, including show- — 
room display material, . 
newspaper ad mats, 
radio spot announce- 
ments and direct mail 
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Managers’ Seminar Held 
By Suburban Propane Gas 


At a two-day managers’ seminar, 
sponsored by the Suburban Propane 
Gas Corp., Whippany, N. J., at the 
Hotel Commodore, 90 district, re- 
gional and division managers were 








distributors and dealers. 


News and news notes about the activities of manufacturers, 








advised about all phases of the 1955 
plans for sales and operations. These 
work sessions gave the managers an 
opportunity to express opinions and 
make suggestions for consideration 
by top management. 

In a welcoming talk, Mark Anton, 
president, expressed pleasure at the 


SERVICE * QUALITY * SATISFACTION 





LPR. GAS FOR COOKING 
HEATING AND MOTOR FUEL 


Twin or Single Barrel 


Can furnish in any ca- 
pacity you desire. Stock 
models or custom made, 
to your specifications. Just 
ask the man who drives 
one. 


Transport 


Can furnish in single or 
twin barrel type. Unit 
constructed so load can 
easily be shifted to meet 
different type tractors. 
Payload makes you mon- 
ey, this is our specialty. 
Send Us Your 
Specifications and We 
Will Submit Quotations. 
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Allied Gas ¢ Chemical 
FLAMMABLE COMPRESSED GAS 





BR CAUTIO 


A Complete Line of Single and Twin 
Barrel Propane Truck Tanks 


| a. 
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REAR COMPARTMENT DETAIL 


@ Complete Modern Shop Facilities for 


Mounting and Testing All Pumping, 
Metering and Propane Handling 
Equipment. 





The Pasley Mfg. & Dist. Co. 











cooperation received during 1954 on 
the company’s “Thrift and Thrive” 
program, and said that the year-end 
figures were very satisfactory. 

Suburban Propane, which started 
as a one-man one-customer company, 
has grown to the largest independent 
distributor of liquefied petroleum gas. 
In 1954 is distributed well over 100 
million gal. of L. P. gas. Today, it is 
a $52 million corporation with dis- 
tribution points in 16 states as well 
as the District of Columbia. 


Service Schools Planned 
For Alabama, Florida 


Spring service schools are being 
planned .by both the Alabama and 
Florida LPGAs. The State Vocational 
Trade School at Tuscaloosa, Ala., will 
be host to Alabama LPGA’s annual 
school for service men, while a sum. - 
mer service school will be presented 
at Gainesville, Fla. 

Alabama’s service school is sched- 
uled for the week of May 15, with en- 
rollment limited to 100 students. The 
school will consist of four classes of 
25 men each, and will stress instruc- 
tion on controls and safety. 

The University of Florida is coop- 
erating with the state LPGA to pre- 








A. J. Stinebiser (left), superintendent o 
Robertshaw-Fulton Controls Co.’s Scott 
dale (Pa.) plant and Steve Hollis, presi 
dent of Scottdale Local 3964, ClO-Unite: 
Steel Workers union, hold National Safe 
ty Council plaque won by the plant in 

nationwide industrial safety contest. Th 
Scottdale plant was winner in Group C 
foundries division, as one of 126 entrant 
with 12 months free of disabling or “‘lost 
time’ accidents. Over 1100 companies i 
various industries were in the competition 
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LPG Credit Corporation financing plans for the purchase of equipment 
free your working capital for other current needs. These plans have 
helped many responsible LP-Gas dealers—they can help you. 


Our credit plans cover... 


1. RETAIL INSTALLMENT FINANCING of sales to 
gas customers. In one package, LPG Credit Cor- 
poration finances the appliances, the lease fee 
(when container is leased) or the sale price of 
the complete installation (when sold outright) 
and the initial sale of gas. 


2. FLOOR PLAN for financing inventories of ap- 
pliances and containers which are purchased by 
the dealer for resale to customers. 


3. FINANCING OF CYLINDERS AND TANKS for | 


dealers leasing systems to retail customers. 


4. FINANCING OF BULK STORAGE TANKS, TANK 
TRUCKS AND TRANSPORTS. 





Sales Promotion 


As part of its services, 
LPG Credit Corpora- 
tion offers a merchan- 
dising policy and com- 
plete advertising and 
sales promotion pro- 
gram as effective sales 
tools, including show- 
room display material, 
newspaper ad mats, 
radio spot announce- 
ments and direct mail 
booklets. 


Inquiry on your company letterhead is invited 


Rat 


LPG CREDIT CORPORATION 


312 EAST 131st STREET »« CLEVELAND 8, OHIO 
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to 1,000 Gal. Tanks. 
REGULATOR CAPACITY: 
1,125,000 BTU at 10# 


Inlet Pressure. 


New 


Recommended for 500 


MOBILE, ALABAMA 
FRESNO, CALIFORNIA 


LEESBURG, FLORIDA 
MT. PLEASANT, IOWA 


SHARON, MASSACHUSETTS 
MINNEAPOLIS 15, MINNESOTA 
INDEPENDENCE, MISSOURI 
MONTICELLO, NEW YORK 
RALEIGH, NORTH CAROLINA 
SPRINGFIELD, OHIO 


PORTLAND, OREGON 
SCRANTON, PENNSYLVANIA 
SPRINGFIELD (Delaware 
County), PENNSYLVANIA 
DALLAS, TEXAS 

SEATTLE 4, WASHINGTON 
MILWAUKEE 2, WISCONSIN 


sma ey 
EDMONTON, —_ 
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Pond-Johnston & Co. 
157 Beauregard Street 
Ys sm Merriman Co. 


itt: Lioyd Merriman 
286 South Elm 


Continental Gas Equipment Co. 


Valley industries 
P. 0. Box 111 


Carl Peterson 

93 Brook Road 

Vincent Brass & Copper Co. 
124 12th Avenue South 


Art Mietzel 
11610 East 37th Terrace 


Continental Gas — Co. 


35 Jefferson Stree’ 


Continental Gas Equipment Co. 
5846 


P. 0. Box 


£. & ye 
Sel-Pac of Ohio 
729 E. Main Street 


Western Utilities Supply Co. 
1905 No. Williams Avenue 


Continental Gas Equipment Co. 


901 Providence R 

Bob J. Johnson 

370 East Springfield Road 
Frank ae 


Sel-Pac 
202 eee Street 


Western Utilities 
525 Ninth Avenue South 


Vincent Refrig. & Heating Supply Co. 


1025 No. Water Street 
Arden Sutherland & Son, Ltd. 
Canaan Street 


con aed Ltd. 


LARGE CAPACITY REGULATOR 


Here’s what the new Sel-Pac D-1610 Regulator will do for you. With 
a normal capacity well in excess of 1,750,000 BTU at approx. 50# inlet 
pressure, it is ideal for heavy duty installations. For multiple dwellings, 
motels, commercial cooking ranges, abnormally large water heating 
requirements, etc., the D-1610 is unexcelled. Inherent design charac- 
teristics offer the operator an unusually low lock-up with only slight 
deviations in pressures throughout its entire working range. 


SPECIAL CONSIDERATIONS IN DESIGN 
WHICH MINIMIZE FREEZE-UPS 


The Sel-Pac D-1610, like the famous D-1600, incorporates an exclu- 
sively designed expansion chamber which allows more passage area for 
ice crystals that form when wet gas expands at the orifice. Then too, 
the full 14” diameter gas orifice tends to reduce freeze-ups. Regulator 
is painted black which further aids heat absorption and feduces possi- 
bilities of freeze-ups. 

A most rugged and dependable unit capable of handling capacities 
from 1,000,000 to 2,000,000 BTU, this Sel-Pac model D-1610 is priced 
well below other comparable regulators. 


SEND TODAY FOR PRICES AND DELIVERY INFORMATION. 


SELWYN-PACIFIC COMPANY 


Manufacturers of Compressed and LP-Gas Control Equipment 
340 West Avenue 26 « Los Angeles 31, California 
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ADVERTISEMENT 


LP-GAS 
SERVICE 
TIPS 


by GEORGE R. POSTLEWAIT 
General Manager 
SELWyN-Paciric COMPANY 


1.:A quick opening and closing of a 
cylinder or tank valve before connect- 
ing the pigtail may blow foreign matter 
‘from be valve outlet which might 
otherwise damage the regulator seat. 
2. Don’t overtighten new P.O.L. con- 
nections. If a P.O.L. seat is crushed, 
excessive tightening is required from 
that time on. 

3. Whenever possible, install regula- 
tors in a vertical position with the inlet 
at the top. This gives moisture, heavy 
ends, fine scale, etc., a chance to pass 
on through the regulator and minimizes 
service calls. 

4. Be sure the regulator breather and 
relief vent is kept open at all times. A 
frozen or clogged vent not only leads 
to improper regulation but can cause 
serious accidents, 

5. Don’t try to>use regulators with 
large orifices which were designed for 
second stage operation, as single stage 
regulators. Erratic delivery, humming, 
high lockups, etc., will result. 

6. Don’t expecta regulator with a small 
orifice designed for single stage oper- 
ation, to have the same capacity if 
used as a second stage regulator. The 
small orifi¢e won’t pass as much gas 
at the reduced inlet pressure. 

7. Don’t guess at the size line on the 
delivery side of your regulator. Size 
the line to give an orifice pressure of 
not less than 44” (water column pres- 
sure) less than the outlet pressure at 
the regulator. (Write us for tables cov- 
ering the proper size piping for various 
loads and distances.) 

8. Don’t guess at your orifice pressure. 
Use an accurate low pressure gauge or 
a water manometer to make all] final 
adjustments, 

9. Don’t screw down the regulator ad- 
justment to obtain higher pressures to 
compensate for pressure drops caused 
by under-sized lines. This leads to un- 
necessary service calls to adjust pilot 
lights, fluctuating orifice pressures, in- 
efficient combustion, etc. 

10. When calculating the size line re- 
quired from the regulator to the burners, 
be sure te use the total capacity of ALL 
burners in determining the line size. 
11. Don’t install containers any closer 
to any important building or property 
line than the distances listed by Pam- 
phlet #58. 

12. Never transport ICC containers on 
which the valves are not-protected by 
either: (1) a fixed collar (welded to 
the cylinder), (2) a cylinder cap com- 
pletely protecting the valve. 

13. Never transport or install ICC cyl- 
inders in a horizontal position or in 
any position when the safety relief de- 
vice is not directly connected to the 
VAPOR space of the container. 

14, Never tamper with or try to adjust 





a safety relief valve. Breaking the seal’ 


nullifies the U.L. approval. 
pap these Bop ayy dr ag 
of pipe sizes,to ring rT, 
guaileble sclthout cost. Please write 
SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
Los Angeles 31, California 
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sent the summer service school dur- 
ing the week of June 5. An all-work 
schedule has been set up for the five- 
day session, with a balanced blend 
of theory and practical exercises pro- 
vided for regulators, controls, pipe 
sizing, refrigeration, venting, carbu- 
retion, meters, burners and orifices. 


Women To Bake Cookies 
In Appliance Stores 


The mouth-watering aroma of bak- 
ing gingerbread cookies will add a 
new touch to appliance stores this 
year. . 

So predicted R. C. Connell, Norge 
vice president of sales, who an. 
nounced the Norge “Bake ’n Take,” 
a plan for women to bake ginger- 
bread cookies in retail stores and take 
them home for the family. 

“The ‘Bake ’n Take’ is the best way 
to show women all the economy fea- 
tures of the new 1955 ranges. Deal- 
ers can complete their sales presen- 
tations by the time the cookies come 
out of the oven,” Mr. Connell stated. 


Temco Exhibit Wins Prize 
At East-Central Show 


Temco Inc. of Nashville, Tenn., was 
awarded first prize in the heating di- 
vision for its exhibit at the East-Cen- 
tral district LPGA trade show held 
in Philadelphia. A silver trophy was 
presented to Temco on the closing 
day of the show in recognition of its 
display. 

The display featured the complete 
Temco heating line — space heating 
and central heating equipment. Many 
of the heating units were built into 
the display, duplicating actual home 
installations. The product features 
were highlighted on a series of over- 
lay panels. 





Temco’s complete heating line was fea- 
tured in this display at the East-Central 
district LPGA trade show held recently in 
Philadelphia. The exhibit was a first prize 
winner. 





Republic Heater Corp. 
Purchases Odin Stove 


Republic Heater Corp., Huntington 
Park, Calif., has completed the pur- 
chase of the Odin Stove Manufactur- 
ing Co. in Erie, Pa. This is the com- 
pany’s second eastern expansion with- 
in six months. Odin manufactures a 
line of domestic ranges. 

Republic’s first eastern water heat- 
er plant, which was opened last Au- 
gust in Zanesville, Ohio, has already 
been outgrown. Eastern operations 
now triple the size of the Huntington 
Park plant and home office. Republic 
expects to expand its home facilities 
in the not too distant future. 

Republic plans to manufacture, in 
addition to its California output 100,- 
000 domestic gas ranges and % mil- 
lion water heaters annually. The Erie 
plant will also manufacture auto. 
matic clothes dryers and air-condi- 
tioning units. 


Winnipeg & Central Gas Co. 
Potential Chemicals Leader 


Winnipeg & Central Gas Co. Ltd., 
Manitoba, Canada, is emerging as a 
potentially strong factor in the devel- 
opment of a new chemicals industry 
in Manitoba. 

For the past several months Win- 
nipeg & Central has been acquiring 
propane distributing companies, its 
seventh and most recent acquisition 
being Canadian Propane Ltd., an Al- 
berta company having six wholly- 
owned subsidiaries. This makes Win- 
nipeg & Central one of the biggest 
propane distributors in Canada. 

Winnipeg & Central is also one of 
the principal backers of Canadian 
Hydrocarbons Ltd., a new company 
being formed to establish a petro- 
chemicals plant in or near Greater 
Winnipeg. 

There is speculation as to what the 
new company will do. It was an- 
nounced at first that it would process 
natural gas from the proposed Trans- 
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Canada pipeline, but officials say the 


company will also be able to use res- 
idual fuels or propane. 

In the meantime, Winnipeg & Cen- 
tral is going ahead with plans to build 
aboveground storage tanks, each 
large enough to hold 30,000 gal. of 
liquid propane. These will supple- 
ment large underground caverns, 
which are also to be prepared for 
storage. 


General Controls Purchases 
Perfex Corp. Division 


An offer by General Controls Co. 
of Glendale, Calif., to purchase the 
assets of the Controls and Instrument 
division of the Perfex Corp. of Mil- 
waukee has been accepted, it was an- 
nounced by W. A. Ray, president of 
General Controls. 

The transaction involves the pur- 
chase of the assets of this division of 
Perfex in return for an undisclosed 
amount of General Controls prefer- 
red and common stock. Financial 
terms of the negotiations were not re- 
vealed, except that the Perfex Corp. 
plans to retain its General Controls 
stock as an investment, for the time 
being. 

“Addition of the Perfex line of oil 


| burner, limit, and other controls, elec- 
| tric water heater thermostats, and 


combustion instruments will add sub- 


| stantially to the future growth and 
| diversification of our company,” the 


General Controls president declared. 


Robertshaw-Fulton Holds 
Controls Schools In lowa 


Robertshaw-F ulton Controls Co. 


| held a series of 15 service schools on 
| thermostatic controls for water heat- 


ers, space heaters and ranges during 
February and March throughout the 
state of Iowa. Sponsored by the Iowa 


| LP-Gas Association, the schools were 
| held in 15 towns. 





The fine points of installation and 
service of gas controls were learned 
through tearing down and reassm- 
bling. 


Rheem Manufacturing Ups 
Water Heater Output 


With the installation at its South 
Gate, Calif., plant of a new $1 million 
production line, Rheem Manufactur- 
ing Co. has stepped up its output of 
glass-lined water heaters. Initial fa- 
cilities for the manufacture of the 
new water heater were opened ‘in 
Chicago last December, and a second 
line was started up at Sparrows 
Point, Md., in January. 

The South Gate facilities, which 
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Production of its new water heater gets 
under way at the South Gate, Calif., plant 
of Rheem Manufacturing Co. as a $ 

million production line is installed. Offici- 
ating at the opening of the new produc- 
tion facilities are (left to right) William 


S. Rheem II, general manager; Ed Pa- 
quette, regional manager for the Pacific 
Southwest; Carl P. Miller, president of the 
Los Angeles Chamber of Commerce; and 
Dick Pallin, sales manager for the plumb- 
ing and heating division in the Pacific 
Southwest. 





will have an ultimate capacity of 
30,000 heaters per month, were start- 
ed up to kick-off a three-day sales 
meeting for which 200 Rheem whole- 
salers from the Pacific states assem- 
bled in Los‘Angeles. Presiding at the 
ceremonies were R. S. Rheem, presi- 
dent of the company, and William S. 
Rheem II, general manager. 

The company launched a national 
advertising campaign to introduce its 
glass-lined water heaters. 


Program Increases Sales 
For Bottled Gas Corp. 


Bottled Gas Corp. of Virginia has 
found its expanded sales promotion 
program to be even more successful 
than predicted. Results of the first 10 
weeks of the new program have been 
immensely encouraging, reported E. 
Otto N. Williams, president, at a re- 
cent sales meeting. Retail appliance 
sales are up 98%, compared to a 
hoped-for 75%. 

Bottled Gas Corp. of Virginia has 
done much to stimulate sales. It be- 
gan a special monthly promotion to 
sell home appliances. The February 
promotion was given the title, “Short 
Month Special,” and included direct 
mail to more than 17,000 customers 
and prospects, a window display in 
each branch, plus increased effort 
from the entire sales force. 

Special sales incentives in the form 
of bonus awards were established. 
Known as the “Monthly Heatflame 
Award” for salesmen with “Lots of 
Push,” the awards went to those sales- 
men who exceeded their assigned 
sales quotas. Announcing the quotas 
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for the coming month, President Wil- 
liams distributed to each salesman a 
check in anticipation of “over quota” 
sales. The check was unsigned. When 
the salesman went over his quota (at 
any time during the month), Mr. Wil- 
liams signed the check. 

Special monthly sales training con- 
ferences were held. At these confer- 
ences, all salesmen attended a special 
sales training program, conducted by 
factory experts in the field of gas ap- 
pliance sales, service and installa- 





Salesmen of the Bottled Gas Corp. of Virginia, about to receive awards at a recent sales 


tions. conference, watch as the first ‘‘Lots of Push’’ bonus is awarded by President E. Otto N. 


The overall program has been 
named “The New Look” by President 


Williams, fifth from left. 
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“After shopping around, we decided to have 
your company install a 1600 gallon twin tank 
on our new RP170 International. When the 
truck was delivered, it was more than we 
really expected in appearance, balance, safety 
and service. Considering the beauty of the 
unit, as well as the low price, we feel that we 
have the finest propane delivery unit avail- 
able.” 

That’s one of our customers talking . . . and 
there’s plenty more like him. We’d like you 
to be a satisfied customer, too. We'll build 
tanks exactly to your specifications, or design 
a unit to fit your individual needs. Let’s talk 
it over! 
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Williams. So far, he comments, “The 
New Look” has given a new look to 
profits, too. The goal for the year was 
originally set at 75% increase over 
last year. During the first month of 
1955, his team of salesmen pushed re- 
tail appliance sales to a 98% increase. 


Texas Co. Establishes 
Separate LPG Division 


The Texac Co. has announced es- 
tablishment of a liquefied petroleum 
gas division to handle sales of pro- 
pane and butane in the territory east 
of the Rocky mountains. S. C. Bart- 
lett, vice president in charge of sales, 
said that Milton C. Lewis had been 
appointed manager of the division, 
with headquarters in Tulsa. 

Mr. Bartlett pointed out that Tex- 
aco, an important producer of lique- 
fied petroleum gas, has created a sep- 
arate sales division for these products 
because of its belief that the market 
for propane and butane will continue 
to grow. 

Mr. Lewis has been assistant di- 
vision manager of the sales depart- 
ment in New Orleans since 1952. Pre- 
viously he was state manager at Ok- 
lahoma City. 


Pyrofax Gas Announces 
National Sales Leaders 


Pyrofax Gas Corp. has announced 
its top national sales leaders for 1954. 
These are the 20 distributor organi- 


‘zations which add the most new Py- 


rofax gas installations during the 
year. 

The winner this year, as well as in 
1952 and 1953, is Central Florida Gas 
& Appliance Co. of Gainesville, Fla., 
headed by Horace Arrington. Mr. Ar- 
rington is also the No. 1 national 
bonus leader. In 1954 the company’s 
record showed a total of 1289 new gas 
customers. 

In the No. 2 position is Jax Bottled 
Gas Co. of Jacksonville, Fla., headed 
by Herb Donahue, with a total of 875 
new contracts. Gas Engineering Co. 
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of Daytona Beach, Fla., came in third 
with 748 new contracts. 

Others placing in the sales leader 
category are Pinellas Gas Service of 
St. Petersburg, Fla.; Weeks Bottlegas 
& Appliance Co., Miami; Sutton’s Gas 
& Appliance Co. of Goldsboro, N. C.; 
Chatham Gas Co., Savannah, Ga.; 
South Georgia Gas Co., Moultrie; 
Kingry Gas Co., Marianna, Fla.; 
Childs Gas Service, Gainesville, Ga.; 
Johnson Gas Service, Crescent City, 
Fla.; Cumberland Natural Gas Serv- 
ice, Burnside, Ky. 


Ruud Home Laundry Show 
Begins Second Tour 


To paint a graphic picture of the 
need for upgraded full-input gas wa- 
ter heaters and gas dryers in the mod- 
ern home automatic laundry, the 
Ruud home laundry show has taken 
to the road for the second year. 

This 90-minute performance staged 
by Ruud Manufacturing Co., is made 
available to L. P. gas distributors, gas 
utilities, and other interested organi- 
zations across the country. In 1954, it 
“played” 35 cities before audiences 
totalling 8000 persons or more. 

Message of the show, given by ac- 
tual demonstrations before gas-com- 





Center stage line-up of equipment at a typical Ruud home laundry show. Left to right: 
basket of laundry; clothes washer connected with gas water heater; kitchen sink con- 
nected to hot water outlet from gas water heater; gas water heater; automatic dish- 
washer connected to hot*water outlet; automatic washer, also connected to water outlet; 
automatic dryer; and second basket of laundry. 





pany salesmen, plumbing and appli- 
ance dealers, architects, builders, and 
the general public, is that top-stan- 
dard full-input gas equipment is a vi- 
tal necessity for high-temperature 
water requirements in the millions 
of homes that have, or will have, mod- 
ern automatic washers. 

In the demonstration, two auto- 
matic washers of identical make are 
used. One is connected to a conven- 
tional water heater, the other to a 
full-input model. Each automatic 
washer is connected with a large dial 
thermometer that registers tempera- 


tures of water as it enters the washer. 
The audience sees that the conven- 
tional water heater provides progres- 
sively lower hot water temperatures 
inadequate for automatic washers. 


Servel Appoints New 
Minneapolis Distributor 


Appointment of the Lew Bonn Co. 
as Servel home appliance distributors 
was announced by Neal E. Schuman, 
field sales manager of the home ap- 
pliance division of Servel Inc. 

The company’s territory includes 
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23 counties in northwestern Wiscon- 
son, all of Minnesota except six coun- 


ties in the southwestern corner of the . 


state, 2 counties in northeastern Iowa, 
all of North Dakota, and 15 counties 
in northeastern South Dakota. 


Headquarters of the Lew Bonn Co. 


| are located in Minneapolis. Ware- 


housing branches are located in four 
cities: St. Paul, Minn.; LaCrosse, 
Wis.; Duluth, Minn.; and Fargo, N. D. 


| Bryant Industrial Corp. 
| Buys Paulsen-Johnson 


Purchases of the principal assets 


| of the Paulsen-Johnson Co. by Bry- 
| ant Industrial Products Corp. of 
| Cleveland was announced by Robert 





M. Buck, president of Bryant Indus- 
trial. 

Paulsen-Johnson, a Cleveland firm, 
manufactured a line of valves and 
regulators. These products will be 
manufactured in the Bryant Indus- 
trial plant. Mr. Buck stated that the 
acquisition will allow the company to 
market the Paulsen regulator and 
other precision pressure and flow con- 
trol devices with its present line of 
gas combustion equipment. 

Charles I. Johnson, president of 
Paulsen-Johnson, will join Bryant In- 
dustrial in an executive capacity. 


L. P. gas Installations 
To Undergo Atomic Blast 


Typical L. P. gas consumer utiliza- 
tion and bulk storage installations 
will be tested under actual nuclear 
detonation conditions during tests to 
be conducted at the government’s Ne- 
vada test site near Las Vegas. In ad- 
dition L. P. gas will provide fuel for 
a mass feeding demonstration to be 
conducted a the test site. Both proj- 
ects have been arranged by the na- 
tional LPGA in cooperation with the 
Federal Civil Defense Administra. 
tion. 

In the technical phase of the atomic 
tests, 12 consumer and one bulk plant 
installation, complete with all the 
piping and fittings used in a commer- 
cial job, will be exposed to a nuclear 
explosion to test their resistance to 
the blast and radiation effects of 
atomic warfare. Eight consumer units 
will have bulk storage, four will be 
dual cylinder hook-ups. 

From these tests the LPG industry 
will learn what changes—if any—it 
must make in its installation routines 
to enable the equipment to stand up 
under an atomic beating. 

This phase of the project is being 
directed by the National Affairs com- 
mittee under the chairmanship of 
Mark Anton, Suburban Propane Gas 
Corp., Whippany, N. J. Chairman of 
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the Engineer’s subcommittee is W. D. 
Cook, Suburban Propane Gas Corp., 
Whippany, and chief technical repre- 
sentatives are Paul W. Tucker, Phil- 
lips Petroleum Co., Bartlesville, 
Okla., project engineer, and C. F. 
Neely, LPGA project consultant. 
Shortly after the atomic shot, sev- 
eral crews of L. P. gas men will help 
organize a typical mass feeding op- 
eration under simulated emergency 
conditions. Working with a number 
of food service groups, L. P. gas men 
will convert utility gas cooking ap- 
pliances to propane service and hook 
up installations to provide cooking 


and water heating fuel. With these 
fuel sources, hot meals will be pre- 
pared for an estimated 1000 test ob- 
servers. C. J. Allister, Parlett Gas 
Co., Waldorf, Md., is the LPGA rep- 
resentative on FCDA’s Mass Feeding 
Advisory committee. 

While the mass feeding phase will 
be completed shortly after the atomic 
shot and will serve to emphasize the 
value of L. P. gas as a dependable 
fuel for most any type of disaster re- 
lief, results of the technical tests are 
being conducted under strict secur- 
ity. Within the limits of security re- 
quirements, the lessons of the test 
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will be available to all industry peo- 
ple. 

Several association members and 
staff personnel will be on hand to ob- 
serve the atomic blast, evaluate the 
technical test results, and serve the 
mass feeding installations. Their re- 
ports will be made public as soon as 
security requirements permit. 

The LPG industry is one of several 
which have erected equipment at the 
test site under a program coordinated 
by FCDA. Industries represented 
range from home building to food 
packaging, all seeking facts that will 
enable them to design their products 
for survival under atomic warfare. 

The American Gas Association will 
also participate in the civil defense 
phase of the forthcoming atomic test. 

The objectives of the AGA partici- 
pation are to determine the effects of 
ground shock, and atmospheric over- 
pressure and elevated temperature 
on typical gas industry installations 
as a result of atomic explosions. In- 
cluded in the test would be under. 
ground gas mains, underground 
vaults and pits containing pressure 
regulators and valves, service piping, 
house meters and piping, domestic 
gas burning appliances and emer- 
gency gas repair and replacement 
equipment on trucks. 

Another participant is the Commu- 
nications & Electronics division of 
Motorola Inc., designers and manu- 
facturers of precision radio commu- 
nications equipment. From the blast 
tests Motorola engineers expect to 
learn how well the nation’s vital mo- 
bile two-way radio systems could 
withstand an enemy atomic attack. 


Pitman Introduces Fryers 
With Aggressive Campaign 


To introduce its new line of elec- 
tric commercial deep fat fryers and 
promote the 1955 streamlined gas 
models, J. C. Pitman & Sons Co., Con- 
cord, N. H.; has begun a large and 
aggresive sales and advertising pro- 
gram. : 

“The enthusiastic reception given 
the new electric models by equipment 
dealers as well as hotel, restaurant 
and fountain operators, has been most 
gratifying. With our electric and the 
new under- and tube-fired gas mod- 
els, Pitman salesmen and dealers can 
now offer their customers a complet2 
line of commercial deep fat frying 
equipment,” stated Delbert N. Pit- 
man, general manager of the com- 
pany. 

In order to supply better service to 
dealers and customers, Pitman has 
entered into an agreement with Gas 
Consumers Service, New York. Ac- 
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cording to the terms of the agree- 
ment, factory authorized parts and 
service will be made quickly avail- 
able to all fryer users through the 
nearest branch or service shop of 
Gas Consumers Service. 


Edward Lamb Acquires 
Rasch Manufacturing Assets 


Assets of the Rasch Manufacturing 
Co., 50-year-old manufacturer of wa- 
ter heaters, in Kansas City, Mo., have 
been acquired by Edward Lamb En. 
terprises Inc. of Toledo, Ohio. Mr. 
. Lamb said that the facilities will be 
greatly expanded and considerable 
personnel added, immediately. Mr. 
Lamb also owns White Products 
Corp of Middleville, Mich., a manu- 
facturer of gas and electric water 
heaters. 

The Rasch facilities, located in more 
than 50,000 sq ft of space, will be used 
to expand both the White line of heat- 
ers and the “Security” line of heaters 
manufactured by Rasch. The “Secur- 
ity” line of water heaters will be 
available in a glass-lined series, also, 
in addition to present production 
models. It is expected that additional 
machinery will be moved in shortly. 


General Gas Corp. 
Launches Bond Issue 


Private placement of $7.5 million 
principal amount of new 444% notes 
due January 15, 1970, and award of a 
new $5.5 million defense contract to 
its major subsidiary, Delta Tank 
Manufacturing Co. Inc., have been an- 
nounced by officials of General Gas 
Corp. 

Proceeds of the new bond issue will 
be used in part to retire General Gas 
Corp.’s 4%4% long-term notes and 
some additional debt incurred in a se- 
ries of recent gas company acquisi- 
tions in Georgia, South Carolina and 
Alabama. The company plans to re- 
tire $410,000 of the new notes in Janu- 
ary, 1956, and $430,000 each succeed- 
ing year. 

Delta Tank’s signing of new de- 
fense contracts in late January, 1955, 
signals the subsidiary’s re-entry into 
munitions work. Since completion of 
its last defense contract in 1954, the 
subsidiary’s major operations have 
reverted to those required by an ex- 
panding peacetime economy. Delta 
Tank’s engineering staff has been 
sharply increased and a new line of 
products for use in the nation’s oil 
fields, petroleum refining, petro- 
chemical and chemical industries has 
been developed. 

While Delta Tank was engaged in 
diversification and expansion during 
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1954, General Gas also made signifi- 
cant progress in the growth of its li- 
quefied petroleum gas business. 

On July 31, 1954, the company ac- 
quired 10 independent distributors of 
L. P. gas with total annual sales of 
approximately 15 million gal. of L. P. 
gas to 33,000 customers in Georgia, 
South Carolina and Alabama. 

That expansion was followed on 
December 1, 1954, with the acquisi- 
tion of Consolidated Gas Co. of -At- 
lanta, Ga. Consolidated’s L. P. gas 
sales were on a 16 million gal. annual 
basis to approximately 30,500 custo- 
mers. 

On the basis of these major acqui- 
sitions and a normal increase of LPG 
customers in Louisiana and Missis- 
sippi, General Gas has estimated 1955 
sales of LPG at nearly 88 million gal. 
to an estimated 144,000 customers in 
a five-state region. 


Superior Propane Buys 
Frontenac Blue Flame 


Superior Propane Ltd. has moved 
into the Kingston area of Ontario, 
Canada, through the purchase of 
Frontenac Blue Flame Co., the lead- 
ing distributor of propane in the area. 

The acquisition was announced by 
J. F. F. McQueen, president, as mark- 
ing another step in Superior’s long- 
term expansion policy. 

Superior gains, through the pur- 
chase, more than 1000 customers to 
add to the 20,000 retail and industrial 
users it already has. 


AGA Predicts 1612 Million 
Gas-Heated Homes in 1956 


During each of the next two years 
an additional 1% million homes in the 
United States will install-gas heating 
equipment, according to the most re- 
cent gas househeating survey made 
by the American Gas Association. 
These new installations will bring the 
total number of gas-heated homes in 
the nation to 161% million by the be- 
ginning of the 1956-57 winter season. 

The expected gain in gas heating 


, customers follows the pattern estab- 


lished in previous studies. The wide- 
spread acceptance holds favorable im- 
plications for the gas industry, since 
adoption of gas heating improves fre- 
quency of installation of other gas 
services in the home. 


Temco Inc. Constructing 

Modern Office Building 
Temco ‘Inc. has under construction 

at the present time a new modern, 


office building at its plant site in 
Nashville, Tenn. The office is sched- 
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ANCO 


S MANUFACTURING & 


SUPPLY CO. of complele aibche of 
LPG Equipment 


in Tulsa + East St. Louis - Omaha 


Anco BULK PLANT EQUIPMENT, 
STORAGE AND TRUCK TANKS 


Contact Anco for plants of any size— single tank or a 
complete plant. 

Truck tanks are available in a wide range of sizes, 
complete with pump, meter, hose, and other equipment. 
Anco tanks and plants meet all existing requirements. 


Anco PUMPS AND COMPRESSORS 


Carried in our warehouse stock are units for all possible 
uses — Tractor Fueling Pumps, Hand Pumps, Bottle Fill- 
ing Pumps, Vapor Pumps, Bulk Plant Transfer Pumps. 


Anco CYLINDERS AND SYSTEMS 


Our famous ICC PIG Cylinder is ideal for many uses — 
light domestic loads, farms, motels, restaurants, tractor 
refueling or standby unit. Replaces approximately four 
100 Ib. ICC Cylinders: Aboveground and underground 
tanks and systems available for warehouse pickup or 
delivery. Check our low F.I.T. rates. Our equipment 
meets all existing regulations. 


Anco VALVES, FITTINGS, TUBING, TOOLS 


Large and complete stocks carried in our warehouses 
for your immediate use. 


Anco HOSE AND COUPLINGS 
Almost everything you'll need. See our new catalog. 


Anco REGULATORS AND METERS 
We stock these for every possible use and application. 
Get our catalog for complete description. 

Anco HEATING EQUIPMENT AND CONTROLS 


Space heaters for domestic and commercial applications. 
Also hot water heaters. 






























ANCO Manufacturing & Supply Co. 

21st St. and So. Union Ave. — Box 1066 — Tulsa, Okla. 
Ph, 2-5241 

Minneapolis, Minn. Omaha, Neb. East St. Louis, Ill. 
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uled for completion late this summer. 

In addition to housing the execu- 
tive and general offices, the new 
building provides space for the mail- 
ing and printing department, the pay- 
roll department, and the IBM depart- 
ment. Off the main lobby will be a 
permanent display room for exhibit 
of gas appliances manufactured by 
Temco. 

The building, of brick, concrete and 
steel construction, will be a story and 
a half with 14,500 sq ft of office space. 


GAMA Reports January 
Gas Equipment Shipments 


Gas water heater shipments rose 
to 198,300 units during January, ac- 
cording to the Gas Appliance Manu- 
facturers Association. Edward R. 
Martin, GAMA’s director of market- 
ing and statistics, reported that this 
was a 20.6% increase over the 164,400 
shipped during January, 1954. 

Gas range shipments for January 
were well above those for the same 
period last year, and give support to 
earlier predictions for a good sales 
year. 

Shipments of gas-fired furnaces 
jumped 51% during January, com- 
pared to the same month in 1954. 


Day & Night Holds 
Yearly Sales Conferences 


“The New Look for New Profits” 
in 1955 marked the kepnote for both 
of the 1955 Day & Night sales confer- 
ences. The first, held at the Biltmore 
hotel in Los Angeles, saw more than 
200 distributors from far western 
states preview the 1955 Day & Night 
product line. 

St. Louis also was host to more than 
300 distributors and their key per- 
sonnel from the rest of the country, 
who gathered at the clubroom. of the 
Chase hotel. 

The featured speakers for the open- 
ing day at both meetings included 
Lyle C. Harvey, president of Affili- 
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A group of participants in the recent Day 
& Night sales conferences in Los Angeles 
are shown the details of the 1955 pro- 
ducts by a company representative. 





ated Gas Equipment Co. Inc.; Wil- 
liam J. Bailey Jr., general manager of 
Day & Night; Tyler Macdonald, vice 
president of Hixson & Jorgensen Inc., 
advertising agency; and Art Horn, 
general sales manager of Day & Night. 

Climaxing the first day’s proceed- 
ings at St. Louis were the awards to 
Day & Night’s two most successful 


distributors for the year 1954. Prizes 


were won by R. Mayo King, K & M 
Supply Co. of Austin, Texas; and H. 
D. Kingston and O. H. May of the 
May Supply Co., Mobile, Ala. Messrs. 
King and Kingston will receive an 
expense-free tour of the Hawaiian 
islands. 

Sales workshops convened on the 
second day of each conference with 
installation and servicing require- 
ments receiving thorough coverage 
bv representatives from the Day & 
Night sales engineering staff. Round- 
table discussions concerning each 
product clarified any questions rela. 
tive to each of the various units. 


Institute Issues Codes 
For Water Heater Output 


The industrv’s first codes for deter- 
mining the outputs of indirect water 
heaters are being issued by the Insti- 
tute of Boiler & Radiator Manufac- 
turers, R. E. Ferry, general manager, 
has announced. 

Ratings based on tests carried out 
under either of the two codes will be 
known as I=W=H ratings, a new 
term applied to approved indirect wa- 
ter heaters of either the internal-or 
external types. 

Designed to provide standard and 
universally accepted procedures for 
testing and rating the output of indi- 
rect water heaters, the new codes will 
fill a “widely felt need of long stand- 
ing in the industry,” said Mr. Ferry. 
The codes were developed by the In- 


stitute’s Water Heater Technical com- 
mittee, a group composed of leading 
industry engineers. 


News Notes 





Lakes Propane Gas Co. Inc. has 
been organized in Medford, Wis., with 
an authorized capital stock of 200 
shares of common at par value of $50 
per share. Incorporation papers were 
signed by Werner Pflughoeft, nam- 
ing Ray McNamar as the registered 
agent for the corporation. 


A metered gas service is being of- 
fered by American Propane Sales, Se- 
attle, according to manager Roland 
Seim. 


Allen Butane Gas & Equipment 
Co. of Denton, Texas, has received a 
certificate of meritorious achieve- 
ment in safety from the Pan Ameri- | 
can Insurance Co. The award was 
made by the Houston insurance firm’s 
safety engineering department be- 
cause of Allen’s outstanding safety 
record as a butane-propane dealer. 


Welbilt Stove Co. of Maspeth, N.Y., 
and Detroit-Michigan Stove Co., will 
be merged under the name of Welbilt 
Corp. 


Heber Springs (Ark.) Butane Co. 
has completed a 100-ft tower and in. 
stalled two-way intercommunication 
systems on its fleet of delivery trucks. 


Creation of a special commission 
to regulate the LPG industry in New 
Mexico is the object of a bill intro- 
duced into the state Legislature by 
Sen. M. P. Carr, and others. 


Two companies have been elected 
members of the Industrial Gas Equip- 
ment division of the Gas Appliance 
Manufacturers Association, accord- 
ing to James H. Sands, division chair- 
man. The two new members are the 
Field Control division of H. D. Con- 
key & Co. of Mendota, Ill.,:makers of 


+ gas equipment for large-scale indus- 


trial and commercial application, and 
Charles A. Hones Co. of Baldwin, 
N. Y., manufacturers of industrial 
furnaces and combustion equipment. 


Mr. and Mrs. Jerry Bechtold, Hor- 
ton, Kans., have purchased the Skel- 
gas service at Hiawatha, Kans., from 
Herbert Freeborn of the Culligan 
Softwater Service, Hiawatha. The 
business is being operated at the same 
location, 726 Oregon St. Glenn Ham- 
by of Odessa, Texas, is manager of 
the Hiawatha firm. 


BUTANE-PROPANE News 














Butane-Propane 





POWER SECTION 


INSTALLATION + CARBURETION + SERVICING 


This Arizona tractor has operated on propane for seven years. Dur- 
ing that time it has realized a savings of nearly one-third, which 
was due to lower cost of fuel and reduced maintenance requirements. 


(For Part 1 in a series of articles dealing with tractor conversions, see page 139.) 








There are good reasons why INTERNATIONAL 


Fe: RST CHOICE has been the heavy-duty sales leader for 


more than two decades. 


Oo e ond = AVY-D UTY First, INTERNATIONALS are Tough-J ob 


engineeered. They work long and dependably 
at lowest cost, as operators’ records prove. 


 @ ) PE RATO moe ty Second, INTERNATIONAL constantly develops 


new models and features and puts them 
into production as soon as they are 


F  @ |) 4 tested and proved—to give new buyers 


still further operating economies. 








In today’s INTERNATIONAL line you'll find 


the answer to every transport 

need. Your INTERNATIONAL Dealer or Branch 
will be glad to work with you to determine 
the model or models exactly right for 


your job. Make a date to get the 
money-saving facts—today. 


STRAIGHT YEARS d INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 
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America’s Most Complete Truck Line = 
on 
200 basic models from '2-ton pickups to 90,000 Ibs. GVW at 
® off-highway models, including six-wheel, four-wheel-drive, i 
/ INTERNATIONAL R-195 ROADLINER™, cab-over-engine, cab-forward and multi-stop delivery types... ing 
with famous Comfo-Vision cab, GVW 24,000 pounds, 32 engines from 108 to 356 horsepower, with widest choice In 
GCW 50,000 pounds. 133, 142, and 157-inch of gasoline, LPG, or diesel power . . . wheelbases, t 
heelbases. Gasoline, LPG, or diesel fuel ‘esi + 
wheelbases. Gasoline, , or diesel tuel systems. transmissions, and axles ratios for every need ... nis 
thousands of variations for exact job specialization. 3 
sio: 
: De 
| international Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks... Industrial Power...Refrigerators and Freezers LP 
Watch “The Halls of Ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST Ye 
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| ‘ on 
| AL TRUCKS iz 
Standard of the Highway Car 
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By Carl Abell * Editor 





Photo: Phillips Petroleum Co. 


A satisfied tractor owner tells his fuel supplier of the many 


things he has gained since converting his tractor to L. P. gas. 





The Stage Is Set for a Big Push 


& THE lower Rio Grande valley, 
Tide LPG Inc. is supplying L. P. gas 
for the operation of approximately 
1500 tractors. Less than 20 miles 
away, Brownie Butane Co. is doing 
about as well. -These firms do not 
have the business all to themselves 
by any means. There are competitors 
all along the valley. 


In the Great Plains irrigated area, 
more than half of the tractors operate 
on LPG. In the Kansas wheatland, 
at least 20% of the large-scale farm- 
ing is done with butane or propane. 
In eastern Arkansas the Weiss Bu- 
tane Co. has 13 mechanics working 
most of the time on tractor conver- 
sions. The plantation country of the 
Deep South has many farms with 
LPG storage large enough to take 
transport loads of fuel, and some 
even have 30,000-gal. propane tanks 
on rail sidings. 

In Ortonville, Minn., Acme L. P. 
Carburetion sells hundreds of trac- 
tor conversions each year, and oper- 
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Practically every agricultural area in the United 
States offers the opportunity to promote the use 
of propane for tractor fuel. It is now up to the 
LPG dealer to take advantage of this opportunity. 
In Part 1 of a series on conversion of tractors 
to LPG, Editor Carl Abell cites examples of many 
firms that have successfully promoted L. P. gas 
for tractors and solved the problems they faced. 


In Converting Tractors to LPG 








ates conversion schools periodically 
to help the propane dealers in sur- 
rounding territory get their own trac- 
tor fuel programs organized and 
under way. 

In Fresno, Calif., Winther Bros. 
passed the million dollar mark in 
tractor conversion sales nearly three 
years ago. Winther sells no fuel, but 
the LPG dealers in the surrounding 
San Joaquin valley sell millions of 
gallons per year to Winther’s conver- 
sion customers. 

To some extent these cases repre- 
sent unusual opportunities. But more 


than this, they reflect the perform- 
ance of unusual men. Men who saw 
the opportunity, and were willing to 
make the effort to cash in on it, were 
responsible for all of these outstand- 
ing performances. 

Every agricultural area west of the 
Allegheny mountains in which LPG 
sells for a bulk price of 5 cents or 
more below the price of gasoline pre- 
sents great opportunities to cash in 
on the promotion of propane for trac- 
tor fuel. And therein lies the answer 
to the problem of winter/summer 
load balance for the entire U. S. 
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The problem is no longer oppor- 
tunities—it is men. The stage is set. 
L. P. gas carburetion equipment is 
well developed. Every manufacturer 
of heavy-duty wheeled tractors offers 
one or more models with factory- 
installed LPG fuel systems. Any 
farmer who wants a new tractor to 
operate on propane can get it. And 
if he has a good tractor that he wants 
to keep, he can have it converted to 
burn LPG. 

Or can he? That depends largely 
on the local LPG dealer. 

Let’s face it frankly: the money- 
saving advantages of butane and pro- 
pane for tractor fuel must be sold, 
and our industry is a long way be- 
hind in its selling. Conversions have 
been available and have been doing 
very good jobs for more than 20 





Thirty-five gallon tank used in this conversion enables tractor 
to work a full day without having to be taken in for a refill. 


Photo: Manchester Welding & Fabricating Co. 


the conversions, but that ability may 
not be necessary. Many propane 
dealers prefer to have the mechanical 
work done by some other person or 
organization. Now and then it must 
be done by the dealer if it is to be 
done at all, but those cases are be- 
coming more rare with each passing 
year. 

Take the case of Klamath Gas Co., 
Klamath Falls, Ore. Klamath Gas has 
a trained service man who can and 
does make tractor conversions, but 
most of the tractors fueled by the 
company were converted by a local 
implement dealer, John Quigly. 

Klamath Falls had a full quota of 
tractor dealers. Every make that 
included a factory-equipped LPG 
model represented. Several lines in- 
cluded gasoline, diesel, and LPG 


brother’s report on their performance 
and economy was enthusiastic. The 
brother at Klamath Falls allowed Mr. 
Quigly to convert his tractor, under 
an agreement to change it back to 
gasoline and refund the full conver- 
sion cost at the end of the season if 
it was not satisfactory. 

Klamath Gas was to supply the 
fuel, so Woody Commins, industrial 
engineer for Calor Gas Co., was 
brought in to supervise the conver- 
sion. Klamath gave it the “full treat- 
ment,” and the tractor out-performed 
any similar machine in the valley. 
The savings in fuel, oil, and repairs 
were outstanding. 

That conversion marked the forma- 
tion of one of the hardest selling 
teams in the business—Bill Steppe, 
manager of Klamath Gas, and John 





Many alfalfa mills in the Midwest do their harvesting with trac- 
tors, choppers, and trucks that are operated with LPG. 





years, yet today not more than 10% 
of the farm tractors operate on LPG. 
According to the latest report, only 
about 3% of the new farm tractors 
produced in the past year have been 
LPG models. Yet most of those that 
are now in service could save their 
owners from 10% to 30% of the oper- 
ating cost by using LPG instead of 
gasoline. 

The tractor will consume from 
three to ten times as much gas in a 
season as a domestic heating installa- 
tion. The volume comes during the 
seasons when it is needed most to 
keep the dealer’s plant and equip- 
ment operating most profitably. And 
it comes when the delivery cost is 
less than during the winter. 

Any LPG dealer can learn to sell 
the tractor fuel load. He knows the 
fuel, and he knows his customers. He 
may or may not know how to make 
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models; the farmer could have an en- 
gine to use any kind of fuel that he 
wanted, and that is exactly the way 
the dealers sold them. There were 
no propane tractors in the territory. 

Mr. Quigly was one of those deal- 
ers, but he was looking further ahead 
than his competitors. The operating 
economies that were possible with 
LPG intrigued him, but he faced en- 
trenched prejudice, which was stim- 
ulated and kept alive by the liquid 
fuel distributors. The fact that none 
of the other dealers made the effort 
to sell their most economical models 
struck Mr. Quigly as a golden oppor- 
tunity. 

He had arrived exactly nowhere in 
trying to sell new LPG-equipped trac- 
tors. In a side valley was one of his 
customers, whose brother, in the San 
Joaquin valley of California, had a 
fleet of propane tractors, and the 


Quigly, working together. They are 
assisted by all of the Klamath Gas 
drivers, who serve as “bird dogs” 
and missionaries. Together they have 
put more than 100 propane-burning 
tractors in the field. Many of these 
tractors are makes sold by Mr. Quig- 
ly’s competitors, and: quite a high 
percentage of them were new units 
delivered with gasoline carburetion 
after the LPG team went to work 
Mr. Quigly is cashing in on what his 
competitors could have done, but 
would not make the effort to accom. 
plish. And now the market in the 
Klamath Falls area is swinging to 
LPG as the result of the enthusiasm 
of the customers who have aready 
made the change. 

Any L. P. gas dealer in a territory 
where the wave of conversion has 
not\already started can offer such a 
teamwork deal to any local tractor 


BUTANE-PROPANE News 











O. | 
mail 


got 
clus 
the 
har 
thu 
dut; 


regi 
clus 
sinc 


trat 
pure 


ding 
thin 
enje 
vant 
tors. 
to gs 
have 
The: 
with 


APF 





=. 


= we UM 








dealer or independent garage man 
who will cooperate. The fuel man 
can offer the free services of his or- 
ganization to help the tractor man or 
the independent garage man with his 
selling. It works out for the LPG 
dealer, because on a conversion job 
the shop may make $100 gross, but 
the fuel man makes more profit than 
that the first year, and continues year 
after year. If the deal is a new trac- 
tor instead of a conversion, the trac- 
tor man makes more, and the fuel 
dealer does not make less. 

Very few tractor dealers realize the 
golden opportunity that has been laid 
in their laps by the factories through 
the offering of LPG models. A few 
years ago when Minneapolis-Moline 
was the only manufacturer offering 
such a model, some of their dealers 





0. L. MeLure, Bakersfield, Calif., conversion shop operator, 
maintains working arrangements with tractor and LPG dealers. 


better and more economical perform- 
ance, and they help to sell their 
neighbors. The aim of the LPG dealer 
should be to get at least one of the 
local tractor dealers converted to this 
program, and then dig in and help 
him sell. 

While the sale of new tractors 
equipped for LPG is important to the 
propane dealer, it is not the most im- 
portant element of his tractor fuel 
program. More than 90% of the trac- 
tors were sold in previous years, and 
they represent more than 90% of the 
fuel market. ConVersion of the newer 
tractors already in use should be the 
first objective. : 

The L. P. gas dealer wishing to 
build up his tractor fuel load should 
make a complete survey of his ter- 
ritory to determine the potential 


the conversion of their own makes on 
the list, or in case the inertia is wide- 
spread, confinement to working with 
the one tractor dealer who shows the 
most enthusiasm: If the latter course 
is indicated, an offer to help this 
dealer get his competitor’s tractors in 
his service shop should be a strong 
appeal. These tractors can be fixed 
so they will have more power, more 
lugging ability, and more economy 
than when they were new. The dealer 
who sold the tractor could have done 
all this for the customer, but did not 
say anything about it. Who will stand 
the best chance of selling that cus- 
tomer his next tractor? 

In starting a program of this kind, 
it is of the utmost importance that 
the jobs shall stay sold, and that the 
owners are enthusiastic over the 





Basement in this Ortonville, Minn., building is the scene of 
tractor conversions and several conversion schools each year. 





got the inspiration that it was an ex- 
clusive sales advantage. That was in 
the days when LPG carburetion was 
hard to sell, and on the whole the en- 
thusiasm waned. Now every heavy- 
duty wheeled tractor line includes 
LPG models, and the dealers do not 
regard propane carburetion as an ex- 
clusive advantage. How could it be 
since all their competitors have it? 
So the general practice is to concen- 
trate on selling a tractor and let the 
purchaser choose his own fuel. 

A few dealers with more than or- 
dinary courage and the ability to 
think ahead have found that they still 
enjoy an exclusive competitive ad- 
vantage in selling LPG-equipped trac- 
tors, because they have the fortitude 
to sell the farmer what he should 
have, and their competitors do not. 
Then the purchasers are extra happy 
with their tractors because of the 
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market. He needs this information to 
guide his own efforts, and if he plans 
to work with a local tractor organiza- 
tion, he needs it to set up his work- 
ing arrangements. 

The first step should be to list the 
tractors owned by his present domes- 
tic customers. This can be done with- 
out expense by the drivers as they 
make their regular rounds. Informa- 
tion needed includes the number, 
make, model, and age of all power 
farming equipment owned by the cus- 
tomers, and the amount of fuel that 
it consumes. The gallonage will be 
impressive, and well worth going 
after. 

With this information available, the 
fuel dealer is ready to get down to 
cases with the local tractor shops. The 
attitude of these implement dealers 
will determine what the proper move 
is—cooperation with all or several on 


change. More than in any other oc- 
cupational group, one farmer is a 
potent influence in selling another. 
The conversion must not be a half- 
way measure. The only reason for 
change is improvement. The farmer 
lives with and loves his tractor. Its 
operating expense is generally the 
largest single item of expense in his 
budget. If the tractor can do more 
work, do it faster, and at less cost, 
the farmer is overjoyed. And he is 
seldom quiet about it. He gets a psy- 
chological lift out of being able to 
out-brag his neighbor. 

The converted tractor needs to 
have more power than it had when 
it was running on gasoline. This can 
almost always be provided by raising 
the compression, cooling the intake 
manifold, and relocating the air in- 
take to draw the coolest possible air 
if the original air inlet was located 
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High Compression 
Pistons * Manifolds * Pumps 


Butane Manifolds for John Deere 
Butane Manifolds for International 


Butane Manifolds for Allis Chalmers 
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914 E. Howard St., Pontiac, Illinois 





WATER PUMPS 


at 


DOME-HEAD PISTONS 








COLD MANIFOLDS 
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vunow an ELLIS 


BU-POWER MANIFOLD! 


ELLIS BU-POWER MANIFOLD 
holds vital expansion of fuel until 
it reaches the combustion chamber. 
By keeping cool, the Ellis Bu-Pow- 
er Manifold packs power into per- 
formance . . . increases mileage 
and gives you far more:satisfaction 
with LPG. 


ELLIS MANIFOLD CO. 
2212-A East Washington Bivd. 
Los Angeles 21, Califronia 


In most cities, dial Information for the number of 
Ellis Manifold Distributor. 
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NEW DEALER 
‘OPPORTUNITIES 


FOR WIGGINS GY) ons LP GAS 


COUPLINGS 


USED AS A QUICK CONNECTION BETWEEN 
TANK AND FUEL LINE ON LIFT TRUCKS, 
TRACTORS, ETC. 


FEATURES... .« 


1. Underwriters’ 

as. 

2. Fast . . . one second operation. 

3. Potential Sales . . . Survey shows 59% of the 
dealers will concentrate on carburetion change 
overs this year.* 

i ME ate Cog eas 
change of tanks. 

5. Preferred by the Leaders... 

Leading tank, conversion kit & 

lift truck manufacturers prefer 


Laboratories Approved for LP 


through quick 







E. B. Wiggins Oil Tool Co., Inc. 
3424 E, Olympic Blvd. 
Los Angeles 23, California 
Attention: Dept. B-3 
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in a hot place, which is frequently 
the case. The ignition system should 
be checked over carefully, and made 
perfect at every point. If the spark 
plugs are old, they should be replaced 
with new plugs of a colder operating 
type. 

If the engine is in need of repairs, 
these should be made at the time of 
the conversion. No fuel will replace 
metal that has worn away. 


The LPG dealer’s present custom- 
ers are the logical starting point of 
the conversion program. They use 
the fuel in their homes, and have at 
least made a good start in overcom- 
ing their fear of it. There is already 
a storage tank in the yard. 

But the program should not stop 
there. There are many other farmers 
in the territory that the dealer does 
not serve. 

The next step in locating conver. 
sion business is, therefore, to go visit- 
ing among the non-customers, work- 
ing up the same information on their 
power farming equipment that was 
developed in the customer group, and 
adding anything of value on their- 
other possible uses of fuel. 


Set Up Shop 


If there is no local tractor dealer 
or garageman who can be drawn into 
an aggressive cooperative selling ar- 
rangement, it may be necessary for 
the fuel dealer to set up his own con- 
version shop. The first requirement 
is a man who knows engines, and 
who has been or can be trained to 
make the conversions. 

There are a number of places 
where mechanics can be trained in 
the conversion of engines and the 
servicing of LPG fuel equipment. 
Carburetor manufacturers’ represen- 
tatives generally have suitable ar- 
rangements, either in regional 
schools which they conduct, or at the 
establishments of their major distrib- 
utors. Several of the state LPG asso- 
ciations have conducted schools, and 
more of them are expected to be sei 
up in the future. If no schools are 
to be available locally, it is generall; 
possible to have the trainee work in 
an active conversion shop for a few 
days to learn the major details. The 
BuTANE-PROPANE PowER MANUAL” is 
widely used for study material in 
these schools, and almost every con- 
version mechanic uses a copy as 4 
working guide and reference book. 





*Published by Butane-Propane News. 
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100,000 MILE 
WARRANTY 


REO GOLD COMET ENGINES 


When you buy Reo power, you buy insured per- 
formance. Insured up to 100,000 miles or one year 
by Reo’s new iron-clad, factory-backed warranty. * 

Reo’s 100,000 Mile Warranty covers Reo’s 
complete power range of rugged Gold Comet En- 
gines—from gasoline and LP-Gas 6’s to Reo’s 
new 220 h.p. Gold Comet V-8’s, the most power- 
ful V-8 truck engines ever built. 

Warranty covers engine models—255 OA, 292 
OA, 331 OA, OH 160, OV 195, OV 220, OH 160 
LPG, 255 OA LPG, 331 OA LPG. Available 
through Reo Factory Branches, Distributors and 
Dealers nationwide. Buy Reo. . . replace with 
Reo . . . and be doubly sure of performance. 
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* See your Reo representative today for complete information. 


REO MOTORS, INC. 


SUBSIDIARY OF 2 0 4 ¥ ALUMINUM AND BRASS CORPORATION 


WATCH REO ROLL 
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The above procedures are general- 
ly preferable to attendance at the 
instruction sessions conducted by the 
tractor field representatives. This is 
no reflection on the tracter manu- 
facturers or their field men. They 
must confine their work largely to 
their own make of tractor, and the 
standard equipment which goes to 
make up their conversions. This 
training may be superior on that 
particular tractor, but it lacks the 
breadth that the trainee needs for 
work on all other makes. 

If the dealer operates his own con- 


version shop, it will generally be bet- 
ter sales strategy to refer the tractor 
owner to some established repair 
shop for any heavy repairs that may 
be needed to get the engine in proper 
condition for conversion. If the trac- 
tor dealers are at all cooperative, 
they should be given the chance to 
make the profit from their customer’s 
service work. It makes for better re- 
lations, and may eventually lead to 
an active interest in selling new LPG- 
equipped tractors. Most of the suc- 
cessful dealers’ conversion shops 
limit their work to conversion, fuel 





The “K ‘ies -How” you need for 


Installations and Conversions 





With Revisions 
Published by 





Butane-Propane 
POWER MANUAL 


Second Printing — Nov. 1953 


BUTANE-PROPANE News 





Here is the first authoritative guide ever 
published for the rapidly expanding LPG 
power market. Basic facts of engines, fuel, 
and power are given in easy-to-understand 
language; then careful directions and clear 
illustrations take you step-by-step through 
installations, conversions, servicing .. . 
everything needed in a practical working 
manual for practical men. Nearly 5,000 
copies of the BUTANE-PROPANE POW- 
ER MANUAL have already been sold. 


TVANWW &#AMOd ANVAOYA-INVLNG 





@ A De Luxe Edition in handy pocket-size, flexible binding. 
23 Chapters, 334 Pages, Completely Illustrated. 


OUTLINE OF CONTENTS 


. Planning the L. P. Gas Installation 
. Checking the Engine’s Condition 
. Raising the Compression Ratio 

. Cooling the Intake Manifold 


_—— 


Price $3.50 


Order Your| we pay 
Copy Now 


postage on order 
from individuals musi be accompanied by 
unless credit has been established. 
BUTANE-PROPANE News, 198 S. Alvarado St., Los Ang. 57, Cal. 
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23. 


Safe Storage and Handling of 

L. P. Gas 
Selling L. P. Gas Carburetion 
Appendix (including Definitions) 


1. The Nature of L. P. Gas 13. Ignition Problems 

2. Basic Engine Facts 14. Tractor Conversions 

3. Basic Facts of Fuel Combustion 15. Truck and Bus Conversions 
Engines é 16. Passenger Car and Taxicab 

4. Factors Affecting Operating Conversions ' 
Economy and Power 17. Industrial Engine Conversions 

5. L. P. Gas Carburetion Systems _ 18. Installing and Adjusting L. P. Gas 

6. Regulating Gas Pressure and Carburetion Systems 
Temperature 19. Manufacturers’ Instructions for 

7. Fuel Supply System. Vehicle Tanks Adjusting L. P. Gas Carburetors 
and Equipment 20. Lubrication of L. P. Gas Engines 

8. Natural Gas Carburetion 21. Trouble Shooting 
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(in California add 
3% Sales Tax) 


ss accompanied by remittance. Orders 
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systems, and electrical tune-up. 
Heavy repairs must be done else- 
where. 

In laying out the sales campaign, 
it is good policy to start with the 
right people. There are certain indi- 
viduals in every community who are 
looked up to by the neighbors be- 
cause they are progressive, and, be- 
ing progressive, are successful. They 
are the natural leaders. These are 
the customers who will do you the 
most good at the beginning of the 
sales program, and every effort 
should be made to convert their 
power implements as soon as pos- 
sible. Their example and their testi- 
mony is worth a great deal in arous- 
ing the interest of the large group of 
natural followers. The most impor- 
tant conversions a dealer will ever 
make will be the ones for the local 
leaders. He will be depending on 
their verbal reports te help him sell. 
It is not enough to just have them 
satisfied—they must be enthusiastic. 
That is why the experienced tractor 
converters so strongly recommend 


the type of job that gives the tractor _ 


more power than it had on gasoline. 
The high compression and cool intake 
that give the extra power also give 
added economy, and both of these 
factors remind the owner every 
working day that he is getting a bet- 
ter deal. 

As the conversion program pro- 
gresses, and customers who are en- 
thusiastic over the results are scat- 
tered over the countryside, it be- 
comes possible to refer a skeptical 
prospect to someone in his own neigh- 
borhood who will give a favorable re- 
port on LPG fuel. That’s when the 
program really gets into high gear. 
The best way to make a gasoline trac- 
tor owner dissatisfied is to show him 
a converted duplicate model that is 
pulling one more plow than his trusty 
iron horse can handle. . 

A little judiciously planned com- 
petitive demonstration can be a big 
help in getting a conversion program 
under way. Farmers like to go to 
plowing contests—there are general- 
ly one or more each year in most im- 
portant agricultural counties. If an 
LPG dealer is working with a cooper- 
erative tractor dealer, it might be 
possible, and would certainly be 
profitable, to arrange a series of 
neighborhood contests as warm-up 
events for the county contest. 

If a contest cannot be arranged, 
set up neighborhood demonstrations. 
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Most of the farmers know what a 
standard tractor of any popular 
model will handle. Many fuel and 
tractor dealers work together on 
these arrangements, the tractor deal- 
er supplying the converted tractor, 
and the fuel dealer supplying the 
fuel. These events are most effective 
in interesting prospects, but like any 
other attention-getting stunt, the 
prospects must be followed up 
promptly or the effect is rapidly lost. 

Another means of lining up cus- 
tomers is to lend a converted tractor 
to a farmer for a day, to operate in 
place of his own gasoline tractor. 
The contrast in operating power and 
smoothness at slow speed is terrifical- 
ly effective, and this contrast can be 
demonstrated most clearly if the in- 
terchange can be arranged during 
the working day, so the farmer has 
a chance to make a direct compari- 
son. The contrast is not so clear if a 
night or even a lunch hour inter- 
venes. 

A good many LPG dealers facili- 
tate these on-the-farm demonstra- 
tions by keeping a small supply tank 
mounted on‘a trailer available to go 
out with the tractor. With this fuel 
supply the farmer gets a practical 
demonstration of the ease of filling 
the tractor tank, as well as first-hand 
knowledge of the safety practices 
that insure against accidents. - 

One of the questions that always 
arise in connection with promotion of 
tractor fuel sales is, “What is the 
customer going to do about fuel stor- 
age?” If the deal*is still in the trial 
stage, it will be necessary to fuel the 
tractor from the farmer’s domestic 
tank, or provide a. special field tank. 
The domestic tank can be fitted with 
a bottom outlet, provided that the 
necessary connection was put in the 
tank when it was manufactured. If 
not, it is possible to install a special 
liquid withdrawal adapter at the top. 

Pamphlet 58 requires that tanks 
used for transfer of fuel into mobile 
tanks shall be at least 50 ft from a 
major building. In case the custom- 
er’s tank does not comply, it should 
be moved or a special tank provided. 
When installing tanks for domestic 
service where there is a possibility 
that it will be needed at a later date 
in connection with tractor operation, 
it should be installed at the 50-ft mini- 
mum distance in the first place. 

A suitable policy on making stor- 
age tanks available to tractor custom- 
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ers should be set up at the beginning 
of the program, and these arrange- 
ments and the fuel prices should be 
understood by the cooperating trac- 
tor conversion salesman. It would be 
a good idea to pass this information 
along to all tractor dealers in the ter- 
ritory at the same time. 

Not every tractor owner is willing 
to go to the expense of buying and 
installing a big storage tank. To get 
around this, most successful motor 
fuel promoters supply tanks on some 
form of lease or rental basis. This 
may be on the ba§is of a flat rate per 
year, or on a throughput basis, by 


adding a certain amount per gallon 
to the price of the fuel, or by a com- 
bination based on a guaranteed year- 
ly return. Or the tank may be sold 
to the customer, ‘to be paid off at so 
much per gallon extra on the fuel 
that goes through it. © 
With these preliminary arrange- 
ments set up, you are ready to go 
after tractor conversions as a major 
promotional activity. a 





The actual selling of tractor con- 
versions will be treated in greater 
detail in Part 2 of this series. 














ANOTHER 
WESTERN 
TANK 






AGAIN IN 1955 YOU CAN LOOK TO 
WESTERN FOR NEW IDEAS THAT 
MEAN HIGHER PROFITS FOR YOU! 


Now being tested in the field, are new tractor and motor 


fuel designs developed by Western to match the needs of 


your customers. 


Because Western manufactures only motor fuel and tractor 


tanks, you can expect new FIRSTS IN THE INDUSTRY 


by Western to match such previous developments as (1) 


tractor tanks in color; (2) tanks of factory design; and 


(3) greater capacity of standard tanks. 
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Box 1013 


Lubbock, Texas 
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Mission Taxi Cab Co. Converts 





Base of operation for 35 driver-owned cabs is a new Office, 
control tower, maintenance shop, and propane service sta- 
tion owned by Mission Taxi Cab Co. Inc., San Jose, Calif. 


Entire Driver-Owner Cab Fleet 


By investing $17,124.20 in propane 
conversions for 35 taxicabs and a 
10,000-gal. storage tank, the Mission 
Taxi Cab Co. Inc. of San Jose, Calif., 
has put itself in a position to make 
a direct profit of $10,000 per year and 
to effect a saving of at least that much 
for the 35 owner-drivers of the Mis- 
sion Taxi Cab Co. fleet. 

The Mission Taxi Cab operation is 
rather unusual. The drivers own the 
taxicabs but the Mission Taxi Cab 
Co., which is merely a service organi- 
zation for the drivers, owns the pro- 
pane fuel installations in each cab. 

A year ago Mission faced the fu- 
ture without enthusiasm. Expenses 
came altogether too close to equalling 
income. It faced the necessity of rais- 
ing fares, which would be highly un- 
popular and of questionable value in 
increasing total income, or finding 
some way to effect a major saving in 
operating cost. 

Ralph Weaver, head of Weaver Gas 
Service, LPG firm of San Jose, pre- 
sented a proposal to equip the cabs 
with LPG carburetion and worked 
up figures to show a saving of several 
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thousand dollars per year. Ernest L. 
Gee, president of Mission Taxi Cab 
Co., had learned that similar savings 
were made by other taxicab compa- 
nies which had converted their op- 
erations to propane, and was entirely 
sympathetic with the proposal. As 
far as he was concerned, the sale was 
made. 

Putting the deal over with the 35 
driver-owners of the taxicabs was an- 
other matter. With earnings at a low 
ebb, persuading 35 individual cab 
owners to invest approximately $200 
each in the conversion of their cabs 
was a particularly tough selling job’ 
Mr. Gee decided to handle this prob- 
lem by buying the conversion equip- 
ment in the name of the company 
and putting it on the cabs on a loan 
basis, just as the company had al- 
ready equipped the cabs with two- 
way radio and company signs. 

Preliminary tests were made with 
four makes of conversion carbure- 
tors. The test vehicles were fueled at 
the Weaver Gas Service plant at the 
regular rate for commercial motor ve- 
hicle fuel sales, which was approxi- 


mately 8 cents per gal. below the re- 
tail price of gasoline. Results during 
the test bore out the predictions of 
operating economy and it was de- 
cided to convert the entire fleet using 
Century carburetion, which had 
shown the best record during the test. 

A standardized fuel tank installa- 
tion was worked out which met the 
approval of the local fire authorities 
and the insurance underwriter. This 
consists of a 20-gal. tank in the trunk 
with both the pressure relief valve 
and the liquid level indicating valve 
vented to the outside of the trunk. 
The tanks are fitted with magnetic- 
type constant reading fuel gauges so 
there is no fuel lost in reading the 
gauge. In addition, an air inlet scoop 
is provided at the top of the trunk 
which circulates air through the 
trunk when it is closed, exhausting 
it through a hole cut in the bottom of 
the spare tire well. 

The first three conversions were 
installed by Ralph Weaver. While 
making these installations he in- 
structed Art Silva, the Mission Taxi 
Cab Co. mechanic, in the procedure 
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and the necessary knowledge of saf- | F. All T' 

ety. From that point on the remain- | Or F. <a ¢ or §s 
der were converted by Mr. Silva. The | TT 

cost of each installation was $232.12 | 


or a total of $7124.20 for the fleet. 


In order to secure the full benefit 
of possible savings Mr. Gee decided 
to put in a 10,000-gal. storage tank 
and buy his fuel in truck and trailer 
transport lots. This could not be done 
at the quarters then occupied by the . 
company because of zoning restric- 
tions. So a tract was secured at the 
outskirts of the city and a complete 


new plant was erected as headquar- 
ters for the company, including of- 
fice, radio dispatching, automotive 


shops, and fuel storage and dispens- 
ing equipment. The cost of the fuel METERING VALVE LP-GAS 
installation was approximately $10,- 
000. Fuel is currently being bought 

at the transport price of 15.6 cents OF | ae Ui reto — 
per gal. It is resold to the drivers at 
20.5 cents. With present consumption 
a little more than 15,000 gal. per 
month and increasing use indicated, 
it is expected that the gross profit | 
on fuel for the company will amount | 
to approximately $10,000 in the next 
year. - 

The driver-owners are also mak- | 
ing direct financial gains. They get 
a small saving in their fuel bill, but 
their largest gain comes in saving in 
oil changes and in mechanical main- 
tenance costs. With gasoline it was 
necessary to change oil at 1500 miles, | 
but with propane the oil is not 
changed until the vehicle has gone 
10,000 miles. This period has been set | 
up on the basis of laboratory analy- | 
sis which shows that-the oil in use | 
begins to develop acidity at about 
8000 miles. Figuring that each taxi | 
will average 60,000 miles per year | : 
and that oil changes cost $3 each, this ENGINEERED fe or each eng ine 
is a saving of $104 per cab per year. | 
The use of propane has eliminated | CALIBRATED io each engine 
the piston ring sticking which the 
company formerly experienced, and 
it reports that after one full year of 
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FARMALL 








ALLIS-CHALMERS 








PRE-SET to a performance curve 


operation it has had no ring trouble NOT 
at all. AFFECTED STARTS INSTANTLY in coldest weather. 
When it was using gasoline it was _ | , 3 
GIVES INSTANT - hok flutt : 
advisable to install new rings at 45,- | BY... Se 
000 miles and to overhaul the engines ... TEMPERATURE CHANGES IDLES PERFECTLY in all conditions. 
at 80, iles. This wi - : 
CR GERa acc ouciing | “mer ckiowannetesy Cheer Cone vs Wem 
savings in engine maintenance fig. | ..» CHANGING GAS PRESSURES NO MULTIPLE ADJUSTMENTS — tune up only. 
ures out approximately $100 per year. | PERFORMS AT ALL speeds to pre-set perfection. 
Due to the fact that the company | 
owns all of the carburetors and tanks, | 
the maintenance on these units is in- 





curred by the company, thus saving 
the driver-owner the maintenance 


CENTURY GAS EQUIPMENT CO., | 
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BUTANE-PROPANE 

CARBURETION 

invites 
DEALER APPLICATIONS 


Public Demand has steadily Increased Our 
Volume every year. 

Our products are giving dependable, last- 
ing service in hundreds of installations all 
over the country. 

Liquefied Petroleum Gas makes the best 
engine fuel science has produced. More 
and more companies are converting. Our 
mail is flooded with inquiries in response 
to our national advertising program and 
we need competent dealers to handle 
installations and servicing. 

If you understand gasoline engines you can install BEAM equip- 
ment. If you have proper facilities, a good reputation and satis- 
factory credit references, we can offer you an interesting and 
profitable dealership with mail inquiries referred back to you. 


Please address your correspondence to. 

L. C. ZONKER, General Manager 
and provide full information which we will treat in strict confidence. 
Beam Products are Nationally Advertised 


THE PARKDALE COMPANY 


fot, BUTANE-PROPANE CARBURE:ION 








BY 40 R N ANGELES 65, CALIF 


REGULATORS CARBURETORS - SOLENOID VALVES 





Left: Ralph Weaver, head of Weaver Gas 
Service in San Jose, and Ernest L. Gee, 
president of Mission Taxi Cab Co., are 
pleased with the results of converting 
Mission Taxi Cab vehicles to operate on 
propane. Right: Driver-owner Ellene 
Hughes displays the vented tank and 
trunk in Mission Cab No. 24. 





cost formerly necessary for gasoline 
carburetors. Shop records indicate 
that gasoline carburetor overhaul 
was necessary at intervals of about 
20,000 miles and that the cost aver-- 
aged about $15 per overhaul. This is 
an average cost of about $45 per year 
in carburetor maintenance which the 
drivers no longer are required to pay. 
Incidentally, the company’s mainte- 
nance cost on the Century fuel sys- 
tem is only a very small fraction of 
this amount. 


There appears to be another im- 
portant saving on which definite fig- 
ures are not yet available. In the past 
experience with gasoline failures of 
transmission gears ‘and rear axels 
were numerous. Since changing to 
propane there have been no failures 
of either of these items. The company 
attributes this to the smooth opera- 
tion of propane which has eliminated 
the jerky starts characteristic of the 
old operation on gasoline. Propane, 
it says, gives smooth pressure in the 
forward direction and eliminates the 
pounding back and forth between the 
gears. 

The saving in lubricating costs and 
mechanical maintenance amounts to 
more than $250 per cab per year on 
the items that have already been de- 
termined. This adds up to $8750 for 
the fleet. To this must be added the 
saving in fuel cost and the amount 
which experience eventually assigns 
to the saving in transmission and rear 
end maintenance costs. 
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Power Products 











To secure further information on 
these products, refer to coupon on 
page 85. 


40. Tractor Tanks 





Western Tank & Steel Corp., is 
manufacturing LPG tanks for instal- 
lation at the factory on the new IHC 
“400” series tractors. The tank blends 
with the streamlined design of the 
tractor and eliminates the bulky ap- 
pearance that is sometimes found on 
tractors with L. P. gas carburetion. 
Western Tank & Steel Corp. 


41. Exhaust Manifold 





Ellis Manifold Co. announces that 
a new, improved “Dualexhaust” 
manifold is now in production and 
available to the trucking industry. 

The “Dualexhaust” manifold in- 
creases horsepower 10 to 20% and 
boosts mileage approximately 10% 
by reducing back-pressure, according 
to the manufacturer. Engineered to 
operate with stock-intake, butane-in- 
take or dual-intake manifolds, the 
Dualex assures a simple installation 
because stock header pipes and muf- 
flers are used, and in most cases no 
cutting or welding is necessary. 
Ellis Manifold Co. 


It has been estimated that 86% of all 
human mental energy is used up resisting 
change and the necessary processes of 
thought on which it is based. 
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AMERICAN Beller-Bilt 
Mofor Fuel and Tractor Tanks 


33 - WATER - GALLON 
TRACTOR - TAILORED 
AMERICAN TANK ON 
FARMALL “*M” — 
Mounted Under 
Steering Shaft 

















| The Industry’s Finest Design 
_ and Construction! 
Complete with Brackets, 
| Ready to Mount! 

For carefree service be sure to install inches in diameter. AMERICAN “Better-Bilt” 
AMERICAN “Better-Bilt’’ TANKS on all LP  tractor-tailored tanks replace gasoline tanks 


tractor and truck conversion jobs. AMERICAN LP and are available for most popular makes 
motor-fuel tanks are built in sizes from 10 to 30 of tractors; complete with mounting brackets. 








Be sure to DALLAS, TEXAS—2136 W. Commerce « P.O. Box 5525 « Phone ST. 4916 
io ols a JACKSON, MISS—P. O. Box 2563 © Phone 3-8726 
bh nes LITTLEFIELD, TEXAS—306 N. Ripley « P.O. Box 341 © Phone 228M 


LPG Motor Fuel Tanks © Tractor Tanks © Cylinders © Domestic Tanks © Delivery Trucks and Transports 














J&S 
TRACTOR 


KIT 


MODEL 
344-w-6 Junior 


$79.50 List 





COMPACT — Vaporizer and Regulator are no bigger than your 
fist. Tiny “Acorn” filter is furnished. Small #0 adjusting 
block, ¥-in. vapor hose. 


VERSATILE — Mount Vaporizer and Regulator separately if 
necessary. Vaporizer can be placed near water outlets, and 
Regulator near carburetor. Fits any small or medium tractor. 


COMPLETE — No need for rounding up fittings, clamps, hose, etc. 
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BO 7] DALLAS, TEXAS 


Jé CARBURETOR COMPANY 


“TWENTY INE IN GAS CARBURETION” 
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All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the fifth of the month preceding publication. 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue: Choice of 18, 
14, 12, 10 pt display type for headlines. Set 
with 1 pt border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for maxi- 
mum effect in space purchased. 














SSFIED Advertising 


UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 7 pt type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. ~ 











MAILING LISTS 


BUSINESS RECORD FORMS 


FOR SALE — MISC. - Cont. 








MAILING LISTS OF LPG DEALERS; 
Marketers and Jobbers; Fuel Oil Dealers, etc. 
Write: Oil Industry Mailing List Co., 405 
Tuloma Bldg., Tulsa, Okla. 





BUSINESS OPPORTUNITIES OFFERED 





$6000 CASH BUYS SMALL PROPANE 
Business. Includes 300 gal. tank-truck, tanks in 
service, etc. Expansion possibilities unlimited. 
Located 35 miles north of Los Angeles. Ideal for 
man and wife. Box 1147, Newhall, Calif. 





FOR SALE—GOOD BULK AND BOTTLE 
gas business in southwest Missouri, county seat, 
good farming territory, equipment A-1 condition. 
Twenty-one thousand gallon storage. Reasonable 
price. LP GAS SALES & SERVICE, Lamar, 
Missouri. 





FOR SALE—BULK & BOTTLE L. P. GAS 
business, reasonable. In comparatively new ter- 
ritory in Midwest. Plenty room for expansion. 
Bulk storage, bottle plant, 2 trucks. Selling ac- 
count health and other business interests. Box 
410, BUTANE-PROPANE News, 198 S. Al- 
varado St., Los Angeles 57, Calif. 





SITUATIONS WANTED 





INDIVIDUAL WITH TWENTY-FIVE 
years LPG experience desires position as Service 
Representative for LPG equipment lines in 
Florida. Pumps and carburetion a_ specialty. 
Willing to operate from home or office. Best of 
references. Box 45, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, Calif. 





SEVENTEEN YEARS EXPERIENCE IN 
the gas industry. Sales, service, and management. 
Desires opportunity in the West. Reply Box 420, 
BUTANE-PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, California. 





EXPERIENCED L. P. OR UTILITY GAS 
operator desires position in expanding area where 
seasonal experiences are needed and can be util- 
ized to mutual benefit. F. L. OLNEY, 584 S. 
10th, Noblesville, Indiana. 





INSURANCE 





LPS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 


T. E. Gammage, Sr., Pres. 
P.O. Box 1662 Houston, Texas 








KRAFTBILT BUSINESS RECORDS IN- 
crease your profits—improve your credit—help 
boost sales. That’s why KRAFTBILT LP-Gas 
Forms are used by more LP-Gas dealers than any 
others. Simplify your office work—use KRAFT- 
BILT simplified forms. Approved by your Asso- 
ciation. Highly recommended by outstanding _LP- 
Gas suppliers. Don't wait! Send postcard now 
for LP-Gas Forms Catalog. ROSS-MARTIN 
CO., P.O. Box 800-S, TULSA 1, OKLA. 





FOR SALE — MISCELLANEOUS 





DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, II. 


FOR SALE: PIPE THREAD COMPOUND. 
Due to a special purchase we can supply you 
with a quality compound at a real savings. 25# 
pail only $6.25. 100# or more prepaid. Cash, no 
c.0.D. SOUTHWEST GAS EQUIPMENT, 
Liberal, Kansas. 








SERVEL Gas Refrigerators 
Used, in perfect operating condition, 
Clean, attractive, complete. 
L400 4 cu. ft. at $18 
R400A 4 cu. ft. at $23 
R600A 6 cu. ft. at $28 
S400A 4 cu. ft. at $30 
BN600A 6 cu. ft. at $42 


Wholesale Quantities Only 
Low Delivery Cost Anywhere 
Other models available. Send for illus- 
trated folder NOW and be ready for your 
selling season. 
BEACH REFRIGERATOR CO. 
196-11 Northern Blvd., Flushing 58, N. Y. 
Phone FLushing 7-6161 








SELL MORE 
LPG APPLIANCES 


Beat your electrical competition with the 
ingenious Competitive Cost Calculator. 
Simple and fast to use. Carry in your 
pocket and convince any prospect that 
LPG is cheaper. Shows in an instant the 
cost of cooking . . . water heating. . . or 
cooking, water heating, and refrigeration 
... by LPG and by electricity at your 
own local rates. Gives you the LPG cost 
by the pound and the gallon. Price only 
$1.00—discounts on quantities. Address 


BUTANE-PROPANE News 
198 S. Alvarado St. 
Los Angeles 57, Calif. 
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FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P. O. Box 396, Beloit, Wisconsin. 


FOR SALE—BAKER HYDRAULIC ALCO- 
hol pumps for injecting alcohol into propane- 
butane cylinders—against pressure. Only pump 
of its kind. Chosen by leading LP-Gas service- 
men throughout the world. Sure cure for mois- 
ture trouble. Cost so little, saves so much service. 
Equip every truck with one. Send check or money 
order (No C.O.D.) for $44.95 to Baker Engi- 
neering, Malone, N. Y. 








WANTED — MISCELLANEOUS 


WANTED: FIVE THOUSAND TO EIGHT 
thousand gallon transport tank on trailer with or 
without tractor (preferably without). P. O. Box 
66, St. James, Minnesota. 


WANTED: USED 100# CYLINDERS COM- 
plete with valves. Write DEWEY MARTIN, 
103 East 7th St., Leon, Iowa. 











HELP WANTED 


WANTED: SALESMAN AND ASSISTANT 
to manager. If you can produce, manager job 
open. Territory Oregon. Must be experienced in 
all phases of L. P. business. Salary and commis- 
sion. Reply Box 415, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, 
California, 


AGENTS WANTED: “LEAK DETECTO 
BRUSH.” Add to your present line. Retails 
$3.75, commission 25%. Send for sample less 
25% and literature. Every gas company and ap- 
pliance dealer a prospect. We guarantee a demon- 
stration will get order. Gas Appliance Stores Inc., 
Columbia, S. C. 











FOR SALE — TANKS - CYLINDERS 


FOR THE BEST TRUCK TANKS—STOR- 
AGE TANKS—DOMESTIC TANKS—Call or 
write Master Tank & Welding, P.O. Box 5146, 
Prospect 2441, Dallas, Texas. 


FOR SALE—1200 SINGLE BARREL PRO- 
pane (used). $800.00. SOUTHWEST GAS 
EQUIPMENT CoO., Liberal, Kansas. 


FOR THE BEST TRUCK TANKS—STOR- 
AGE TANKS—DOMESTIC TANKS—Call or 
write Master Tank & Welding, P.O. Box 5146, 
Prospect 2441, Dallas, Texas. 


FOR SALE—1,000 GALLON TWIN TRUCK 
tank mounted on your truck. $825.00. These tanks 
can be shipped by regular truck or rail freight. 
SOUTHWEST GAS EQUIPMENT CO., Lib 
eral, Kansas. 


FOR THE BEST TRUCK TANKS—STOR 
AGE TANKS—DOMESTIC TANKS—Call or 
write Master Tank & Welding, P.O. Box 5146, 
Prospect 2441, Dallas, Texas. 
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FOR SALE — TRUCKS - TRAILERS 





‘FOR SALE - TRUCKS - TRAILERS - Cont. 





COMPARE OUR PRICES. 1955, 2 TON 
Chev. with big, 261 cu. in. engine, 2 speed axle, 
825, 10 ply rear tires, with Model 100, 1400 WG 
twin propane tanks, piped complete with PTO, 
shaft, joints, Viking mechanical seal pump, 50’ 
%” filler hose, painted with clearance lights, 
$3,890.00. 1955 International, Model RP-162 with 
same equipment except truck is equipped with 
factory LPG engine, $4,040.00. Add $150.00 for 
1400 WG Model 200 tanks with large rear. cabi- 
net in which all fittings, hose, etc. are enclosed. 
Meters, hose reels, terms, etc. available. White 
River Distributors, Batesville, Ark. 


FOR SALE. REASONABLE OFFER AC- 
cepted. Fully equipped propane-butane delivery 
truck. ’48 Chevrolet, 2-speed axle. 1350-gal. tank, 
Neptune meter, Smith pump. Strainer, by-pass, 
regulator, flaps, clearance light, extinguisher, 
hoses. All LPG equipment néw April ’54. Used 
two months. Available Fresno. H. L. Gardner, 
P. O. Box 1100, Coalinga, Calif. Phone : 1032-J. 








A TELEPHONE CALL WILL CONVINCE 
you that you can REALLY SAVE MONEY, 
obtain immediate delivery with EASY TERMS, 
of any size twin or single propane tank, mounted 
on NEW TRUCK of your choice, and piped com- 
plete to your specifications, ready to deliver gas. 
Our units are used and known the World Over 
by large and small dealers. Get the story before 
you buy—if you don’t we both loose money. 
Write for descriptive folder and prices. Preston 
W. Grace, White River Distributors, Phone 570, 
Batesville, Ark. 


TRINITY’S NEW EXCLUSIVE MODEL 
#106 with sectional skirting - 1700 WG capa- 
city W-250 - ICC MC-330 complete with pump. 
printometer, remote _—— valves, clutch, pow- 
er take-off and throttle. letely talled on 
new factory LPG —s< RP-162 International 
chassis. Immediate delivery, $5,100.00 F.O.B. 
Trinity Steel Co., Inc., 3301 S. Lamar St... 
AUnter 8321, Dallas, Texas. 











BIG PROPANE DELIVERY TRUCK— 
New 1800 WG Model 100 twin propane tanks, 
piped complete with PTO, shaft, joints, Viking 
KK-200 mechanical seal pump, 50’ 34” filler hose, 
painted with clearance lights and mounted on 
NEW, 1955 International 2% ton, Model RP-172 
with BD-282 factory LPG engine, 5th O.D. 
transmission. All for only $4,825.00. Terms. Call 
White River Distributors, Ph. 570, Batesville, 
Ark. 


FOR THE BIG HAUL... NEW 1800 WG 
U-69 NOR-TEX twin delivery unit. Equipped 
for service with trim skirting, 50-gallon re- 
cessed fuel tak, ICC lights, Viking mechanical 
seal pump, P.T.O. and splines jack shaft. Mount- 
ed on brand new factory LPG powered Interna- 
tional RP-172 chassis with the big 282 LPG 
engine. 5th overdrive transmission, two speed 
axle, 9:00 tires all around, heavy duty rear 
springs. All ready te start delivering gas for 
only $5,125.00, including taxes, F.O.B. Denton. 
Call NOR-TEX PRODUCTS COMPANY col- 
lect, C-5416, Denton, Texas. 








BUYING YOUR FIRST DELIVERY 
truck tank? Get the facts on Trinity’s New 
Model #£104 Twin 1400 WG capacity 250#% WP 
complete with pump, printometer, hose, plumb- 
ing, etc., installed on new 1954 135 HP Chevro- 
let chassis—ready to haul gas today—$4,300.00 
F.O.B. Trinity Steel Co., Inc., 3301 S. Lamar 
St., HUnter 8321, Dallas, Texas. 


BUYING YOUR FIRST DELIVERY 
Truck? We can save you money on any size tank 
from 600 to 2,200 gallons, 5 models to choose 
from, with or without new truck. We save you 
$500.00 to $900.00 on your new truck. Let our 
many years of experience in the LP Gas business 
help you. EASY TERMS. Immediate delivery. 
White River Distributors, Batesville, Ark. 











FOR SALE 
TWO 1953 G.M.C. TRUCKS 


W/1600 water gallons, Complete U69, w/ 
meter hose, ready to go, straight air brakes, 
Ensign carburetion, $2750 each: These trucks 
are now delivering gas. Condition good. 
WHITLOCK BUTANE COMPANY, Box 
326, Stafford, Kan. 








TRANSPORTS —- SINGLE OR TWIN 
tank new for immediate delivery 250# W.P. 
for LPG—265# W.P. for ammonia. Meets 
ICC regulations. X-rayed and single tanks 
stress-relieved. Maximum payload, minimum 
weight. Low center of gravity. Reyco under- 
carriage, air brakes, best quality fittings, rear 
manifold, gauges recessed in side center. 
Trails evenly. Financing arranged. Write or 
call for quotation. J. B. Beaird Co., Phone 
7-4441, Shreveport, La. 








NEW LOWER PRICES 
On 1955 
PROPANE DELIVERY TRUCKS 
5 Models Twin & Single in 
Sizes of 600 to 2200 WG 
WRITE - WIRE - PHONE 
TODAY — Easy Terms 
With Low Down Payment 
Don’t Buy Before You Try 
WHITE RIVER 
DISTRIBUTORS, INC. 
Phone 570 Batesville, Ark. 








FOR SALE: 5000 TO 5500 W.G. U69 
Tandem Propane Twin Barrel Trailers. 
Choice of 16 with 50% 10:20 tires, air brakes. 
Now operating. Texas R.R. Commission, 
ICC, ASME approved. Prices $3,750 to 
$4,500. Delivery will be made to most north- 
ern cities for $200. Write for pictures, details. 
IRVIN F. NELIS ASSOCIATES, P. O. 
Box 14472, Houston, Texas. 








A 3280 GALLON W.C. PRO- 
PANE TWIN FULL TRAILER 


Fruehauf. $3,000. Also 2600 Gallon W.C. 
twin propane truck tanks. $1,500. 1952 Trin- 
ity. Will deliver. Address replies to: Utah- 
Colorado Gas Co., P. O. Box 348, Vernal, 
Utah. 








COMPLETE 
PACKAGE UNIT 


Ready to go to work. Model 
100, 1400 WG twin piped com- 
plete with Viking mechanical 
seal pump, PTO, shaft, 50’ fill- 
er hose, lights, aluminum fin- 
ish mounted on 1955 new 
Chevrolet chassis. Tax paid 
and terms. 
$3590 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Ark. 
Phone 570 





10 DAY TRIAL OFFER 


Try the Martin Tube Bender on the 
job for 10 days. If you are not 
satisfied with its performance, re- 
turn it to us and Wwe will not bill 
you. 


If you decide its the best bender 
you ever used and keep it longer 
than 10 days, we will bill you the 
regular price of $19.50 plus post- 


age and insurance charges. 


























BEND TUBING 
EVENLY in 
close quarters 
with little effort 
ree Ma 

ibs. wo, sie te 
Re fea Vet 
d 54” 0.4. soft 


% ine. Each without 
roll ci anges! 


All bends are on 134” 
radius and are practi- 
cally dis tortionless. 
Gear ogee rg op- 
erated by rachet lever 


| rolls the bend in the tube ‘easily Bn vfiovse 4 


in either direction by turning roel over and op- 
erating from other side. Sturdy — compact. 


Write today for details on our free trial offer. 


W. H. MARTIN Tube Benders 


Box 692, Owensboro, Kentucky 





THE FISK PROPANE STORAGE TANK 
Trailer will solve your storage tank tratsporta- 
tion problems. Can be hoisted and ready to move 
in matter of minutes. One man can operate. Write 
FISK TRAILER SALES CO., Mounted Route 
#26, Fond du Lac, Wisc. 


1700 WG MODEL 100 TWIN PROPANE 
Tanks, piped complete with PTO, shaft, joints, 
Viking KK-200 mechanical seal pump, 50’ 4” 
filler hose, painted with clearance lights and 
mounted on NEW 1955 International Model 
RP-162, factory LPG engine, 2 speed axle, ready 
to go at $4,275.00. Terms. White River Distrib- 
utors, Batesville, Ark. Phone 570. 











- REAL SAVINGS ON COMPLETE PACK- 


AGE UNIT FOR IMMEDIATE DELIVERY. 
1400 WG U-69 twin delivery unit with trim 
skirting, mounted on new 1954 factory LPG 
powered International, RP-162 chassis. Two 
speed axle, 50-gallon recessed fuel tank, P.T.O., 
splines jack shaft, Viking mechanical seal pump, 
50’ filler hose and ICC lights. Painted gleaming 
aluminum over red oxide. Ready to start making 
you money for only $4,085.00, including taxes, 
F.O.B. Denton. Meters, fire extinguisher and 
cabineting available at low extra cost. Cal) 
NOR-TEX PRODUCTS COMPANY collect, 
C-5416, Denton, Texas. 





PROFESSIONAL SERVICES 


ASSURE MORE PROFITS BY METHODS 
developed over 26 years. Property appraisals. 
Revised sales plans. Floyd F. Campbell, Man- 
agement Counselor, 821 Crofton Ave., Webster 
Groves, Missouri. 











INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











APRIL, 1955 


























STANDBY 





Packaged 12 mcfh plant designed and 
built by Draketown for... 
* Utility or Industrial standby 
* Peak shaving and augmentation 
* 100% Town or plant supply 


A Packaged Draketown Propane Plant will 
help you reduce demand charges; provide a 
supply of gas during curtailment periods. . . 
at the turn of a valve . . . or supply that out- 
lying section or plant 100% if desired. 





if you have a gas problem, we can help you. 
We operate from coast to coast and overseas. 


Phone or write teday—no obligation. 


DRAKE & TOWNSEND 











Leak-Proof 
LPG 
Installation 
RECTORSEAL #2 


and waste-free 
Eisen, because it is not “messy” 


and homo 


or any good grade lacquer thinner. 
Write for your FREE SAMPLE today, 
giving name of your jobber. 
RECTORSEAL, Dept. “A” 
2215 Commerce St. 


RECTORSEAL # 2 


1S INDUSTRY SAFER 





@ You are not only assured leak-proof 
installations with Rectorseal #2 but its 
as smoother application, its econ- 
use make it your 
iM choice of thread sealing com- 


SMOOTHER, because it’s finely ground 
ECONOMICAL, “because there’s no 


waste. It doesn’t settle out. Original 
consistency restored with Rectorseal 


Houston 2, Texas 
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QUALITY 








QCf answers the call! At a time when 
highest possible quality in small tanks is of 
utmost importance... @Cf has tooled up 
to produce “First-in-Quality” tanks from a 
nominal capacity of 250 to 30,000 gallons, 
and intermediate sizes. 

Already equipped with the most modern 
fabrication facilities in the industry...a Cf 
has installed a new 4,000-ton press to hot 
form tank heads. Result: a substantial re- 
duction in tank head stresses! 


Act Now! 


Dept. B-4, Industrial Products Division 
Q Cf Industries, incorporated, 30 Church Street, New York 8, N.Y. 
Gentlemen: 
Please send detailed information about your new 
small tanks. I am particularly interested in the 
gallon capacity for storing 


IN SMALL SIZES, T00 





Backed by a rigid quality control system 
inherent in every manufacturing step... 
QCf is geared to make top quality tanks 
exclusively. 

QCf Small Tanks will soon be ready 
for prompt delivery...for L-P gas, anhy- 
drous ammonia, and many gases or liquids 
under pressure. Don’t wait to take advan- 
tage of Q C f'’s dependability in small tank 
sizes. Use the RUSH COUPON below! 











NAME AND TITLE. 





COMPANY NAME. 





STREET ADDRESS. 





CITY. 














COMPACT UNIT 


COMBINATION 
METER and 
REGULA TOR 


we pile, W,. q 
aA\) Giidy i; Tee ™" 
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Metered service installations for L.P. 
Gas systems can be made at less cost 
by using Sprague Combination units 
rather than separate meters and 
regulators. Particularly suited for 
economical single tank, multiple set 
installations. Light in weight, small in 
size and only two, easy connections 
to make. 





